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—the weatherproof battery that 
sheds water like a duck’s back! 
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The Dealer’s Delight! 


In performance there are 
two distinctive features 
that make this Columbia 
“Hot Shot” the ignition 
battery supreme— 


a Instant energy 


ye Endurance to keep on 
with 100% service 
under strains that 
make ordinary bat- 
teries just peter out 
and quit 


That’s what this attractive self-selling Columbia Dry Bat- 
tery line is, a joy to your dealers from every angle. 


—best looking battery line in the world 
—best for the dealer to sell 
—best for the user to buy 


Columbia is pre-eminently the line for you to concentrate 
upon—pre-eminently the line for your dealers to handle 
exclusively. Columbia performance assures highest satis- 
faction to the user. And what can make you stronger 
with your dealers than being the man to help them build 
their battery business on that basis? 


We back Columbia Quality with 
commensurate Cooperative Sales 
Effort, Store and Window Dis- 
play, and Service. And we back 
you and your dealers with the 


most energetic and sustained ad- 
vertising campaigns we have ever 
carried in The Saturday Evening 
Post; General Magazines; Dealer 
Papers;Newspapers;Farm Papers. 


yes, we are advertising direct to your dealers in your behalf 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 
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Our advertising campaign last year put thousands of dollars of profit into the pockets of 


jobbers and jobbers’ salesmen. 


This year we are advertising ““Union’’ Renewable and Non- 


Renewable Fuses more extensively than ever, which means that the demand will take another 


big jump. 


When inquiries are received from dealers in your territory, will you be the one to whom 


these inquiries are referred? 
line in time. 

“Union” 
cause they have been money savers for the consumer. 


It's up to you. 


That depends on whether you get hooked up to the “Union” 


Fuses have always been money-makers for jobbers and jobbers’ salesmen, be- 


Their rugged construction which 


enables them to be renewed a greater number of times than other fuses, and their few parts 
and simple construction which makes them the easiest to renew, means that 








“The ‘Union’ saves more than ANY other Renewable Fuse’”’ ' | 





You can cash in on the demand for “‘Union’’ Fuses in your section if you will only 


act, 


Manufacturers also of Switch and Outlet Boxes, Cut-out Bases, Fuse Plugs, Fuse Wire 
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Don’t procrastinate. 
catalog No. 29. 


Write us without delay for our interesting proposition and 


CHICAGO FUSE MFG. CO. 
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Hot Springs Convention 


Electrical Supply Jobbers 


Association 


Executive Meeting May 21, 22 
General Meeting May 23, 24, 25 
The Homestead Hotel, Hot Springs, Va. 


PROGRAM—SPEAKERS’ DAY—MAY 24 


Edward A. Whittier, Secretary 
American Fair Trade League, New York City 


Subject: “Standard Prices on Stable Products as Proposed by the 
Stephens-Kelly Bill” 


W. A. Durgin 
Chief of Division of Simplified Practice, 
Department of Commerce, Washington, D. C. 
Subject: “A Message From Herbert Hoover” 


C. G. Frantz, President 
Apex Electrical Distributing Co., Cleveland, Ohio 
Subject: “Marketing Household Electrical Devices” 
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OT SPOT’S body and legs are 20- 

gauge cold rolled steel; copper 
plated, then nickel plated. Genuine 
Nichrome heatingelement. Deepgroove 
heat-resisting element base made of por- 
celain composition. Standard two piece 
connection—all parts riveted. Six feet 
of heater cord. Detachable handle, fits 
around leg. All terminals enclosed. 
Strain relief bushing and bracket. But- 
ton foot. Packed in individual cartons. 
Guaranteed for one year. Price—$3.85. 
Liberal discount to live dealers. 
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oe BOY! The new Liberty Hot Spot is 
Ha concentrated essence of Hades. Old man 

Mephistophles himself backs away when the Hot 
Spot is turned on. 
The high resistance in that Sila heating element grabs 
and holds every degree of heat that 110 volts can generate 
and puts it where it will do the most good. 
The Hot Spot is no slouch with the ladies either. His shapely 
figure and polished appearance have a strong appeal to the 
feminine eye. 
The Hot Spot is quality all through. Into it has gone all the 
experience gained in building the complete Liberty line. Hot 
Spot is the aristocrat of the sales counter; A LEADER—in 
appearance—in sales—in profits. Backed by the Liberty square 
deal sales policy. 


Write for details, prices and discounts. You'll wonder 
how we do it for the money. Volume is the answer. 


THE LIBERTY GAUGE & INSTRUMENT COMPANY 


6545 Carnegie Avenue (Electrical Division) Cleveland, Ohio 
PACIFIC COAST REPRESENTATIVES 
Western Agencies, Inc., 711-13 Mission aor San Francisco, Cal. 


Liberty 


Hot Spot 





LIBERTY USERS BECOME APPLIANCE BOOSTERS 
"SIAR RIOR NBC. SUAS NEES, AB SHER CPS RETR) 
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The Relation of the Jobber to 


Radio 


The Jobber Is the Outpost Observer for the Manufacturer—He Should 
Visualize the Great Possibilities of This New Industry 


By DAVID SARNOFF 


Vice President and General Manager, Radio Corporation of America 


HEN a manufacturer undertakes to sell and 
to distribute his wares throughout the nation, 


he is faced with certain fundamental factors 


which are the invariable ac- 
companiment of present-day 
business _ practice. Briefly, 
they are the following: 

Production — compatible 
with the consumer demand; 
Resident Representation—to 
enable the manufacturer to 
sense and more fully appre- 
ciate the requirements of the 
trade in a particular locality ; 
Selling Staff—to bring to the 
attention of the dealer the 
value of the manufacturer’s 
wares and to obtain orders; 
Warehousing—the carrying of 
suitable stock to give the pub- 
lic prompt deliveries; Trans- 
portation—requiring that the 
district offices and warehouses 
be located nearest the best 
shipping centers; Finance and 
Credits—to protect the manu- 
facturer’s investment; Nation- 
wide advertising. 


The scope of the problems 








HE electrical jobbing indus- 

try is squarely up against a 
big problem—Radio. Indica- 
tions are that it will survive. 
Surviving, the business will 
amount to millions of dollars an- 
nually. VVhat are the jobbers as 
a whole going to do about it? 
Get back of it, and with the start 
they have, permanently annex it 
to the electrical industry? The 
question is discussed in this issue 
from the points of view of both 
manufacturers and jobbers (see 
also pages 7 and 96). David 
Sarnoff, from a position of emi- 
nence in the manufacturing 
branch, in this first article writes 
authoritatively upon various 
phases of distribution. 








involved is such that the manufacturer is accustomed to 
divide the responsibilities above enumerated with jobbing 
houses possessed of the facilities to give adequate repre- 


sentation and distribution of 
the manufacturer's goods. 
The jobber is the outpost 
observer for the manufacturer. 
It is his responsibility to an- 
alyze the merchandise re- 
quirements of his immediate 
territory; to select and estab- 
lish representative dealers; to 
order and maintain a ware- 
house stock of the manufac- 
turer’s merchandise so_ that 
dealers may be served effi- 
ciently; to carry on a reason- 
able amount of local advertis- 
ing; to issue special literature, 
and take the financial re- 
sponsibility of handling a 
multitude of retail dealer’s 
accounts. If the distributor 
performs these functions in a 
thorough and responsible man- 
ner, he is entitled to legitimate 
returns on his investment and 
effort. Assuming that the 
fundamentals above outlined 
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have been correctly stated, let us review the relation of 
the jobber to radio sales. 

The radio broadcast receiver for home entertainment 
was born in the electrical industries. It is, of course, 
an electrical instrument, but it is beginning to be viewed 
by the trade and the public as something more than an 
electrical device—for it has behind it potentialities in 
the direction of education and general enlightenment 
such as no other present-day instrumentality possesses. 

Thus far, the radio set has been distributed to the 
trade mainly through elec- 
trical channels, but at the 
same time practically every 
conceivable type of whole- 
sale outlet has tried in one 
way or another to sell radio 





merchandise. It is probably 
well that these experiments 
have been in distribution for 
it not only enables the man- 
ufacturer to determine the 
distribution that 
will best meet the public’s 


class of 


requirements, but it also en- 
ables the jobber to deter- 
mine whether his organiza- 
tion and. set-up is fitted to 
do the job. 

It has yet to be deter- 
mined, however, just what 
class of representation, or 
what sort of retail dealer’s 
set-up, will give the manu- 
facturer the best possible 
representation and _ afford 
the public adequate and 
prompt service in the most 
economical way. Experience 
alone will be the determin- 
ing factor; but considering 
the short time in which the 


radio business has grown to 
a national industry, the elec- 
trical jobbers and dealers are to be congratulated on the 
manner in which they responded to the public’s call for 
apparatus and service. 

Actually, the distribution of radio merchandise has 
now become a large proportion of the electrical jobber’s 
gross business, varying in fact from 5 per cent to 40 per 
cent of his total volume, depending upon the territory 
and the local broadcasting facilities. 


It may be truly said that the introduction of radio to 
the electrical channels of distribution has injected en- 
thusiasm and energetic effort into their activities such as 
no other device has done. It has given the electrical 
jobber a new sense of the proportion of things, for it 
has enabled him to get closer to the desires and aspira- 
tions of the average human being, and, in fact, has put 
him into a business which already had become a potent 
factor in civilization. 


Live dealers were quick to grasp the sales potentialities 
of the radio set and many have quadrupled their net in- 
come. Nothing attracts the public so much as a radio 
receiver, for as an instrument to bring the public to the 


store nothing has exceeded it. It is an outstanding fact 
that the radio set has also increased the sales volume of 
other devices for home. use. 


It is of interest to observe that the maximum business 
in this new art, as in all other classes of business, has 
been effected by distributing organizations whose ex- 
ecutives are possessed of foresight, courage and initiative. 
It has been clearly demonstrated that the wholesale dis- 
tributor who engages aggressively in this work, who 
makes an analytical study of the radio situation and its 

relation to the home as a 








David Sarnoff, Vice-President and General Manager, 
Radio Corporation of America 





whole and who inaugurates 
and tries different plans of 
stimulating the dealer’s in- 
terest, is the one who at- 
tains the greatest success. 

Although the electrical 
trades have responded 
whole-heartedly to the pub- 
lic’s demand for radio in- 
struments, both the jobber 
and the dealer should not 
lose sight of the fact that 
they are engaged in the sale 
of a device which has a very 
important bearing on our 
home life, for its sphere is 
one of culture, education 
and entertainment; accord- 
ingly they should adopt all 
of the niceties of a distribu- 
tion set-up in harmony with 
standards for such sales set 
by past practices. In a 
word, the electrical trades 
are handling merchandise 
which has somewhat of the 
characteristics of the phono- 
graph and other musical in- 
struments; and thus, the 
electrical jobber and dealer 
suddenly find themselves in 
a business of supplying the 
public with a device which is not a mere electrical utility, 
but which also provides entertainment and enlightenment 
of a high order. This means that the wholesale distributor 
shou'd select dealer outlets that will give representation 
to the manufacturer’s goods such as is given in other 
allied trades. It means an attractive store to fit in har- 
moniously with the accustomed methods of selling musical 
instruments. It means the adoption of intensive selling 
practices, such as special demonstrations, demonstrations 
in the home, a reasonable amount of local advertising, 
and inauguration of all those special methods which have 
been found valuable in other business in carrying on in- 
tensive selling campaigns. 


a) 


The distributor owes this responsibility to the manu- 
facturer, and the manufacturer in turn owes a responsi- 
bility to the jobber in that he must supply him with the 
highest possible grade of merchandise at the lowest pos- 
sible cost to the public, consistent with earning a legiti- 
raate profit. 


The wholesale distributor will perform his best func- 
tion at this stage of progress in (Turn to Page 109) 
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Radio—Some Views of — 
Prominent Jobbers 


Typical of the Contrasting Opinions Which Prevail on 
This Important Subject 


Demand Increasing—Stable Business 
Illinois Electric Co., Chicago, J. A. Duncan:—A year 
ago there was a tremendous demand and a very small 
supply. Today, turnover is figured on stock, ordering on 
the part of the dealer as well as the jobber is on a con- 
servative basis and the result 


creased ever since. We were much gratified to find that 
January and February, after the Christmas rush, were 
our best months up to that time. The situation looks 
encouraging to us and we are confident that radio will 
become an increasingly large part of our business. 








is that we are pleased with 
the way business has started 


off this year. One of the | & preparing this brief sympo- 

sium no attempt was made to 
canvass the whole jobbing indus- 
try for an expression. The views 
of a few jobbers in widely sepa- 
rated parts of the country were 
asked. Taken together, they iittinc’. 
represent a fair idea of the kind 
of answers an investigator might 
expect if he made a thorough Factor 
canvass from coast to coast. 


most pleasing features is that 
in checking up on business for 
December, January and Feb- 
ruary we ‘find that each suc- 
ceeding month was _ heavier 
than the previous one. The 
parts business has dropped off 
in a large measure and not 
much attention is paid to it 
since it is principally to sup- 
ply a demand for cheap 
apparatus to which we do not 
cater. 





Market Demoralized—No Future 

Monarch Electric & Wire 
Co., Chicago, L. A. Schwab, 
president:—We never went 
into radio and think it is still 
a problem. ‘The manufactur- 
ers—and there are too many 
of them—are still working off 
old stuff and demoralizing the 





Personal Interest of Executive a 


Post-Glover Electric Co., 
Cincinnati, L. D. Van Winkle, 
president :—It does not seem 








Sales on complete sets for 
$275 and up have furnished a surprise. It seems that 
the well-to-do public—managers of lighting and tele- 
phone companies and other electrical men, bankers, pro- 
fessional men, churches, clubs, hotels, ete.,—have been 
waiting for the situation to clear and are now coming 
into the market. 

The only items for which we are now suffering, so to 
speak, are tubes and Western Electric loud speakers. 
Manufacturers are now beginning to provide different 
lines of tubes for dry-battery operation. The new 201A 
has diverted the attention of the buying public away 
from the the WD11 but it is almost impossible to get 
enough of either for replacement purposes. 

In regard to the manufacturers—there are a great 
many in the business but not too many in our opinion. 
A great number of the earlier ones who were not respon- 
sible have drifted out of the field and those that are left 
are of a higher order for the most part. 

We are glad to see the music people—the music 
dealers—in the business because they are giving to the 
electrical trade many new angles on the merchandising 
business. We find that we can sell these dealers. In 
our opinion, the electrical supply jobber as the wholesale 
distributor cannot well be supplanted. 





Brisk Business in Complete Sets 

American Electrical Supply Co., Chicago:—We have 
never done what would be called a big business in radio. 
But we do sell quite a number of complete sets. Business 
in this line started briskly last November and has in- 





possible to get very much ex- 
cited over radio as a substantial business. Possibly this 
is because I am not personally much interested in it— 
as a fan. I think this is quite a factor in determining 
a jobber’s business in this line. If an executive is per- 
sonally interested in radio for itself he will be bound 
to develop more business in this line than would otherwise 
be the case. 

Radio Has Always Paid Them 

William Hall Electric Co., Dayton, Ohio., Max Ewing, 
sales manager:—Radio has now settled down into a 
sedate, dignified member of the electrical family. The 
jobber going into radio today and using the same common 
sense that he applies to the other lines that he handles 
will have a several times better chance of coming out on 
top than he had a year ago. 

Public demand for radio products of various kinds 
still is apt to change over night. The jobber has got to 
sit on the lid with his ear to the ground—speaking in 
complex metaphor—and pay particular attention to his 
buying. 

The radio business has always paid our company. We 
were in it even before broadcasting came along—in con- 
nection with amateur wireless telegraphy. The trade 
was all from boys then. As soon as broadcasting came in 
the grown-ups began to appear. Soon the boys were 
elbowed into the back ground and it has been that way 
ever since. The trade is of a more substantial nature and 
is coming more largely from adults with means to buy 
high class apparatus. (Turn to Page 106) 
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The Joint Committee for 
Business Development 


Present Status of This Movement and Advantages of 
Jobber Cooperation 


By E. W. LLOYD 
General Chairman 


development of the work of the Joint Committee 
for “More And Better Business,” as both directly 
and indirectly he benefits through any effort made to in- 
crease the amount of electrical devices and supplies 
which are incident to the in- 
crease in the use of electricity. 


by ee jobber should be vitally interested in the 


action of the numerous agencies within the electrical 
industry. © 

The Committee is composed of volunteer members, 
serving without compensation. It has divided itself into 
the following branches: Wiring Committee; Lighting 
Comittee; Domestic and In- 
dustrial Appliance Committee ; 





It might be well here to 
emphasize the fact that the 
Committee is not representing 
merely one branch of the in- 
dustry but is composed of rep- 
resentatives from every elec- 
trical association in America, 
its members being composed of 
jobbers, central station men, 
manufacturers’ representatives, 


Association of Electragists 
—International; Canadian 
Electrical Association; Elec- 
trical Manufacturers Council 
(Associated Manufacturers of 
Electrical Supplies, Electrical 


eral problem. 





HE Joint Committee’s job 

is to deliver a message to the 
producer and distributor of elec- 
tricity as well as those who are 
merchandising the innumerable 
devices which are necessary to 
accomplish this result. The job- 
ber has no small part in this pic- 
contractors, dealers, including: ture. If he is to receive his full 
share of the benefits, it is neces- 
sary for him to adopt a wide 
vision in the study of the gen- 


Electrical] Transportation 
Committee; Industrial Heat- 
ing Committee; Power Com- 
mittee; Advertising and Pub- 
licity Committee. 

Cooperating with the Com- 
mittee is the Society For Elec- 
trical Development, whose 
technical and literary staff are 
the means used for producing 
data and literature for general 
distribution to the various affili- 
ated agencies and to the indi- 
vidual members of the Society 
For Electrical Development. 

The Committee at present 
has several hundred corre- 








Manufacturers Club an d 
Electric Power Club); Elec- 
trical Supply Jobbers Association; Fixture Dealers So- 
ciety of America; Illuminating Glassware Guild; Na- 
tional Council Lighting’ Fixture Manufacturers; ‘Na- 
tional Electric Light Association; The Society For 
Electrical Development. ' 
The present boom in the electrical business due to the 
demand for electric power, light and heat, would seem 
to make it unnecessary that the Committee should 
actively engage in promoting business at a time when 
everybody is very busy. We have only to look back a 
few years to periods when business was not so good and 
when the various branches of the business were extremely 
anxious to get together to improve conditions to a point 
where those engaged in our industry could make a profit. 
Numerous attempts have been made to form coopera- 
tive associations during the last 12 years and this fact 
alone must mean that the industry recognizes the neces- 
sity for such a movement. The Committee being made 
up of all elements in the business, should be in a position 
to render this service. It is essentially a consulting 
organization and should never be a body to do anything 
other than to bring its members together to consider a 
given proposition, no matter from what source it origi- 
nates, so long as its performance requires the concerted 


spondents in cities and towns 
throughout the United States, 
to whom are sent informative letters and _ literature 
sanctioned by the Committee. 

These local correspondents are representative electrical 
men of their districts and bring together their local 
representatives who act together in improving the elec- 
trical business conditions in their city. If the activities 
of the correspondents result in the formation of a club 
or league, such club or league is given assistance from 
the Society For Electrical Development, who have al- 
ready had considerable experience in developing this 
form of local activity. 

If the letters or literature sent to the local corre- 
spondents are of such nature that they will benefit local 
conditions, the correspondents, or club as the case may 
Le, take the matter up either with the Committee or the 
Society For Electrical Development, or with their own 
affiliated agency whether it be the Association of Elec- 
tragists, the Jobbers Association or any other, and should 
endeavor to use the information to the best advantage. 

The Committee is constantly receiving suggestions on 
work to be accomplished and has in process of consid- 
eration, development and production numerous pamphlets 
treating of different subjects of general interest, some 
of which have already been sent (Turn to Page 111) 
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“Notice the Lighting Equipment” 


Slogan Adopted by the Lighting Industry 
Let’s Put It Across 


By F. R. FARMER 
President, Beardslee Chandelier Mfg. Co. 


‘re lighting industry is fortunate in adopting a 
slogan that can be supported not only by all 
branches of the lighting industry, but by all 
branches of the electrical industry as well. To the con- 
sumer public, lighting and electricity are synonymous, 
and if we can cause the public to take notice of its light- 
ing equipment, we make it think of electricity, and think- 
ing, it cannot fail to come to an appreciation of the 
service and convenience of 
electricity and no doubt be- 
come a greater user of this 
wonderful servant. 

When this slogan was 
first suggested, it was 
thought by some that. it did 
not possess the urge to ac- 
tion and that it did not 
have the “pep” in it that a 
good slogan should have. 
Sober thought, however, 
has convinced many of us 
that it is refreshing to use 
a slogan that has no ear- 
marks of slang, and that 
leaves something for the 
intelligent American’ pub- 
lic to think about for it- 
self. 

I think no one will argue 
that the average person 
will not really take notice 
of his lighting equipment 
without learning something 
more about it, and if that 
equipment for which he is 
responsible, or in which he 
is most interested, is not up 
to the standard that his 
own knowledge tells him 
should be reached, then it is 
safe to say that he will take steps to change it. 

The big question is, how to get this slogan to the pub- 
lic. Can we let the Associated Lighting Industries do 
it, figuring the $300,000.00 budget they are raising will 
do the job? I don’t think so because I believe that more 
than $300,000.00 worth of publicity can be obtained ‘for 
this slogan by the lighting equipment and jobbers’ sales- 
men by simply showing the central stations and dealers 
how to do it. The dealer who has direct contact with 
the consumer can best call his attention to it, but we can 
give the dealer ideas of new and different ways to do it. 
In our own company, we first sold the slogan to the 





executives, then to the salesmen, designers and depart- 
ment managers, and then through the medium of our 
“Beardslee Family Letter,” to all other employees. We 
pointed out to them that by continually asking people 
wherever they went to notice the lighting equipment it 
would stimulate their own business. One of our lads 
with a mind for statistics a few days later began to 
visualize the possibilities after he had figured the num- 
ber of people who would 
notice the lighting equip- 
ment should each employee 
ask one person for each of 
ten days. Suppose, now, 
each salesman asks one 
dealer each day to notice 
the lighting equipment and 
to use the slogan. 

Every dealer should be 
brought to realize that his 
town depends upon him to 
make them notice the light- 
ing equipment, and he can 
do it best by making every 
possible use of the slogan. 


There is no restriction to 
its use, so urge him to use 
it on all stationery and par- 
ticularly on all advertising 
Ynatter. Electros are sup- 
plied by the Associated 
Lighting Industries at a 
small cost—and the slogan 
may be used to advantage 
in every advertisement, 
large or small. 


One electrical contractor 
series of one-inch news- 


. Farmer paper advertisements of 


three lines each very ef- 
fectively. The first advertisement read— 
“NOTICE THE LIGHTING EQUIPMENT 
In Your Home 
Blank Electric Co.” 

The second— 

“NOTICE THE LIGHTING EQUIPMENT 
See That It Harmonizes 
Blank Electric Co.” 

The third—‘See That It Illuminates” and one similar 
each day until Saturday when he used display space to 
tell the public that Blank’s Store was the right place 
to “Notice The Lighting Equipment.” 
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If each salesman suggests to the dealer the possibili- 
ties in a small illuminated slogan sign in each window 
and the public does notice the lighting equipment, Mr. 
Dealer will, in many cases, realize the necessity for a 
little attention to his own lighting equipment. 

The dealer, when you mention it, quickly realizes that 
a sign on a new house reading “Notice The Lighting 
Equipment Installed by Blank Electric Co.” is more 
effective than “Lighting Fixtures Installed by Blank 
Electric Co.” 

If, through the medium of the salesman, the dealer 
can be brought to notice the lighting equipment he will 
cooperate to the extent that we may expect. The result 
will be: 


1. An awakened public consciousness of the im- 
portance of lighting equipment. 

2. A widening market for all lighting (electrical) 
material. 

3. An appreciation of the value of advertising by 
the dealer which should make him a better busi- 
ness man. 

4. A further development of the cooperative effort 
between manufacturers, jobbers, dealers and con- 
tractors. 

My message to you salesmen, then, is to “Notice The 
Lighting Equipment” wherever you go, to remark about 
it and to ask your friends, your customers—everybody— 
to notice it likewise. 





T HIS slogan has been adopted by the 
Associated Lighting Industries, con- 
sisting of the National Council of Light- 
ing Fixture Manufacturers, the Lighting 
Fixture Dealers’ Society of America and 


Let’s 


Syhgrs a slogan will become valuable 
to the whole electrical industry to the 
extent to which it is put to work, in the 


66¢QAVE the Surface and You Save 
All” is calculated to be worth at 
least a million dollars a word to the paint 


OTICE the lighting equipment 

yourselves everywhere you go. (1) 
Call it to the attention of your friends, 
casual acquaintances, and above all to 
your dealers—repeating the slogan each 
time. (2) Instruct your dealers to re- 
peat the slogan at every opportunity to 
their customers. (8) Ask your dealers 





Notice the Lighting Equipment” 


the Illuminating Glassware Guild. A 
drive is being made to raise $100,000 a 
year, for three years, to be spent in ad- 
vertising and publicity to make this slo- 
gan a by-word throughout the land. 


Use It 


same way that “Say it with Flowers” 
has boosted the business of every florist 
and still continues to do so. 


Can Be Worth a Million Dollars a Word 


and varnish industry. “Notice the Light- 
ing Equipment” can be made worth even 
more to the electrical industry. 


Jobber’s Salesman 


to send to the Associated Lighting In- 
dustries, 231 Gordon Square Building, 
Cleveland, for folder on handsome win- 
dow signs and transparencies embodying 
the slogan. (4) Have them get from 
the same source electrotypes, stereotypes 
and matrices to use in their printed liter- 
ature and newspaper advertising. 
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It Pays to Have a Selling Hobby 


If Your Hobby Is Flood Lighting, Get at It Now at the Start of the 
Season—It Is Interesting and Profitable 


By C. E. JOHNSON 


went out on a floodlighting prospect the odds were 

generally 10 to 1 he wouldn’t get the business. 
Now they are just reversed, 10 to 1 he will get it. Why? 
Because it is an incomparable medium for advertising 
an institution or organization, a product or a commodity, 
or bringing out the architectural beauties of a building 
or monument at night. Outside of a bright, moonlight 
night, what could make bathing more of a pleasure than 
floodlighting ? 

Profit is the paramount. idea in floodlighting for you, 
your dealers, and generally for most people who would 
use it. Regardless of where or how floodlighting might 
be used there is going to be plenty of profit for the sales- 
man or electrical dealer who is awake to the possibili- 
ties that lie before him during the coming summer 
months. 

During this time all people will spend more of their 
evenings out-of-doors. They will seek out the best- 
lighted streets and places to enjoy the cool evening air 
and that’s the time that floodlighting plays an important 
part, or as one manufacurer put it—‘‘Why depend on 
the moon for light ?—use floodlighting.” 

There are thousands of places where you men can sell 


i ype or ten years ago when a jobber salesman 


Behind the Shrubbery in the Foreground. 


floodlighting. Just a few examples of what has been 
done may recall possibilities to your mind. ‘Take as an 
example the Wrigley building in Chicago, without ques- 
tion the finest job of floodlighting that has ever been 
attempted. Both the boulevard and river side are lighted 
from banks of projectors, some of which are placed at a 
distance of even 700 feet away. You may feel that you 
don’t all have Wrigley buildings, but towers on hotels 
or office buildings, such as the Edgewater Beach Hotel 
in Chicago, are likely prospects for floodlighting. This 
tower was the first Chicago floodlighting installation, made 
in 1918. It is arranged so that they can either have 
white lights projected onto the tower or use red or other 
color lighting effects. It stands out most effectively. 
How about amusement parks, swimming pools, 
beaches, the putting greens on your golf courses? Plenty 
of places. Floodlighting makes trap-shooting at night 
possible and pleasant. Athletics at night, such as tennis, 
rocque, and other sports are also possible. The possi- 
bilities are there if you only make the most of them, and 
there are any number of methods by which results can 
be accomplished. None of these are very difficult, and 
manufacturers of floodlighting equipment will be glad 
to help you work these problems out. 


The Wheatena Plant in Rahway, N. J., Furnishes a Striking Exemple of Floodlighting. Part of the Lights are Concealed 
Photo by Courtesy of the National X-Ray Reflector Co., Chicago 
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In planning floodlighting for lighting a building sur- 
face, sign, or anything of that character it is generally 
best to mount the reflector units opposite the area to be 
lighted. It is not advisable to try to shoot the light up 
along side a building or sign from an adjacent ledge 
unless the conditions. are very favorable. Floodlighting 
results are best on buildings with a light brick or terra 
cotta surface. 

One salesman who had the hobby, sold floodlights to 
14 banks, ranging from small local banks up to the 
larger banks in one city, quantities running from nine to 
13 units. In a comparatively short space of time on the 
strength of this hobby he sold over 213 floodlights. 

Another salesman covering states west of the Missis- 
















sippi had a hobby for floodlighting county fairs and such 
places while covering his regular jobbing line. 

Conventions in different cities bolster up the possibili- 
ties of floodlighting many fold, and the jobber salesman 
or dealer who is on the job has the opportunity of mak- 
ing a nice profit. 

No matter how imposing a structure may be during 
the day it loses this at dusk. Floodlighting makes it 
stand out against the night, compelling the attention of 
everyone who passes near by. Installations such as the 
Wrigley building have been seen up to a distance of 43 
miles, and where signs, monuments, or buildings occupy 
prominent positions they have a corresponding vantage. 

As a means of protection to (Turn to Page 114) 
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One of the Banks of Floodlights for the Wrigley 
Building, Chicago. 222 Projectors Used on This Job 

















Arrangement of Floodlighting Projectors Used at the 
Wheatena Plant in Rahway, N. J. 











Photos by Courtesy of the National X-Ray Reflector Co., Chicago 





A Cotton Press in Galveston, Tex. Floodlighting 
of Shipping Platform by Hanging Projector. 





Flooalighting of Statuary Group, 
Paragon Park, Nantasket Beach, Mass. 
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Humor in Inventories and 


Baseball 


HEN your representative, Mr. George E. Pomeroy, called at our store, just as 1922 was passing out, 
we were in the throes of inventory taking, and, naturally, the subject was very apropos. I told him 
this marked my twenty-fifth successive inventory, having never missed one in my quarter century career in 
the electrical jobbing business, and he suggested my contributing a column or two covering some of my 
experiences during that period, to which I agreed. ‘4 


year’s business. The work 
occupied three hours, and 
another hour to figure it 
up; and Mr. Gorman, the 
president, now as he was 
then, despairing at the 
small total—for it was less 
than $1000.00—suggested 
that we throw in the ham- 
mer, saw and scale to bring 
up the value. There were 
only five jobbers in New . 
York in those days: E. S. 
Greely & Co., J. H. Bun- 
nel & Co., Empire City 
Electric Co., Stanley & 
Hall and the Manhattan 
Electrical Supply Co., the 
last being the smallest of 
the five. The E. S. Gree- 
ley Co., failed shortly 
after, then the Empire 
City closed its doors; and 
with this competition out 
of the way, business came 
in increasing volume. 
Subsequent inventories 
were headaches. As _ the 
stock became heavy, help 
was necessarily increased, 
and all pitched in to light- 
en the burden of the dreary 
inventory. I recall that 
when taking the stock the 
following year we pressed 





By JAMES H. HUGHES 


Secretary Crannel, Nugent & Kranzer 


ELL, I shall never forget my first inventory. 
I was then with the Manhattan Electrical Sup- 


ply Co., which had just rounded out its first 





James H. Hughes 


When with the E. B. Lathan Co. of this city, I conduc- 
ted the annual inventories for 18 years, using systems 
that would simplify the work of counting and pricing. 


Crannell, Nugent & 
Kranzer of New York, 
adopted the color card sys- 
tem as follows: buff, for 
general _ merchandise; 
green, for wires, cables and 
cords; purple, for Mazda 
and carbon lamps; white, 
for warehouse stock. Each 
card is numbered, and 
a certain number of cards 
are apportioned to each 
floor. One class of goods, 
only, is written on a card. 
When the cards are col- 
lected, and the numbers 
are accounted for, they 
are arranged under the 
name of the manufacturer, 
care being taken that this 
is indicated on the card. 
This affords great facility 
in pricing, as the clerks use 
but one set of prices at a 
time. Of course, there 
will be sheets of miscel- 
laneous material, but the 
bulk will be found under 
manufacturers _ headings. 

In passing I might re- 
mark that during the past 
vyear the price situation 
has been thrown into such 
confusion as has had no 
equal in the annals of our 


a recruit into service to write cards as the experienced business. The spasmodic changes in lists and discounts 


men called off the material. 


He started well, but when 
he was called upon to write such names as “Pig Tail 
insulators,” “Dead Men,” “Mule” supports, “Crowfeet” 
zincs and “Skedoodle” plugs, we could not get him to 
continue, as he believed we were making game of him. 


had us “all in the air.” Take a single article, a socket. 
It has five different discounts depending on its popu- 
larity, its competitive standing, whether it is brass or 
porcelain and its particular finish. 

To add to our dilemma nearly all schedules have ex- 


We finally got him going again, but when the second ceptions. Is it any wonder the old timer scratches his 


chapter disclosed such names as “Paralized” plugs, “Bull- 
dog” tape and “Poly-faced” motors, he gave up his job 
saying: “Names don’t mean nothin’ in the electric game.”’ 





head and wonders if he knows where he’s at, while the 
new-comer never did know where he was at. 
I have seen many things elec~ (Turn to Page 88) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 21 Key Products 




































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 

MARKET PRICES MARKET PRICES MARKET PRICES 

Mar. 15 to General Mar. 15 to General Mar. 15 to General 

COMMODITY Apr. 15 Trend Apr. 15 Trend Apr. 15 Trend 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western States 
include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Tezas; Central States 


all between. 
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Five Ways in Which the 
Customer Is Always Right 


1. In Asking for Everything Under the Sun 


By JAMES H. COLLINS 


HEN prohibition hit a New York hotel, its 
WW Soensivei decorated old English bar seemed 
a total loss. But the management turned it 
into a cafeteria, in charge of a woman, who kept the old 


English idea. It has one small 
show window, with a display 


and a big scale trader, with connections all over the 
world, and might well be proud of his activities. 

The factories began making the shopkeeper’s merchan- 
dise cheaper than he could make it himself. His work- 
room shrank into a cobbling 
shop, and his reception room 





changed several times daily. | 
Around noon there will be a_ | 
club sandwich, a salad and an 
iced drink, with knife, fork 
and napkin, just as they would 
be served at table. While that 
display is there, orders run 
overwhelmingly to the show- 
window lunch. Then a lemon 
pie is shown, with a wedge 
cut out, until the lemon pies 
are all eaten up. After that, 
an open box of chocolates will 
start an afternoon run at the 
candy counter. 

Simply a novel form of de- 
partmentalization—that long 
word, which looks like a 
theory, and works like a horse 
for the retailer who hitches it 
up to his business. 

The kind of retail business 
doesn’t seem to matter. It 
works for the lumber dealer 
just as well as the druggist, 
and will move the technical 
merchandise of the electrical 
or automobile accessory dealer 
as briskly as department store goods, for there is some- 
thing fundamental behind it. 

Once upon a time, the retail store was just a little 
place in front of a craftsman’s workshop where he sold 
the things he made. The shoemaker dropped his tools 
to measure a customer for footwear. The hardware dealer 
was an “ironmonger” who hammered and forged much 
of his mérchandise. Even the grocer got much of his 
stock by trading country produce and village products 
against each other in days when life was on the neigh- 
borhood basis. 


Have you ever heard a dignified business man of the 
old school loudly call himself a “merchant,” as though it 
wére an honored title? Nowadays, even the push-cart 
peddler is considered a “merchant,” but in times when 
shopkeepers made nearly everything they sold, the true 
merchant dealt in goods that came from other countries, 
like coffee, tea, silk and spices. He was a shipowner, 








James H. 





for customers grew into a 
store, with a large stock of 
goods, where he spent all his 
time. But for many years the 
tradition of the “line” per- 
sisted. The shoe dealer sold 
only shoes, with maybe black- 
ing and brushes. It never oc- 
curred to him that hosiery 
went with shoes. That was the 
“line” of the dry goods mer- 
chant, who never thought of 
establishing a shoe depart- 
ment. 

But when the craftsman be- 
came a shopkeeper, he forgot 
his trade. Where one man had 
formerly made a suit of 
clothes, 50 or 60 different 
workers made different parts. 
The trade disintegrated, and 
presently the “line” did, too. 
When the druggist simply sold 
medicines, the separate items 
in his stock could be numbered 
in hundreds. But he added 
toilet essentials and notions, 
until, today, he is a general 
merchant with 7,000 to 10,000 different things to sell, 
and the number is steadily growing. 

This breaking down of “lines” is one of the most 
definite things in retail business today, tragic for the 
merchant who resents and resists, full of opportunities 
for those who understand and work with it. 


Collins 


Where the customer once came to the merchant, ask- 
ing for a particular article in his “line,” today he may 
ask for anything under the sun. If he doesn’t ask for 
it, the merchant has a creative opportunity, for he can 
display something that the customer knows nothing 
about, but will want as soon as he sees it. The com- 
fort, facility and pleasure of every-day life are becoming 
more and more a matter of surprise to the every-day 
man and woman, happening upon exactly the new thing 
that increases well-being. And the merchant is the con- 
jurer who produces the unexpected convenience. His 
customers regard him a creative (Turn to Page 92) 
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M: B. C. Forbes wrote a good article 


some time ago calling attention to the 

achievements of 
the American business 
man. With apologies to 
him I wish here to digest 
and condense some of the 
points he made. 

The business man as a 
self-respecting figure in 
the world is quite a mod- 
ern thing in history. But 
he has already demon- 
strated his usefulness in 
the following directions: 

1. He is doing more 
than any other class has 
ever done in the world to 
encourage the study of 
the causes of human dis- 
ease and to eradicate 
them. 

2. He has brought the 
United States of America 
within one hundred years 
to a higher rank than the 
other nations with cen- 
turies of history behind 
them. 

8. He has founded more universities and 
colleges than any other kind of man. 

4. He has built and maintained more hos- 
pitals than all the dukes, kings and ecclesiastics 
in the world. 

5. He pays the largest portion of our taxa- 
tion. 

6. He is the most important and energetic 
member of the church. 


The American Business Man— 
Modern Figure in World History 


By DR. FRANK CRANE 





7. He has supplied the farmer with ma- 
chinery that vastly increases his productiveness. 

8. He has given the 
world a greater diversity 
of food, more and better 
clothing and more attrac- 
tive and sanitary homes. 

9. He has made pos- 
sible in this country the 
highest wages and salaries 
in the world. 

10. He has given 
America the best railroad 
system in the world. 

11. He has given to 
the people the telegraph, 
the telephone, the radio, 
the phonograph and the 
moving picture. 

12. He has made pos- 
sible books, magazines 
and newspapers to an ex- 
tent the world never knew 
before. 

138. He has cut down 
the working day for the 
common laborer from 
twelve or fourteen hours 
to eight hours. 

Of course it is not to be assumed that it has 
been the business man alone who has done all 
this, but after making all due allowance for the 
creative work of the inventor, the engineer, the 
scientist, the teacher, the politician, the preacher 
and the common laborer, there can be little ques- 
tion that the most important factor in produc- 
ing all the results above listed is the American 
business man. 


Copyright, 1923, by Dr. Frank Crane. 








An Editorial by Dr. Crane Appears in Each Issue of 
THE JOBBER’S SALESMAN 
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W. R. Herstein, vice-president and 
general manager of the Electric Sup- 
ply Co., Memphis, Tenn., writes: “As 
I now recall the circumstances, the 
sophisticated look on the young man’s 
face was an expression of contempt 
for the photographer, who vainly tried 
to make him believe that a bird was 
coming out of the box.” Yes, it’s 
Herstein. 


Twenty-one years ago the Manhattan Electric Supply Co., 


Chicago branch, lined up like this: 


Henry Brauns, warehouse superintendent; sixth from the right, 


Willis P. Johnson, for 22 years credit 


Old Time Stuff 





HILE the electrical 

jobbing industry is not 
in reality very old, still, it is 
time to begin to think about 
its history. In this and the 
following pages, some of the 
leaders in the industry are 
presented for inspection and 
comment “as they were”. 














George W. Johnston, now president of the Mid-West 
Electric Co., Omaha, Neb., in 1871, at the age of four. 


Second from the right is 
manager Habirshaw Co., 
manager; in the doorway, 


between the derby and fedora, the boy is Clark H. Methot. In 





F. M. Bernardin, president of the 
B-R Electric Co., Kansas City, Mo., 
writes. “Unfortunately we have not 
a picture of our first building. How- 
ever, I am sending you a picture of 
myself, taken at an early age. Very 
few of my friends in the industry 
know that I am a twin, which accounts 
for my companion in the picture. I 
leave it to the gang to guess who is 
who.” 





this picture are also: Walter E, Stephenson, now general man- 
ager of the Sterling Electric Co., Minneapolis; Edw. Kearns, 


Chicago, and Adrian Scheltes, office 


manager Bryant Electric Co., Chicago. 
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C. E. Browne, president of the American Elec- 
trical Supply Co., Chicago, aged one year (now 58). 
Mr. Browne assures us that they had to lick him 
40 times in order to make him sit for this picture. 
The photograph is in its original medallion frame 
of cast brass with beveled glass front, thought to 
be very “nifty” in those days. 





George W. Johnston, now 


om gag a a shoes. Seated on the curb at the left, though not a “curb 
4 ”? > 4 ” 


as he and his tie looked in 


Do You Remember ’Way Back 





In the “flower of young manhood” and the age of button 


stoner,” is J. H. McGill, now of the McGill Mfg. Co., Vap- 
paraiso, Ind., and at one time salesman for the old Electric 
Supply Co. Center—Jim Pomeroy, now direct factory repre- 
sentative, Los Angeles, Calif. Right, another gentleman not 
in the electrical business, but who is now president of a bank 
in Valparaiso. This was taken in 1887. 





Thanks to Geo. W. Johnston, president of the Mid-West Electric Co., 
Omaha, Neb., this picture of their store in 1897 is presented, when they 
operated under the name Western Electrical Supply Co. In the center, at 
the entrance, is Mr. Johnston; on the high bicycle, H. S. ‘Thomas, now 
“electrical wizard” of Luna Park; with hand on the Sterling bicycle, Casper 
V. Schneider, electrical contractor of Sacramento, Calif.; at the extreme 
right, H. S. Kinney, now electrical contractor, Lansing, Mich.; two next to 
Kinney’s right hand, Herman S. Schultz and “Eva,” now his wife—Herman 
is now representing the Electric Appliance Co. of San Francisco, in Lower 
California. 
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“It is interesting to note” that this is B. B. Downs, 
president of the St. Paul Electric Co., at the age of four. 
By the expression on his face it is easy to see that even 
at this early age he had already begun to think deeply. Of 
what is he thinking? No one knows—his stance, perhaps. 


Here’s how they looked 16 years ago in Louisville, Ky. This 
photograph shows the force of the Jas. Clark, Jr., Electric Co. 
in the spring of 1907. Left to right, front row: Messrs. H. A. 
Hymer, W. E. Perry, Misses Berkeley, Atkison, Hauptmann, 
Oyler, Perry; Messrs. J. T. McCrone, L. W. Worsham. Second 


SALESMAN 


This photograph, taken about 1884, shows the place of business 
occupied for almost 50 years by Julius Andrae, founder of the 


Julius Andrae & Sons Co., Milwaukee, at 225 W. Water street. The 


individual in the center of the doorway, assuming a careless 
attitude while posing for the picture, is H. P. Andrae, present 
president of the company. 


row: Messrs. R. G. Berle, F. F. Fleming, J. H. Foreman, G. H. 
Franklin, Walter S. Clark, Jas. Clark, Jr. Back row: Messrs. 
W. C. Gould, W. D. Lee, W. S. Pilson, W. T. Cosgrove, A. M. 
Brehm, W. W. Crooker, William Hilyerd, and “Smoke” Reed. 
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Back in the “dark ages”—1899—-H. C. ‘Tafel was selling elec- 
trical supplies in Louisville, Ky. He can be seen far back in 
the doorway, wearing the straw hat. Paul Tafel, his son, was a 
little shaver then and is shown in the front of the picture in the 
white shirt waist. Paul is now president of the Tafel Electric 
Co. His father has passed away. 


A knightly knight of the grip. In 1890, J. H. McGill, 
of the McGill Mfg. Co., Valparaiso, Ind., was “traveling” 


for the old Electric Supply Co. 


W. A. ReQua, president of the 
ReQua_ Electrical Supply Co., 
Rochester, N. Y., says that he is no 
spring chicken and _ sends _ this 
picture to prove it—taken at the 
time of the Civil War or just after. 


Woodill & Bennett—interior, taken in 1897. H. B. Woodill, now president of Woodill-Hulse 
Electric Co., Inc., Los Angeles, Calif., is seen standing at the right. Mr. Woodill began 
business in 1891 in this machine and repair shop located at 186 W. Fifth street, Los Angeles. 
He lived back of the partition at the rear of the shop and cooked his own meals (note the 
live rabbit on the bench in the foreground). Across the street was Warner’s restaurant 
where meals, including meat, vegetables and coffee were served for five cents—with pie, 10 


cents. Mr. Woodill is probably the oldest jobber on the coast still in business. 
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From Little Acorns Grow 





Wholesale Electric Co., San Francisco, Calif., in 1912. 


Left to right: J. H. Lowe; 


A. R. Fierce, owner; W. Dean, F. B. Potter, Harry Stearns, Mr. Savoy, J. C. Taylor, 


still with the company, and Joe Lowe. 





G. A. Seabury, now secretary and general manager 
of the Mid-West Electric Co., Omaha, wore whiskers 
21 years ago when “on test” in the General Electric 
works at Schenectady. 


Percival Stern, now president and gen- 
eral manager of the Interstate Electric Co., 
New Orleans, La., taken on the occasion of 
his graduation form Tulane University in 


1899, at the age of 19. 





In 1907, the Elliott-Lewis Electrical Co., Inc., Philadelphia, had _ its 
photograph taken. Behind the counter is T. H. Lewis, now vice-president. 
F. R. Elliott, president, may be seen in the extreme background. The lady 
is Miss Frances Vandegrift, who handled most of the clerical work in the 
office at that time. The boys quit the jobbing business. 
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MEN YOU SHOULD KNOW 
Frank S. Price, one = Co. 


PON very good authority it is said that a man 
shall be known by his works. Perhaps that is 


the best way to place an estimate upon Frank 
S. Price. At any rate, he is the type of man who would 
not wish to be appraised in any other way. 
Not very long ago the writer of this sketch was in the 
busy office of the Pettingell-Andrews Co. in Boston and 
chanced to be chatting with 


committee savors in no way of autocratic methods and an 
attempt to “bull” things through. Insistent, yes, but 
always calm and weighing carefully the opinions of oth- 


. ers. In other branches of the electrical industry, Mr. 


Price is very highly regarded, particularly by the leaders 
in the National Electric Light Association. He is a 
member of the executive committee of the Electric Sup- 

ply Jobbers Association. As a 





one of the men who had been 
with the company for nearly 
20 years. In a half-joking 
way, the remark was made to 
this man: “After all these 
years of experience, no doubt 
one of these days we shall be 
hearing of a new jobber start- 
ing out on his own in this neck 
of the woods.” Quick as a 
flash was the comeback. “Not 
on your life—not with Frank 
Price. It isn’t done.” 

His men love and respect 
him to a marked degree. They 
are intensely loyal. They have 
come up from the bottom 
ranks, most of them—10, 15, 
20 years of service. They are 
first trained thoroughly in 
every department of the busi- 
ness. Then, when this train- 


by his works. 





A Leader 


R. PRICE is held in very 

high esteem by his fellow 
jobbers and is looked upon as observe in the case of Mr. 
one who advocates and upholds 
the highest ideals of the business. 
For nearly 30 years, ever since 
his schooling was completed, he 
has been continuously with the 
Pettingell-Andrews Co., which 
has grown to a commanding 
position among the electrical 
wholesale interests of New Eng- 
land. A modest man, of the 
type who wishes to be appraised 


prominent and active member 
of the General Electric Dis- 
tributors’ Club he has held 


tion and is one of its able 
counselors. 
It is somewhat unusual to 


Price that he has never once 
changed his line of business 
nor the company that he has 
been connected with since he 
left school at the age of 20. 
He is now somewhat under 50 
years of age. He has become 
a part of the Pettingell-An- 
drews Co. and it has become » 
part of him. So intimate is 
this relationship and so strong 
are the ties that bind them to- 
gether that a sketch of the man 
must needs embody a very 








ing is completed, they do not 
go goose-stepping about their 

- business, acting only upon orders. Like the American 
soldier, they have initiative and are encouraged to think 
and act for themselves. Their chief is the kind of a man 
who would sooner have them make an occasional blunder 
than never to act at all. 

His works, then, as reflected by a happy, loyal, well- 
organized and efficient business family are of a high 
order. In a material way they are manifested in what 
is generally regarded as the largest and one of the most 
progressive electrical jobbing houses in all of New Eng- 
land. 

Mr. Price is held in very high esteem by his fellow 
jobbers and is looked up to as one who advocates and up- 
holds the highest ideals of the business. Likewise, his 
judgment in regard to business problems is often sought, 
for, as one prominent jobber said of him: “He is one 
of the brainiest men in our business.” 

He has been chairman of the lamp committee of the 
Electrical Supply Jobbers Association from its inception 
and has done a great deal of constructive work for the 
association in that capacity. As chairman of a commit- 
tee, Mr. Price gets results. Committee work with him 
is a serious business. He lines up work and then sees 
that it is thoroughly done. Men who have been on com- 

mittees with him say, however, that his handling of the 


brief résumé of the history of 
the organization itself. 

The origin of this company goes back to 1886, when 
I’, E. Pettingell became associated with a Mr. Armstrong 
under the firm name of Pettingell & Armstrong. They 
acted at that time as manufacturers’ agents. Mr. Arm- 
strong remained less than a year, and in 1887 the name 
was changed to Pettingell & Co. In 1890, Charles B. 
Price, brother of Frank S. Price, was admitted as a mem- 
ber of the firm which was thereupon called Pettingell, 
Andrews & Price. Later in the same year the name 
was changed to the Pettingell-Andrews Co. 

It was not until 1894 that Frank S. Price entered the 
employ of the company, Mr. Pettingell in the meantime 
had severed his connection and Mr. Andrews had passed 
away. Three years later, in 1897, Charles B. Price was 
elected president and Frank S. Price secretary. In 1898 
the business had grown to such an extent that it was 
necessary to seek new quarters, at 5 Winthrop street. In 
four years this place was outgrown and the company 
moved to its present location—Pearl street and Atlantic 
avenue, which, by the way, is exactly on the spot where 
the Boston Tea Party was held. A tablet has been placed 
by the Sons of the Revolution near the main entrance of 
the building of the Pettingell-Andrews Co., to commem- 
orate the Boston Tea Party, and to mark the spot (then 

“Griffin’s Wharf,” but long since (Turn to Page 90) 















various offices in the organiza-- 
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Adventures of Hard Luck Sam 


Our Hero Successfully Defends His Title 


of your candidate for my title of Champion 

Hoodoo, and I could of had a good laugh, except 
for the sad thought of your wasted time, etc. You just 
tell this here “Thirteen” Abe Martin to go get a repu- 
tation; then listen while I squash you with the tale of 
one day’s disasters, get that—one day. 

After His Nibs got back I made a special trip and 
ended up at Oklahoma City. First thing after I got off 
the train in the morning, I missed my wallet, only twelve 
dollars in it, but that was just eleven more than I had 
left in my pocket. However, I had checks waiting for 
me at the Huckins, so I stopped in the station for break- 
fast. 

I hardly sat down before a club-footed bus-boy slipped 
and dumped a whole tray of dishes square in my face. 
I coughed up a lungful of teeth and broken china, and 
{ would of crowned that bird, only I couldn’t see him 
for the oatmeal in my eyes. I scraped myself off, and 
started for the hotel, when, Rip! out came the handle off 
my suitcase! Still I kept quiet, though boiling, but you 
could of bought me for a dime when I walked through 
the lobby with that busted grip under my arm, looking 
like a hangover carrying what he couldn’t drink up. What 
with staggering from shock and that food drying on my 
chest, you know what everyone thought. 

Walking up to the desk, I got three jolts that put me 
on the ropes. No room till afternoon, no mail at all, 
and looking up at the calendar I seen it was Friday the 
Thirteenth. The boy who checked my grip led me to a 
sample room where I could hide till he had my clothes 
cleaned. He left me on a couch in my track-suit. Ha! 
Ha! I knew it was too good to be true. The boy was 
hardly gone when a big blonde doll busted in and started 
using the phone. She didn’t see me because I rolled be- 
hind the couch when the door opened, landing on a cigar- 
box some yap had thrown there. 

There I laid, more dead than alive, with that box dug 
into my spine, while Sweet Mamma dated up some bird 
over at the Athletic Club. And longwinded! She made 
him swear by Duke’s Mixture and all the gods of Rome 
that he wouldn’t stand her up, and me hoping she’d get 
through before my blood ran out from under the couch. 
No doubt he was a regular fellow, and she was a real 
sweet child, but all I could think of was the good old 
days when you could shoot people from cannons or burn 
‘em alive. 

Finally she left, and the boy brought my clothes, then 
I remembered what I was there for. His Nibs was intro- 
ducing our new vacumm cleaner in the southwest and had 
shipped a sample to Hanley Electric Co., so I called 
him up to find out when I could go over and demonstrate 
it. He was just starting on cleaners, and couldn’t make 
up his mind what to buy. He says to come over in about 
an hour, and of course I was on the job, but found him 
in an awful humor over his frau putting silk curtains in 
his coupe.’ I didn’t let that stop me, but hooked up our 


D ELAR PHIL: I received your challenge on behalf 





sample and started on him heavy, aiming to land the old 
K. O. before he had time to get set. 

Well, I run up and down the rug quite a while before 
I got wise that somewhat had went sour with the vac. 
She wasn’t getting it all, and by George! Hanley quit 
me cold. Said he wanted cleaners quick, but not that 
one, he was off of it right. I looked her over while 
we argued, and blast me eyes, she had no belt! Phil, I 
could of seen smallpox break out in our stock room then 
and neve shed a tear! The only one of our cleaners in 
town, «ad no way to run the motor-driven brush. 

Hanley says flat he wouldn’t buy cleaners from a firm 
who would send out a demonstrator without a belt, and I 
just left the sample and walked out. I kept on going 
too, on and on, » ad mad, till I was way off across 
town on a high viaduct, looking down at the nice cool 
cobblestones below. All of a sudden a Ford stops and 
the driver greets me. It happens to be a fly-by-night 
peddler I knew, name of Noonan. “What’s wrong, 
jinks ” he asks. ‘What are you selling now?” I comes 
back, real cautious. “Radio,” he says, “Nothing but.” 
“Well, long as your no competitor,” I says, “I'll tell 
you,’ and I did. He looks sympathetic, mumbles a 
few words and pulls away. Good riddance. 

An hour later I started back downtown, and about 
half-way I stopped like I was shot in front of a cottage 
where the lady was using a cleaner. Oh, boy! I rushed 
in and sure enough, it was one of ours, a present from 
her cousin in St. Louis. You know I am some talker 
when I’m desperate, and in twenty minutes I had that 
lady and her cleaner in a taxi headed for Hanley’s. I 


could see myself pulling his order out of the fire, and I 


tried to think of some ten-dollar present for the lady. 
So we breezed into the place bold as brass, but when 
Hanley seen me he threw up his hands. 


“Too late—too late, Mister!’ he says, ‘““Darned if a 
fellow didn’t just drop in from the sky a while ago, 
and believe me, he’s got some cleaner! I bought twenty- 
five after a few minutes demonstrating. See, I’m not 
stalling you, here’s a copy of the order.” He held it out 
te me, and what do you think I saw on it. “Salesman: 
NOONAN!!! Radio! The dirty, lying crook! He left 
me to jump off that bridge, rushed back to Hanley’s 
place, and sold him his own cleaners! 


No sale, no mail, no checks, no jack to eat with, no 
present for the lady, and a roughneck taxi driver out- 
side waiting for his money! Now, read this to your 
White Hope, and if he didn’t die of shame, I’ll will him 
the Championship, ’cause I’m going to be paging Conan 
Doyle from the other side soon as I wind up my affairs. 

Regards, 
SAM. 

Post Script: Say, Phil, if I get mixed up writing my 
last words to Alice, tell her I want the Legion to bury 
me, will you? 
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How the Jobber Fits in the New 
Era of Fixture Selling 


Skip-Stop Method of Working With Salesmen and me 
Interesting Sales Pointers oe 


Within the past two years the electrical supply jobber 
for the first time has been able to sell lighting fixtures in 
a large way and on a basis of profit to himself and his 
trade. The reason for this is because a plan of mer- 
chandising has been developed which is radically different 
from the old-time methods 
which had made the merchan- 
dising of fixtures little short of 
chaos. The working plan of 
R. Williamson & Co., as map- 
ped out and carried through by 
their manager, S. T. Beatie is 
typical of this new order of 
things. The plan deals with 
fundamentals. Through it a 
revolution is being brought 
about in the fixture industry. 

Much has been published 
in Tue Jopper’s SALESMAN re- 
lating to this and similar plans. 
But an article will appear in 
the May issue of Sales Man- 
agement which so admirably 
sums up the situation as to the 
various factors in the plan that 
permission has been secured to 
give excerpts from the article 
here. 

“Under their old plan of 
selling lighting fixtures, R. 
Williamson & Co. had a certain 
fixture that sold to the retailer 
for $12 and cost the consumer $20. ‘Today that fixture 
costs the consumer $12 and the manufacturer, 
and retailer all make a better profit than when the con- 
sumer paid $20 for the same article. The old method 
wasted $8. 

“Figuring the first 18 months prior to the new plan 
versus the 18 months following the new plan. In the 18 
months following, the number of items in the entire line 
was reduced to one per cent of what it had been in the 
first 18 months, which increased the of each item 
50,000 per cent, or five hundred-fold, also showing an 
increase of the total quantity of items produced of 300 
per cent.” 

While operating today strictly through jobber chan- 
nels of distribution, it is ascertained that the Williamson 
company can accommodate no more jobbers, except in 
possibly one eastern territory. This is mentioned because 
it adds significance to a very important phase of the 
manufacturing as well as the distribution plan. 

“The factory and the selling effort must dovetail,” 
says Mr. Beatie, “we cannot strain one or the other with- 


jobber 


sale 





S. T. Beatie, Manager, 


R. Williamson & Co., 


out suffering later. For that reason we cannot add more 
selling outlets and thus strain the factory. 

“The Williamson business volume is determined a year 
in advance. Quotas are set by the month, so that there 
will be no necessity of making up in July the losses of 
March or April. Each month 
stands alone. Every jobber 
has a quota, so that the com- 
pany knows just where their 
15 salesmen are needed. If one 
jobber is running ahead of his 
quota he has no need for the 
help of the factory salesmen. 
Those salesmen are diverted to 
help the jobber who is having 
trouble in making his quota. In 
1922 the actual shipments were 
just $172 out of line with the 
quota which was determined 
one year in advance. The ex- 
perience of the Williamson 
company seems to indicate that 
jobbers are anxious and will- 
ing to do their share in mer- 
chandising a line if they are 
given something to do, and told 
how to do it.” 

In regards to methods of in- 
struction for jobbers and their 
salesmen, Mr. Beatie makes ex- 
planation as follows: 

“Our first plan is to hold a 
meeting of the salesmen and show them our line. In show- 
ing our line we try to go a little further than the average 
concern. We refuse to show unlighted samples of our fix- 
We have designed and patented a portable equip- 
ment so that every fixture can be lighted independently 
of the others. In our demonstrations the salesmen for 
the jobbers have an opportunity to see just how the fix- 
tures look when lighted. More than that,.we try to show 
them just how to teach the dealer how to sell lighting 
fixtures that are best suited to the individual home. Our 
plan is to sell a uniform lighting job for the entire home, 
so that the fixture in each room will harmonize with the 
other furniture and the general color scheme of the home. 

“In the past too much attention has been paid to the 
lighting fixtures for new homes. While it is ‘true that 
this is a big field in itself, we know that if not another 
new house were built for the next 10 years that we would 
not worrvy—our plant would be running to full capacity 
making fixtures for old buildings.” 

“Don’t get the impression we are overlooking any new 
construction business—quite the (Turn to Page 84) 
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Westinghouse-Cutter Park View 
Post with Octagonal Reflecto- 
Lux Top installed on the beau- 
tiful grounds along North Shore 
Drive, Chicago, Ill. 











Unobtrusive beauty is one of the features which 
made this Westinghouse-Cutter Ornamental Post 
the choice of the City of Chicago. 


Today, Westinghouse-Cutter Lighting Equipment, 
with Westinghouse Mazda Lamps, is the pride of 


many cities and towns. 









Wherever street, park or boulevard lighting is used 
—there is a fertile field for Westinghouse Equip- 
ment. To dealers, Westinghouse will lend prac- 
tically unlimited assistance. 







Westinghouse Electric & Manufacturing Co. 
George Cutter Works, South Bend, Indiana 






Westinghouse 
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It is 
Easy to 


Demonstrate 


to your customers the six reasons why the Westinghouse 3-19B Full Automatic is a practical electric range. 


1. Because it cooks uniformly and prede- 
termined results can always be duplicated. 

2. Because it gives abundant leisure. Su- 
pervision of the cooking is not necessary. 

3. Because it is economical. The juices 
are retained and there is very little shrinkage 
of the foods. 


4. Because it is clean. There is no 


smoke, soot nor fumes and the enameled sur- 
face is easy to keep clean. 

5. Because it keeps the kitchen cool. The 
heat goes into the food and not into the 
kitchen. 

6. Because it makes the food more appe- 
tizing and palatable. Diffusion of the heat 
results in uniform browning. 


This attractive—easy-to-install—easy-to-operate—full automatic range is fully covered by the Westing- 


house guarantee. 


Write our nearest agent-jobber for literature and get a full knowledge of our complete line of electric ranges. 


Westinghouse Electric and Manufacturing Company 


Mansfield Works 


Westinghouse 


Mansfield, Ohio 
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OW I LANDED 











told by 


“All’s Well That Ends Well’ 


Pete was having lots of trouble with 
lamps. Pete was the city electrician 
of a town I was making with a popu- 
lation of about 4,000. 

In analyzing his troubles, I found he 
was buying his lamps from local stores 
in the city, who carried numerous 
brands of lamps. I explained to him 
that the best means of escaping his 
trouble was to sign a contract for a 
standard lamp. 

He said he would much rather buy 
them from a local dealer if I would 
get some one to stock them. 

“Well, whom would you suggest?” 


I asked. 


He thought maybe the Hardware 
and Furniture Company store would 
be our best bet, inasmuch as there was 
no electric dealer in the town. “Would 
you care to go over to the manager's 
office and meet him?” he asked. 

“Sure,” I said. This suggestion was 
of great help to me as I was in new 
territory. “I may be able to sell him 
some washing machines.” I added. 
So away we went to Mr. Hardware 
Dealer. 


As we entered, a clerk came for- 
ward but we told him that we were 
looking for the boss. We followed 
directions to the rear of the store, 
where we found Mr. Dealer. This lit- 
tle old man was sitting at his desk, 
working over a small piece of crock- 
ery, and looked to me like Santa Claus 
himself. My friend introduced me to 
him with the remark that I would like 
to sell him some lamps and washing 
machines. 

“Vell,” said he, ‘““Vot kind of vash- 
ing machines have you got?” 

“One of the best in the world,” I 
said. Now the return bombardment 
that brother gave me took me down 
the line for a goal. 

“De best in de vorld, huh. 
you know vot I tink you are?” 

“No,” I replied with some amuse- 
ment. 

“Vell, you are a big vind bag; a big 


Say do 


Little stories of 
unusual sales ~as 





salesmen. 


blow hard besides a lots of otter kinds 
of tings vot I know.” 

“IT think maybe after you give 
me an opportunity to show you this 
washer I can prove to you what I 
said.” 

I opened my photo manual and took 
him over the construction, showing him 
how well each part was made, how 
each gear was machined to fit perfect- 
ly with the one engaged by it, the 
treatment of the wood, the motor that 
operated it and the years of test it 
had had, being the first machine made 
to run by power. 

After making the sales talk of my 
life for nearly an hour this Rip Van 
Winkle woke up and said, “‘Vot did 
you say?” 

“IT say, what do you think of this 
machine?” 

“T don’t tink I vant any. But vot 
kind of lamps do you sell?” 








I mentioned a well-known brand of 
lamps. 

“Vell I don’t vant any of dem. I 
vant a Mazda Lamp.” 

“My lamps are Mazdas,” I said. 

“Are dey like these?” bringing one 
out. 

“No, Sir, but our mutual friend, 
Pete here, knows my lamps and will 
vouch for their quality; not only that 
but he has promised to buy all his 
lamps for the streets, City Hall, and 
other public buildings from you, 
if you will sign a contract and put 
them in stock.” 

“Vell, if dey are not like dis von, I 
don’t tink dey are any good and I 
don’t tink I vill buy any.” 














This was my cue to register anger. 
I just plainly told that brother I 
knew before he said so that he wasn’t 
(going to buy any. I said, “You 
might know more about the hardware 
and furniture business than I do, but 
you don’t know anything about the 


electric business. I wouldn’t sell you 
any of my goods, because I wouldn’t 
trust so fine a piece of machinery in 
the hands of a man of your style. You 
were right when you said you didn’t 
want any, because you're not going to 
get any.” 

After telling him I was sorry he had 
taken so much of my time and that I 
was sure I could find a merchant who 
would appreciate, and had _ sight 
enough to recognize a piece of good 
business when he saw it, I said goodby 
and left. 

As I went out I noticed a look of 
disgust on the face of his clerk who 
had stood by and listened to all that 
had been said. My friend Pete of- 
fered all kinds of apologies for taking 
me into that hardware store. 

“That’s all right,” I said, “I'll just 
show that bird where the business is 
going, before I get through.” 

About a week later my sales man- 
ager called me into his office and said, 
“Next time you are in City I 
want you to call on the Hardware and 
Furniture Company.” 

“Not me. I’ve wasted all the time 
on that guy I can.” 

“Why ?” he asked. 

“Because he’s dead, but he won't 
lay down.” 

“But here’s a letter from them ask- 
ing that you call on your next visit to 
their city.” However, I noticed that 
it was not signed by our friend. 

On my next trip I called to see Mr. 
Dealer. As I entered, the same young 
man met me, extended his hand and 
said ‘I want to apologize for the way 
our former manager treated you, when 
you were here last. The directors 
heard of it and similar other things 
which he has done, and asked him to 
resign. I have been placed in charge 
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Will You Depend on the Moon? 


eo if you see the possibilities of selling X-Ray 
Projectors for floodlighting buildings, monuments, 
beaches, or amusement parks. You have many applica- 


tions of X-Ray Floodlighting right around you! 


Everyone likes to go where the light is bright; even young 
couples. But, they can’t depend on the moon! Start NOW 


to sell more 


X Ray Reflectors 


for Floodlighting 


Beaches—Floodlighting insures safety to bathers and makes 
night bathing a real pleasure. 


cAmusement Parks—A feature of many popular amusement parks 
is the Floodlighting in either white or colored light with X-Ray 
Projectors. Just the thing for spectacular effects! 


Buildings and Monuments—Floodlighting is a dignified and com- 
pelling way of advertising. Architectural beauties are emphasized. 
Buildings and monuments stand out clearly against the night! 


Sports—There are many ways to use Floodlighting — 
Trap Shooting, Golf, Tennis and other sports. 
This shows a bank of X-Ray 


Projectors used to light the 
Wrigley Building. 


Monuments, Fountains, etc., are spectacular at night with X-Ray Floodlighting. 


Let us help you with your floodlighting jobs. 


National XRay Reflector Co. 


New York CHICAGO 
31 W. 46th Street 235 W. Jackson Blvd. 























Engineers in all Principal Cities 
































The Wrigley Building (at night) can 
be seen for a distance of eighteen 
miles. It is loodlighted with pow- 
erful X-Ray Projectors. 


Use 

No. 51 X-Ray Floodlighting 
Projector with 250 Watt Lamp. 
No. 60 X-Ray Floodlighting 
Projector with 500 Watt Lamp. 
No. 91 X-Ray Floodlighting 


Projector with 300-1000 Watt 
Standard Mogul Base Lamp. 


Every X-Ray Projector ts 
equipped with a powerful 
Silver Mirrored X-Ray 
Reflector! 


Los Angeles 
Pacific Finance Bldg. 
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so I sent for you because you sold me 
on the merits of your goods. I wish 
to place with you an order for three 
washing machines, and I also wish to 
to sign your lamp contract. I would 
be pleased to look at your other elec- 
_ trical appliances.” 

The result was that when I left I 
had sold him in addition, one electric 
range, three vacuum cleaners, grills, 
toasters, and a nice stock of house wir- 
ing materials. 

So Pete’s trouble was ended by 
getting the standard brand of lamps 
and I felt repaid for the time I had 
lost with the former manager of the 
hardware store. 

R. S. SrepHeNns 
* * * 


When the Cat’s Away 


It came to my ears that a manager 
whom I had struggled hard to sell, 
had sailed to Europe for a month’s 








vacation, so I immediately wrote the 
following letter to his home office: 


“Dear Mr. ———— 

“I shall call on the 9th inst., as per 
suggestion, regarding trial of our elec- 
tric sweepers and trust conditions 
may successful considera- 
tion. 


warrant 


“Very truly, 
“é ” 


peared, sending in a card to the 
manager on the high seas. His as- 


sistant received me graciously, listen- 


ing to my heart-rending disappoint- 
ment. at the manager’s absence and 
fell for ordering six sweepers. 

On three visits to the town I put 
in a couple of hours on the floor, and, 
before the European traveller re- 
turned, had unloaded the half dozen 
and placed as many more in stock. 

Upon his return the joke was un- 
furled, and from that time on I got 
a fifty-fifty shake with the rest of the 
sweeper salesmen. 

S. S. ReyNoxps 


* * * 


When Opportunity Knocked 


A few days ago I called on one of 
my dealer customers, and it so hap- 
pened that while we were talking 
about the enforcement of the Vol- 
stead act, income tax reports, and in- 
cidentally about appliances, two 
ladies walked into the store and 
asked to see an electric curling iron. 

The dealer promptly proceeded to 
show them a curling iron, telling of 
its advantages, but what he had to 
offer did not seem to appeal to the 
lady who had made the inquiry. 

While listening to the conversa- 
tion, I was naturally under the im- 
pression that my dealer friend would, 
owing to my presence in the store, 
endeavor to sell the particular curl- 
ing iron which I handled, and which 
I freely admitted was the best on 
the market. However, he was well 
stocked on other makes of curling 
irons, and devoted his entire selling 
talk to them. 

Seizing the opportunity, I joined 
the group and participated in the 
conversation, having in the meantime 
taken my sample out, and showed it 
to the lady, calling particular atten- 
tion to the swivel contact. The lady 
knew what she wanted, but did not 
recall the name. However, she ex- 
plained, “The swivel contact is just 


what I wanted, but I did not know 
what to call it.” 

When I left the store I had taken 
an order from my dealer friend for 








a $ just what I've wanted r 


a two months’ supply of curling irons 
and other appliances. 


C. F. Scuerer. 


* * * 


Robinson Crusoe Understood 
Advertising 

The “P. S. E. Check Seal News 
Letter” says that one of the most 
persistent advertisers in the history 
of Success was Robinson Crusoe. He 
knew what he wanted—a ship—and 
he put up an ad for one. He flung a 
shirt on a pole, at the top of his 
island; that, in the language of the 
sea, was plain to every seafaring 
man, 

The circulation was small—there 
was no other medium—but Crusoe 
kept at it, despite the fact that he 
got no inquiries for a long time. He 
changed his copy—as one garment 
after another was frayed out—and 
in the end got what he wanted. 

Suppose Crusoe had taken down 
that signal after a time and declared 
“Advertising doesn’t pay.” Where 
would he and his story be now? Your 
dealers should put up their signal 
and keep it there. Crusoe advertised 
under very discouraging circum- 
stances. They have a sure thing; it 
is only necessary to have the pa- 
tience, persistence and pluck of Rob- 
Robinson Crusoe, and the good ship 
“Better Business” will come in. 





ver platter. 





Tell How You Landed a Tough One 


Surely, if you are a salesman, every order you’ve got wasn’t handed to you on a sil- 
It isn’t in the book; they don’t come that way. Probably you’ve had 
some hard ones that took a good deal of maneuvering before you could swing ’em into 
line and get the John Henry down. 


Might make pretty interesting reading to some fellow out in the “sticks” who is up 
against the same proposition, if you’d get out the old pen and write a letter about it for 
this department. An incident that may seem rather simple to you now may be just the 
thing to help some other fellow land a hard one. We pay $5.00 for every letter published. 
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Hang it like a picture It’s adjustable. Fits No interference with 
on the wall. any window sash. operation of window 












































HIS is the latest ILG development in a 

Portable Ventilating Fan. It can be installed in a 
jiffy. No screws or nails to drive — not a tool required to make 
the installation — it hangs like a picture on the wall — simply 
adjust two brackets and connect with any ordinary lamp socxet. 
and the job is done. 


Here’s a ready to use ventilating outfit, that’s 
really portable and mechanically efficient. Demonstra- 
tion can be made anywhere—in Mrs. Brown’s kitchen, the cor- 
ner drug store, the doctor’s office, the hotel — anyplace. There 
are no extras to buy—no service to be rendered, and it’s a ventila- 
tor that’s made, tested, sold and guaranteed as a complete unit. 


PORTABLE | TE AI]( panes 


Dealers who are staging window displays of 
the Portable Ilgair Panel, are making quick sales over 
the counter—right on the spot. The man on thestreet is buying it 
—the housewife is talking it and the public everywhere are taking 
notice, and we are intensifying this interest with a National adver- 
tising program and a liberal co-operative dealers sales policy. 


Ask us to send you a copy of ILG Tell Tales 
for 1923 —- it tells the whole story from the standpoint 
of the Jobbers Salesman, the Jobber,the Dealer and the Consumer. 


lig Electric Ventilating Co. 


2854 North Crawford Avenue, CHICAGO 
























FOR OFFICES-STORES- 
FACTORIES-RESTAURANTS- 
PUBLIC BUILDINGS-THEATRES.- 
HOUSES-FARM BARNS-ETC. 
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Better Homes Demonstrations 


A “Plan Book” for better homes in 
America has been issued under the di- 
rection of the Better Homes Advisory 
Council, 223 Spring street, New York 
City. It is prepared for the guidance 
of local conducting 
better homes demonstrations for dem- 


committees in 


onstration week, June 4-10, 1923. 
In any survey of social progress in 
the United States in 1922, that vear 
will stand out as marking among its 
foremost accomplishments the nation- 
wide Better Homes in America Cam- 
It was a concerted, intelli- 
gent, unselfish drive to awaken 
throughout the land a consciousness 
of the need of better living condi- 
tions; of the deep meaning and eco- 
nomic importance of better homes. 
Every community needs such a 
demonstration. A successful campaign 
can be conducted with comparatively 
little time, effort and money. ‘The 
chief essential is a desire to serve the 


paign. 


home community. 

Everyone in the electrical industry 
can help by cooperating with the 
local committee or by organizing a 
committee if one has not been formed. 
Better homes mean better citizenship. 

* * * 


When Figures Lie 

It is an old saying that figures do 
not lie, but they often come pretty 
close to it when one starts to figure 
thoughtlessly in percentage. 

A salesman for a wiring device man- 
ufacturer made the statement that he 
didn’t think luminous switches could 
be sold because they added 70 per 
cent to the cost. 

He based this statement on the 
fact that when it comes to the 35 per 
cent list switch the 25 cents extra for 
a luminous tips amounts to 70 per 
cent. 

However, from the consumer’s 
standpoint the cost of a switch is not 
the cost of a switch mechanism, but 
is the cost of a junction box, the 
necessary couplings and bushings, the 
BX or pipe, the switch box, couplings 
and bushings, the switch mechanism, 





ertinent Sales Facts and 


Figures 








the plate, and labor and overhead. 
Taking a general average, the cost of 
the switch is probably $4 or $5, and 
sometimes more. The extra cost of a 
luminous switch then is 5 per cent and 
not 70 per cent. 

But, on the other hand, the extra 
business this man might have been 
doing if he hadn’t scared himself to 
death was 70 per cent and the same 
is true for the jobber’s salesmen sell- 
ing these same items. 

If each man selling switches can 
increase his business 70 per cent and 
at the same time only increase the 
consumers’ cost 5 per cent or if you 
figure the extra cost of adding lumin- 
ous devices to the whole wiring job 
only about 1 per cent, it can readily 
be understood that this is a transac- 
tion profitable to both parties con- 
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How would you like to drop into the 
movie studios in Hollywood occasionally 
and see the stars at work? That’s what 
W.C. Morrell, the chap in the center, does. 
To our left is L. M. Oakford. “Oak” can 
tell a few things about the stars and shin- 
ing lights, too. “Oak” is a lamp salesman 
and he sure can “lamp” an order from a 
long way off. At the right is S. W. Ben- 
jamin. “S. W. B.” brings in the orders 
from the country around Los Angeles. 
Three go-getters of the Graham-Reynolds 
Electric Co., of Los Angeles. 
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cerned and is a splendid illustration 
of the fallacy of turning oneself 
down. It is always a good idea to 
either go out and see what the other 
man has to say about it or to analyze 
it in the beginning from the other 


man’s viewpoint instead of your own. 
* * * 


All Reduces to a Question of 
Outlets 

“From Billions to a Convenience 
Outlet” is the title of a talk given by 
A. K. Baylor, chairman of the wiring 
department of the Joint Committee 
for Business Development. This was 
at the recent Oklahoma City conven- 
tion of the Southwestern Geographic 
Division of the National Electric 
Light Association and before gather- 
ings of electrical men in the South. 

Mr. Baylor touched on the vast- 
ness of the electrical industry’s cap- 
italization of $13,100,000,000, and 
said that it is predicted that within 
a period of 10 years the electrical 
industry, to meet present and pros- 
pective demands, will call for addi- 
tional capital equal to the present 
investment, an average of over $1,- 
000,000,000 per year. He predicted 
that with the present tendency to make 
greater use of light and electrical 
appliances the average domestic rev- 
enue within the next five years should 
be increased by at least $10 and that 
the increase in the number of new 
homes wired each year should exceed 
700,000, the figures for 1921. Such 
an increase over a five-year period, 
figuring $35 as the average revenue 
figure, would yield a total increase in 
annual gross revenue from domestic 
load of approximately $200,000,000. 

But back of all this development 
of the domestic load, he stated, is 
wiring, better and more adequate 
wiring, the physical contact between 
the central station and the customer, 
the channel without which the prod- 
uct of the central station cannot be 
marketed. Furthermore, the capacity 
of these channels is limited by their 
terminal facilities, and in the home 
this means the convenience outlet. 
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---it stands, hangs, clamps---anywhere in any position. 


The Moon Adjustable Lite is the new, improved and perfected lamp of convenience. Its handsome appear- 
ance wins immediate attention. Its clever mechanical features, perfect in every detail, clinch the sales. The price 
is attractive to purchasers and gives the dealer a good profit. We offer this Lamp to the Electrical Trade exclusively. 














Note These Features — Dealers, Attention! 

The Moon Adjustable Lite has jointed ee The customer who wants the most con- 
stem and can be slanted to any degree. $ venient lamp and considers utility only, will 
It has an angled spring arm in the base. 5 choose the MOON for its mechanical 
You can instantly clamp it to anything merits and easy operation. Its handsome 
and release it just as quickly---the edge f.o. b. Dayton appearance makes a hit with those who 
of a desk, music rack, bed, wall hook, yt have an eye for beauty as well as utility. 
work bench, under an automobile---any- You won’t miss any sales when you have 


where. The shade turns in any direction, concentrating the MOON Adjustable Lite. Write us for a sample. 
light where wanted. Arrtistically designed and finished; _—Inspect it. Try it. See how it impresses people. Be 
an ornament for the richest home or office. one of the first to show this ingenious new lamp. 


Jobbers---This is for you | We are just starting the ball rolling to create a lot of interest in this new 


lamp. Your dealers will be eager to see it. Many will want at least a 
small supply of them right away. Order what you need for display and salesmen’s samples---NOW. Then 
more, as you feel demand. Be one of the alert introducers---for prestige and profit---W RITE TODAY. 


WILSON UTENSIL CO., Dayton, Gere. Loud en gr elt ep Seine Combination 
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PERTINENT SALES FACTS AND FIGURES 








The information given on this 
age relates to no single manu- 
aeeers products, 


no pref- 
| erence is intended, the 


purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





For what electrical devices has 
the word cutout been used ? 

In early electrical days the word 
cutout was used to refer to any de- 
vice for cutting out an entire circuit 
or a portion of a circuit, such as an 
arc lamp or group of arcs. The first 
lighting circuits were series circuits 
which had to be maintained if an arc 
lamp burned out or was to be cut out 
of the circuit. This was done by an 
automatic or by a manual or semi- 
automatic short-circuiting device; in 
either case it was known as a cutout. 
When incandescent lamps were intro- 
duced on series lighting circuits film 
cutouts used to short-circuit 
burned-out lamps. 

Upon the development of multiple 
or constant-potential circuits it was 
necessary to protect the circuits 
against excess current due to short- 
circuits, grounds or other serious 
trouble on any branch circuit or in 
the main circuit. This was done by 
automatic circuit-opening devices, 
either fusing or switching types; al- 
though these types are now generally 
known as fuses and circuit breakers, 
they were for a long time known as 
cutouts and are still so designated for 
certain purposes. 


were 


For what classes of devices is it 
now applied ? 

On series incandescent street-light- 
ing circuits puncturable film cutouts 
are commonly placed across the ter- 
minals of the lamp and thus short- 
circuit the lamp when its filament 
burns out or is otherwise broken. The 
line circuit is thus kept continuous 
and the damaged lamp in effect cut 
out of circuit, although it is not en- 
tirely disconnected. 

On both are and incandescent light- 
ing circuits employing large lamps 
hung high, it is good practice to use a 
special hanger with pulley and auto- 
matic disconnecting cutout. When the 
lamp is to be lowered for trimming, 
cleaning or renewal, the supporting 
rope is given a short pull which dis- 
engages the hanger and allows the 
lamp to be lowered. 

A special form of cutout is used 
on automobiles provided with electric 
starting equipment. In the circuit of 





Data Sheet on 


Cutouts and Cutout Bases | == 


the generator driven by the engine is 
a differential circuit breaker which 
connects the generator to the storage 
battery when its voltage exceeds that 
of the battery and disconnects it again 
(or cuts out) when its voltage falls 


‘below that of the battery. 


The term cutout as applied to 
fusible protective devices is now used 
in certain parts of the country in re- 
ferring to any such complete device 
including the base, support or mount- 
ing of the device and the fuse device 
itself; this is further explained below. 
In practically all parts of the country 
this meaning is applied especially to 
transformer protective devices. 


What is a primary fusible cut- 
out? 

A device for protecting the primary 
circuit of a transformer against ex- 
cess current by means of an alloy 
link suitably enclosed and designed to 
fuse when its temperature reaches the 
melting point through heating by the 
current. For «standard, small or 
moderate size distribution trans- 
formers for 2300 volts, the fuse link 
is carried on a removable plug which 
is inserted in a porcelain base mounted 
near the transformer. For large and 
for high-voltage transformers the fuse 
link is longer and better protected. 


Is there a clear distinction be- 
tween cutout, cutout base and 
fuse? 

Yes. In all standard fusible type 
protective devices the cutout is the 
entire device including all essential 
parts. These parts consist of the 
actual fuse link with its usual en- 
closure, which together are commonly 
spoken of as the fuse, and the base, 
mounting support or receptacle with 
its insulating base or bottom block, 
the terminals and holder for the fuse. 
and the terminals for the circuit 
wires, all of which are commonly re- 
ferred to as the cutout base. 


How are cutout bases classified 
and built? 

There are three main classes, known 
as the cartridge, plug and open link 
types, corresponding to these three 
classes of fuses. The open link type 


In this 


5 
fa 
§ 


department 


is made to give to } geod = 
men a summary general 
formation about different staple 
lines of electrical material. Tear | 
save it. | 





is the oldest but now least used type 
because the fuse link is not protected. 
The plug type was the next developed 
and is very widely used for ordinary 
standard 110-volt lighting circuits of 
30 amperes or below. The cartridge 
type is used to some extent for light- 
ing circuits of 30 amperes or less, 
but is practically the only type used 
for motor, lighting or other circuits 
of over 30 amperes. 


Cutout bases for open link fuses are 
made to a limited extent with slate 
or marble base blocks carrying brass, 
bronze or copper solid terminal blocks 
with wire-binding screws or lug-bind- 
ing screws to secure the circuit wire 
or cable terminals and the terminals 
of the fuse. 


For plug fuses the cutout bases are 
usually made of porcelain or molded 
composition and there is either molded 
into the base or secured to it a re- 
ceptacle for each plug fuse the base is 
designed to carry. This fuse re- 
ceptacle is of Edison screw-type like 
a lamp receptacle for 125-volt cir- 
cuits; for 250-volt circuits the fuse 
receptacles are larger and have a 
coarser screw thread to prevent the 
interchange of the 125 and 250-volt 
fuses. 

Cartridge type cutout bases are 
made with porcelain, slate, marble or 
composition base blocks upon which 
are mounted either spring-clip or 
knife-blade terminals, the former to 
fit ferrule type cartridge fuses and the 
latter the knife-blade type. These 
terminals must be of good conducting 
metal and of ample size and close fit 
to prevent marked heating; they are 
well: secured to the base to prevent 
turning. 


To what extent are cutout bases 
standardized ? 


The three classes of cutout bases 
described are strictly standardized as 
to classification of rating and dimen- 
sions according to the National Elec- 
trical Code. This standardization 
permits interchangeable use of all 
standard makes of fuses and bases 
of definite voltage and rating classes. 
This will be explained further in the 
next sales data sheet on “fuses.” 
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Ask For The Flexible Cord 
In The Orange Colored Box 


Then you may be sure of getting DURAWIRE, a clean, 
dependable, durable cord. 


DURAWIRE in types C, PS, PO and PD is put up with 
a 250 ft. coil to a box and four boxes to a carton. It is, 
therefore, easy to handle, ideal to stock and ship, and is kept 
free from dirt and grime. 


In addition, DURAWIRE Flexible Cord is a quality prod- 
uct, fully in keeping with the other well known members of 
the DURABILT family. DURADUCT non-metallic 
conduit, DURACORD portable cord for heavy duty, and 
DURAFLEX armored conductor. 


DURAWIRE rubber covered wire, too, is as good as any 
and better than most. 


Tubular Woven Fabric Company 
PAWTUCKET, R. I. 
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general public. 








General 








The initials of a friend 


You will find these letters on many tools by which 
electricity works. They are on great generators 
used by electric light and power companies; and 
on lamps that light millions of homes. 


They are on big motors that pull railway trains; 
and on tiny motors that make hard housework 
easy. 


By such tools electricity dispels the dark and lifts 
heavy burdens from human shoulders. Hence the 
letters G-E are more than a trademark. They are 
an emblem of service—the initials of a friend. 


GENERAL ELECTRIC 








This advertisement, appearing in a score of widely circulated publications, is one 
of a series that is helping to build prestige for General Electric products and, 
therefore, for all who offer these products for sale either to the trade or to the 


@Electric 


General Office C Sales Offices in 
Schenectady, NY. O IM Pp a n y all large cities 
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G-E Flexible Varnished Tubing 
Used in the Better Radio Sets 


The flexible varnished tubing (or “spaghetti’’) used as insulation 
in the better grade of professionally built radio receiving sets 
is now available for the use of those who are building their own 
sets or are engaged in any electrical experimentation or work 
requiring insulation of this character. Dealers can now handle 
a high grade tubing at a popular price. 


G-E flexible varnished tubing is of high mechanical and 
dielectric strength and is so flexible that it will not crack on 
the shortest turns and, furthermore, retains this flexibility 
indefinitely. This is an important feature to dealers as they 
can carry adequate stocks without fear of deterioration. 


The General Electric Company offers for the use of electrical 
manufacturers, repair shops and the general public the same 
high quality insulating materials that are used in the manu- 
facture of its own electrical apparatus of every kind. 


Ask any G-E Distributor for further information 







































Specifications of G-E 
Flexible Varnished 


Tubing 
Covers 

Inside B & S Gauge 
Diameter (Bare) Wire 
1/32” #40 to 21 incl. 
1/16” 20 to 15 incl. 
3 /32” 14 to 11 incl. 
1/8” 10 and 9 
5 /32” 8 and 7 
3/16” 6 and 5 
7 /32” 4 
1/4” 3 


Furnished in 2-ft.lengths 
4 Colors: Red, Green, 
Black, Yellow. Remains 
soft and flexible indefi- 
nitely. 








General Electric Company 
Merchandise Dept., Bridgeport, Conn. 


=. 
Use them when you build-demand them for repairs 
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SPRAGUE WIRING 
t MATERIALS 


Hot Galvanized cour 


Black Enameled 2a. 


Merean'cu ARE “rave 
CLEAN CUT AND TRUE 














Double Strip 
Single Strip 


“BX Twin Conductors 
‘BX’ Single Strip 
“BX” Three Wire 


i 


Everything for the complete wiring system 
(SPRAGUE ELECTRIC WORKGe») 


‘ Of General Electric Company 


bv 


t7 Was Se NewYork PIONEERS OF THE INDUSTRY in Princtpct Cleves 
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Southern Jobbers Enjoying 
Good Business 


In a recent report from one of the 
field representatives of THe JoBsBEr’s 
SaLEsMAN who is making a trip 
through the southern states he writes: 
“T have just finished calling on the 
jobbers in Virginia, North Carolina 
and South Carolina and I find that 
the jobbers in this territory are be- 
ginning to enjoy an era of prosperity. 
Cotton and tobacco prices are firm, 
and cotton recently hit the high mark 
of 36 cents. The southern farmer is 
spending money far more freely than 
in the past, owing to the fact that he 
has secured a good price for his cot- 
ton and tobacco. 

“The south is showing of 
great activity in more ways than one. 
The southern farmer who has de- 
pended on cotton, alone, for his in- 
come has been hard hit by the boll 
weevil in the last year and is going 
in for a more diversified scheme of 
farming. As G. T. Marchmont, man- 
ager of the Western Electric Co. at 
Richmond, Va., aptly said: ‘The boll 
weevil, while it has ruined the cotton 
crop for many a farmer, has been 


signs 


a blessing in disguise in as much as it 
has awakened him to the fact that 
he must not depend entirely on his 
cotton crop for his income. Here in 
Virginia the farmer is beginning to 
realize this and is going in for diver- 
sified farming and dairying. He 
beginning to plant wheat, corn, oats, 
ete., and in this way, should his cot- 
ton crop be a failure, he will have 
other crops to help offset the loss.’ 
“Another big development is the 
fact that the cotton spinning mills 
are moving down from the New Eng- 
land states. Several already 
moved or have made arrangements to 
One of the 


is 


have 


move in the near future. 


biggest mills in the East recently 
made all arrangements to move South 
from up near Providence, R. I. The 
reason for this is two-fold; first to be 
nearer the source of supply, second, 
and the main reason, to get cheaper, 
American labor. 


Aol: 


= 

















“All the jobbers I have talked to 
are very optimistic and I believe that 
the South is starting to enjoy a wave 
of real prosperity. Following are a 
few comments: 

“W. M. Perry of the Perry-Mann 
Electric Co., Columbia, S. C., said: 
‘We are enjoying a dandy business 
which keeps improving from month 
to month. Ours was the best January 
business we have had in years. And 
what is more, we are not only selling 
but are making a profit on what we 
sell.’ 

“William T. Farr, president of the 
Piedmont Electric Co., Asheville, N. 
C.: “Business has come back with a 
bang and we certainly are kept busy 
night and day.’ 

“M. L. Mann, president of the 
Mann Electric Supply Co., Columbia, 
S. C.: ‘As you know, South Carolina 
has always been considered the poor- 
est state in the Union but she sure is 
fast losing that title. A great many 
of the small towns are waking up and 
building boom is on and a great many 
of the towns are putting in up-to-date 
street lighting equipment, etc.’ ” 





Southern New England Ac- 
quires Hessel Co. 

The Southern New England Elec- 
tric Co., Inc., has acquired, through 
purchase, the assets and good will of 
the James T’. Hessel Co., New Haven, 
Conn. The business will be continued, 
19 
Prout street, until such time as a mod- 
ern warehouse can be built 
equipped. ‘The entire personnel of 
the Hessel company will be retained, 
the business being conducted under the 
name Southern New England Electric 
Co., New Haven Branch, with James 
T. Hessel as vice president and gen 
eral sales manager. This announce- 
ment is made by Joseph R. Spurr, 
president. 


however, at the same location, 


and 


* 7 * 


Goodliff Now Vice-President of 
Parr Electric 

At a recent meeting of the Parr 

Electric Co., 77 Warren street, New 

York, N. Y., John D. Goodliff was 

Mr. Goodliff, 


for some time past, has been sales 


elected vice-president. 


manager. 














S 


The warehouse and shipping force of the Electric Supply Co., Memphis, Tenn. 


Left to right: J. E. Crenshaw, Jr.; C. 


H. Gunn; Jas. S. Brown, Jr.; William C. 


Landalina; William R. Holden; Frank W. Ward; M. Z. Thorbus, and Monroe Mitchell, 


a customer. 


This force deserves special mention. 


Led by M. Z. Thorbus, they are 


keeping their stock and giving service in a manner to astonish even an old-timer. 
Neatness, ease of handling and lack of disorder stand out especially. 
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San Francisco Jobbers 
Consolidate 


A consolidation of the two jobbing 
firms, Electric Railway & Manufac- 
turers’ Supply Co. and Fobes Supply 
Co., was effected as of May 1, 1923, 
under the firm name of Fobes Supply 
Co. 


and merchandise 


Joining together the personnel 
stocks of the 
houses will put them in a position to 


two 
render greater service. On the same 
date the company moved to a spacious 
new building at 260 Fifth street, San 
Francisco. This building was planned 
and laid out with every thought cen- 
tered on doing the job of wholesaling 
electrical goods most efficiently. 

The officials of the firm are: F.N. 
Averill, president; R. J. Holtermann, 
general manager; B. S. Manuel, sales 
manager; R. F. McDonald, assistant 


sales manager, and FE. J. Duggan, 
purchasing agent. 
* x * 
Williams Leaves Florida Elec- 
tric Supply 


M. O. Williams, who has been sec- 


retary and treasurer of the Florida. 


Electric Supply Co., Jacksonville, 
Fla., resigned April 1. R. M. Van 
Dyck has been appointed acting secre- 
R. M. Coleman, 


has 


tary and treasurer. 
formerly city 
transferred to country territory and 
will cover west Florida and southern 


salesman, been 


Georgia. 








— — = 


W. T. Bradley, left, and Frank T. Jason, 
right, inside salesmen for Pettingell- 
Andrews Co., Boston. This picture was 
taken almost on the exact spot where the 
“Boston Tea Party” was held. The site of 
the Pettingell-Andrews building was years 
ago the water front. 





Possibilities in Safety Switches 

Every jobber’s salesman has a par- 
ticular interest in some line or lines. 
With W. T. Bradley of the Pettingell- 
Andrews Co., Boston, it is safety 
switches. He is inside salesman, and 
over his desk passes perhaps two or 
three hundred thousand dollars worth 
of business each year. But he finds 
time to devote special thought and 
study to safety switch sales. 

With him a safety switch is a pack- 
age product—not a technical device. 
This idea he is constantly selling to 
his contractors. While on the road for 
his company he collected data from the 
local inspection departments in all the 
This gives him 
a valuable equipment to enable him to 


towns in his territory. 


sell the local contractor or industrial 
plant in any specific instance. 

He finds that the isolated plant elec- 
trician in particular is prone to order 
a knife switch with a box to fit, this 
largely because he follows along estab- 
lished lines and has never thought of 
the safety switch as a forward step. 

When orders of this kind come in, 
Bradley is quick to point out to the 
electrician the advantages that more 
than make up for the slight additional 
cost of the safety switch—the neat in- 
stallation the safety features of which 
the factory department will approve; 
the better appearance of his whole 
motor installation, for instance, which 
will cause his superior to compliment 
him on the job. 

In almost every case the electrician, 
who is usually anxious to keep up with 
the times, sees the point and turns to 
the modern idea. 

* * * 


Peerless Goes to Quarterly 
Catalog 
The Peerless Light Co., of Chi- 
cago, New York, St. Louis and San 
Francisco, has decided to issue a 
quarterly catalog. The first edition, 
out in April, consists of 64 pages, 
including wiring materials and sup- 
plies, fixture and portable parts, 
lighting fixtures, portable lamps, 
heating appliances and radio. 
* * * 


Davis Appliance Specialist for 
Western Electric 

F. B. Davis, formerly with the 
Westinghouse Electric & Mfg. Co., 
recently joined the sales department 
of the Western Electric Co., at At- 
lanta, Ga., and has been appointed 
appliance specialist. 














C. A. Pearl of the Pacific States Elec- 
tric Co, San Francisco, says he misses the 
foot rail of the old pre-Volstead days 
but he hasn’t gotten out of the habit of 
standing that way occasionally. When 
the photographer shot him, C. A. was reg- 
istering happiness—as they say in the 
movies. And who wouldn’t be happy if 
he were coming back to his office with a 
nice fat order in his pocket as C. A. was 
doing? You can’t see the order, but it is 
there. 





Ratio of Fixtures to Total Cost 
of a Home 

In a recent talk with a representa- 
tive of the Jopper’s Satesman, C. O. 
Duston, sales manager for McKenney 
& Waterbury, Inc., Boston, Mass., 
one of the largest fixture houses in 
the New England territory, said that, 
owing to the large increase in build- 
ing, especially the better type of resi- 
dental homes in and around Boston, 
they were expecting a large increase 
this year over last in the fixture busi- 
ness; and this business has already 
started to come. 


When soliciting the fixture busi- 
ness, he said that the jobber’s sales- 
man should bring out the point that 
good lighting is as essential in a home 


as good furniture. 


A certain per cent of the cost of 
each home should be put into fixtures, 
say three or four per cent. In the 
average home the owner will put in 
10 to 15 per cent in plumbing, but 
when it comes to fixtures he will try 
to skimp on this, not realizing the 
part good lighting plays in better 
health and comfort. 
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ASSORTMENTS 


Which Your Trade Is Interested In 


LEADING JOBBERS are Stocking the Weber Service Kits of Car- 
bons, Springs and Wicks. A Handy Stock Assortment for Quick 
Repairs On All Small Motors Used in Domestic Appliances, Office 
Devices and Factory Tools. 





THE ORIGINAL KIT OF ASSORTED 


CARBONS, SPRINGS AND WICKS 


‘ans Hair Dryers fers and Grinders Tey Meteors 
Suction Sweepers Sewing Machine Motors Utility Motors Blower: Dicta phones 
Vibrators Drink M: Dental Motors Smail Power Meters Magnetus 





Sar veserceuw- 


Also other motors used in domestic Appliances, Office Devices aud Factory Tools 
RENEWALS REPLACED WITHOUT DELAY 


Weber Electric Works 
BROOKLYN STATION - - - CLEVELAND, OHIO 


CARBON BRUSHES OF ah ELECTRICAL SPECIALTIES 
FYERY DESCRIPTION + AND ASSORTMENTS 


= Reser ees . 


SERVICE WHEN SERVICE IS NEEDED 














One of These Assortments Will Fill the Needs of Every Electrical 
Dealer, Electrical Repair Shop, Garage, Dept. Store, Industrial Plant, 
Public Institution, or Large Office. 


WEBER ELECTRIC WORKS 








NEW and IMPROVED 





Brooklyn Station -t- Cleveland, Ohio 
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A few pictures taken during a recent sales conference of the Alexander and Laven- 
son Electrical Supply Co., San Francisco. From left to right: Wallace Leland, repre- 
sentative of the Garnett Young Co.; Doug. E..Cadman, who covers the Sacramento 
territory—has blue eyes; Marcel Hirsch, city salesman—in reality a short fellow but 
long on getting his from his contractor friends; Harry Lippert, representative of the 
Estate Stove Co.—sings well; Dave Johnson, counter man—young in years but with 






































an old business head, uncovered for examination. 





Stewart Adds New Lines 

The Frank H. Stewart Electric 
Co., Philadelphia, Pa., recently added 
the Yale line of storage batteries, 
A and B radio batteries and Yale 
flashlights and flashlight batteries. 
They have also started a sales cam- 
paign on the Ivanhoe-Regent line 
of ‘‘Ivadine”’ fixtures. On Washing- 
ton’s birthday, the company held a 
sales conference at which the sales 
force was addressed by Jack Bres- 
love and Col. H. B. Ramsey of the 
Yale Company, and Frank Lewis of 
Ivanhoe- Regent. 


* * * 


Interesting Service Pins 

Men of the E. S. & E. Co. are all 
working for service pins, which are 
given by the company each year ac- 
cording to a fixed plan. 

The pin itself consists of a five- 
pointed star across the battom of 
which is the company monogram, with 
the motto Pas a Pas, step by step. 

To get a pin, the salesman must win 
one of the yearly prizes, three of 
If he wins first 
prize, he gets a pearl in one of the 


which are given. 
five points. Each year that he wins 
first prize after that another pearl is 
added. 

A man who gets to an executive 
position in the general office gets a 
ruby, with another added for each 
year he holds the position. 

In branch houses, the arrangement 
is similar for executives, except that 
the stone is an emerald, and there 


“executive” means manager or assist- 
ant manager. 

The highest distinction is to be 
president of the Executive Club and 


this is honored by a diamond. 
* * * 


Southern Electrical Supply in 
New Quarters 

The Southern Electrical Supply 
Co., formerly located at 577 White- 
hall street, recently moved to its new 
and more conveniently located quar- 
ters at 81 Marrietta street, Atlanta, 
Ga. J. R. Forrester, formerly sales- 
man for the Carter Electric Co., of 
Atlanta, recently joined the sales 
force of the Southern Electrical Sup- 
ply Co. 


Murray Takes New Members 
into Firm 

The F. E. Murray Co., of Grand 
Rapids, Mich., has increased its or- 
ganization by taking into the firm 
G. H. Gutmann, formerly district 
manager for western and northern 
Michigan of the Armour Grain Co. 
He has been made vice-president and 
will cover the same territory for 
Murray. The company has taken 
larger quarters at 42 Division ave- 


nue S. 
¥* * * 


Nate Harvey Returns from 
California Trip 

N. G. Harvey, vice-president and 
general manager of the Illinois Elec- 
tric Co., Chicago, returned about the 
first of April from a seven weeks’ 
stay in California. He makes these 
trips annually, their other house being 
located in Los Angeles. Mr. Harvey 
reports very good business conditions 
on the coast. 

* * * 

Potts Joins Rumsey Electric 

Walter F. Potts, formerly assist- 
ant plant engineer of the Mercantile 
Ship Building Corp., Trenton, N. J., 
recently joined the Rumsey Electric 
Co., Philadelphia and will devote his 
time to the sale of high tension equip- 


ment. 
* * * 


Ecclestone Resigns from 
Electric Supply Co. 

S. P. Ecclestone, for the past three 
years sales manager for the Electric 
Supply Co., Saginaw, Mich., has re- 
signed from that position. He has 
not announced plans for the future. 














This was taken after a recent sales meeting of the Wetmore-Savage Company’s 
Springfield, Mass., branch house. We will vouch that not only are they a “go getting 
bunch of live wires” but they are also “regular fellers.” In the above group are: 
E. L. Catlen, A. M. Benedict, R. D. Costine, J. F. Carman, Jr., C. C. Walker, W. G. 
Burns, S. F. Radcliffe, L. B. Moore, James W. Carr, Donald B. Clark, M. Spirling, 
B. H. Spinney, sales manager, and J, E. Hall branch manager. 
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order for two-way plugs. 


plug sales either for you or the next jobber’s salesman. 


Anylite Twin Plug 


A sturdy plug that will not break, 
come apart, soften from heat or 
moisture or deteriorate in any 
way. Enclosed metal parts are 
rugged and take all mechanical 
strain, and provide ample cur- 
rent carrying capacity. Spring 
contacts insure perfect connec- 
tion. There is no danger of 
shock with this plug. Costs little 


—is worth much. 


Anylite Extension 
Sockets 


Made in two sizes, 4 and 2 inches 
long to meet individual require- 
ments. Made for use where it is 
necessary to connect appliances 
to fixtures having narrow shades. 


Cost littl—valuable. 


Every fan sale calls for a two-way plug. Every fan you sell means 


get your share and that of the fellow who passes up this sure-fire 
ANYLITE Two-Way Plugs are the plugs 


you should sell your dealers—they give more to all concerned. 


Anylite TP-2 Plug 


A plug for permanent installation. 
Lamp held vertical. Lower leg of 
plug threaded for UNO shade 
holder or for a standard shade 
holder which may be clamped on 
the leg. Will not break, or dete- 
riorate in any way. Sturdily con- 


structed. Priced for quick sales. 


Anylite Portable 
Switch 


A household convenience for 
which there is a real demand. 
Used in any keyless or twin socket 
to control washing machines, 
irons, toasters, etc. without the 
annoyance of unscrewing or pull- 
ing out the attachment plugs. 
Small, light weight and easy to 


use. Priced to sell. 


Get the selling points on ANYLITE Plugs—read this 
ad carefully and send for information and folders. 


Ask Our Representatives or Us for More Information 


REPRESENTATIVES: 


Chicago Office—Wm. F. Miller, 2014 Wabansia Avenue. 
A. Hall Berry, 71-73 Murray St., New York City. 
United States Electric Co., 710 Polk St., San Francisco. 
Robertson Sales Co., Birmingham, Ala. 


S. E. Wiedemer, 5822 Central St., Kansas City, Mo. 
F. R. McIntosh, 102 Augusta Ave., Pontiac, Mich. 
Canadian Representative—Dominion Carbon Brush Co., Toronto. 


Be sure you 





| Sell‘:An ANYLITE Two-Way Plug 
| For Every Fan Your Dealers Stock 
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ANYLITE ELECTRIC CO. - FT. WAYNE, IND. 
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Over Six Million 









Williamson Fixtures Sold- 


A Record of Stability 


Highest quality of manufacture in every 
point from design and the selection of ma- 
terials to the final finish has established the 
Williamson line of lighting fixtures. 


The sale of over six million. fixtures 1s 
evidence of: the stability of the line, of its 
quality, and of the value of the Williamson 
Merchandising method that protect Jobber, 
Dealer and Consumer. 


An enormous market and a plan of dis- 
tribution in harmony with electrical supply 
jobbers’ facilities make Williamson lighting 
fixtures one of the most profitable lines 
jobbers salesmen have to merchandise. 


R. WILLIAMSON & CO. 


New York :: Chicago ::San Francisco 
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ALEX: NOUERANDLLAVED ‘SON?E! 
BOBBLTS CF EAECTAL QUITE 





132-138 SECOND STREET SAN FRANCISCO 


Mr. Fixture Dealer, 
Everyplace, U. S. A. 


Dear Sir: 


When a majority supports an idea -- 
that idea is usually right. As an idea is 
right and supported by a majority, we know of 
no better instance than the package fixture. 
When it comes to package fixture lines, we 
say with conviction that WILLIAMSON is with- 
out @ peer. 


With a minimum investment, the WILLIAM- 
SON LINE permits of a representative stock 
of beautifully designed, wonderfully finished, 
high quality fixtures. The WILLIAMSON LINE 
makes it possible for you to really merchan- 
diee fixtures. The WILLIAMSON LINE cuts shop 
time by hours. New numbers and finishes will 
keep your Fixture Department up to the minute 
and satisfy every demand. 


The WILLIAMSON LINE has revolutionized 
the fixture business, in that it is no longer 
necessary for your customers to seek a selec- 
tion in the centers of population. As in 
RADIO, the message of better fixtures has been 
broadcasted to the smallest hamlet. 


ours very truly, 
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Assortment “B”’ 


A Display with 
A Sales Punch! 


—the kind that means business 
and substantial profits 


““RIMCO” Rubber Insulated Pliers and Screw Drivers are 
designed especially for electrical workers and are 100% 
SAFE. Every tool is subjected to 10,000 Volts Test and 
Passed by the Electrical Testing Laboratories, N. Y. City. 


The insulation is a semi-soft rubber compound and is 
BONDED to the metal by the ““RIMCO”’ patented method 
and therefore cannot work loose—cannot come off—cannot 
crack or break. Finest Tool Steel. 











They Sell Themselves 


Assortment “‘B,”’ as illustrated, compels attention and makes 
for quick sales. Eight additional tools go with it, and the 
entire outfit will cost you only $27.60. 


Send TODAY for illustrated circular showing this 
Board printed in colors as it actually appears, and 
judge for yourself. 
















Then order through your jobber,—or send us his 









Manufactured solely by the 


RUBBER INSULATED METALS CORPORATION 
18 Oliver Street, Newark, N. J. 















Death of Dr. Schuyler S. 
Wheeler 


One of the pioneer electrical en- 
gineers of the country, Dr. Schuyler 
S. Wheeler, has passed away. His 
sudden death from heart disease was 
announced April 20. Starting orig- 
inally in the light and power field he 
early recognized the need for a stand- 
ard line of small motors and embarked 
in the manufacturing business. Among 
the outstanding contributions of Dr. 
Wheeler to modern civilization was the 
electric fan. It-was in 1888 that Dr. 
Wheeler and Francis B. Crocker 
severed their connection with the old 
C. & C. Electric Motor Co. and organ- 
ized the Crocker-Wheeler Co. Profes- 
sionally he ranked very high among 
engineers. Furthermore he was an 
able business executive, an educator 


and a philanthropist. 
* * # 


New Jobber in Tulsa 


A new company incorporated to do 
an electrical supply jobbing business 
is known as the Dodge Electric Co., 
Tulsa, Okla. It will operate in the 
eastern part of the state. The officers 
are: J. W. Dodge, president; C. H. 
Veale, vice-president; M. O. Mason, 
secretary-treasurer. M. L. Mason is 
the sales manager. A catalog is being 
compiled to cover a general line of 
electrical supplies and appliances. At 
present, the company is doing both a 


wholesale and retail business. 
“2s © 


Providence Jobber Starts Sales 
Promotion Department 


R. Belcher, formerly with the 
Sherwin-Williams Paint Co., resigned 
recently to accept a position with the 
Union Electric Supply Co., Provi- 
dence, R. I., as sales promotion man- 
ager. The Union company is to be 
congratulated upon securing Mr. Bel- 
cher’s services as he will undoubtedly 
bring to bear upon electrical merchan- 
dising problems many new ideas from 


an outside field old in experience. 
» &£ *& 


Welch Joins Hartford Electric 


William H. Welch, formerly man- 
ager of the Hartford office of the E. 
S. & E. Co., became associated, on 
March 1, with the Hartford Electric 
Supply Co., Hartford, Conn., as sales 
manager of the supply department. 
His many friends in this territory 
are congratulating him upon his new 
connection which keeps him in their 


midst. 
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Real Protection for Radio 
| Receiving Sets 



















| Blue Sentry Radio Lightning Arrester 


Here is a real lightning arrester designed 
to give maximum protection to radio sets and 
homes. 


This sturdy blue porcelain covered arrester 
is weatherproof. There is no vacuum or fuse 
to renew. 


Yet the “Blue Sentry’’ Lightning Arrester 
is more than just an air gap. A High-|0-Shun 
Omite resistor is connected in series with the 
air gap. This Omite resistor is used univer- 
sally on lightning arresters for high and low 
an attractive attention-getting 9 VOltage power line protection. Binding posts 
container. When displayed on accommodate No. 8 stranded wire. 


your dealers’ counters it prac- 


tically sells itself. The “Blue Sentry” is manufactured by a 
ee ee with 25 years experience in the 
ply of the “Blue Sentry” Light. Manufacture and development of lightning 
ning Arresters. arresters. 





Every “Blue Sentry” is packed in 


The coming months are the lightning ar- 
rester season. The demand on your dealers 
“AlwaysOnGuard’ will be heavy. Be in a position to fill their 
orders with a trustworthy lightning arrester 
the ‘Blue Sentry.” 


“Never Sleeps’ 


High Tension Supplies Company 


Wilmington, Delaware 
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Charles Eidlitz High Commis- 
sioner in New York 
Contracting 

Conditions in New York City since 
1914 have been such that electrical 
contractors have been losing not only 
money, but good will. Matters finally 
came to a head at a recent meeting of 
the electrical contractors of Manhat- 
tan, Brooklyn and Queens Boroughs, 
when a resolution was adopted as fol- 
lows: 

“Whereas the business of electrical 
contracting has developed a specula- 
tive character to such an extent as to 
convert it from a profitable to an 
unprofitable business, partly owing to 
economic conditions and partly to the 
increase of the speculative hazards 
normally inherent in the business; and 

“Whereas it is desirable to take 
such remedial measures as may sug- 
gest themselves by a careful survey 
of the situation, 

“Therefore, be it resolved that 
Charles L. Eidlitz be and he hereby 
is appointed a commissioner of this 
association to make such studies in 
whatever manner deemed best by him 
in consultation with the executive 
committee and to develop therefrom 
for this association ways and means 
of transforming the business of elec- 
trical contracting from its present 
highly 
regular and profitable business, free 


speculative character to a 
from undue speculation.” 

Mr. Eidlitz is well known and for 
many years was a successful and a 
very large contractor in New York. 
Although he has nominally retired, he 
is yet very active, being at the head 
of two large manufacturing organiza- 
tions. While this office is not of 
his seeking he has accepted the re- 
sponsibility because of his long con- 
nection with the electrical contracting 
business and his desire to see its wel- 
fare promoted. He will have the 
authority to reorganize, radically, 
local contracting methods, but with- 
out touching upon the labor question. 
Books and accounts of various con- 
tracting firms will be open to him. 








Electric Club of Brooklyn 
Organized 

The Electric Club of Brooklyn has 
been organized and incorporated by 
a body of leading electrical contrac- 
tors of Brooklyn, who have the fol- 
lowing aims as their chartered pur- 
pose as outlined by Secretary A. 
Stone, 503 Myrtle avenue, Brooklyn. 

“Fostering trade or commerce, for 
the interests of those having a trade, 
business, financial or professional 
industry, to reform abuses relative 
thereto, to secure freedom from un- 
just or unlawful exactions, to dif- 
fuse accurate or reliable information 
as to the standing of merchants or 
other matters, to procure uniformity 
and certainty in the customs and 
usage of trade and commerce and of 
those having a trade, business, finan- 
cial or professional interest in the 
electrical industry. To settle differ- 
ences between members and to pro- 
mote a more enlarged and friendly 
intercourse between business men of 
the electrical industry, and to enjoy 
as a corporation every right, and 
privilege whatsoever, to the fullest 
extent, pursuant to and in conform- 
ity with the acts of the Legislature 
of the State of New York relating to 
Membership Corporations.” 














H 





We never knew it before, but William 
M. Farr, president of the Piedmont Elec- 
tric Co., Asheville, N. C., is a confirmed 
fisherman—a _ real _ disciple of Isaac 
Walton. The above was taken recently 
while he was vacationing at Naples, Fla., 
and shows him in action. 


Credit Delinquencies Increase 


The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during February 1923 and 
March 1923, as compared with the 
same months the previous years, to- 
gether with the total amounts and 
average amounts of the delinquencies. 


Central Division No. Total Av’ge 
Feb., 1922...... 838 $ 97,811.30 $116.12 


Feb., 1923...... 635 69,996.47 107.49 
Mar., 1922... 978 98,569.58 100.79 
Mar., 1928..... 998 130,571.90 181.49 
New York 

Feb, 1922... 898  63,082500 160.00 
Feb., 1928...... 283  36,04500 127.00 
Mar., 1922... 643 72,843.00 ‘113.00 
Mar., 1923... 584 73,655.00 12600 
Philadelphia 

Feb., 1922... 126 16,878.00 18395 
Feb., 1928... 176 26,881.67 152.73 
Mar., 1922... 277 28,095.09 101.42 


Mar., . 1923...... 204 
New England 

Feb, i822... 59 

Feb., 1928...... 48 

Mar., 1922...... 129 

Mar., 1923...... 60 
Pacific Coast 

Feb:, 1922...... 14 


26,386.27 129.34 


5,214.64 88.39 
2,495 35 51.99 
11,170.85 86.59 
4,782.71 79.71 


806.45 57.638 


Feb., 1928...... 15 4,245.63 2838.04 
Mar., 1922.._.. 18 2,681.95 148.99 
Mar., 1928...... 48 7,522.26 156.92 


~ * * 


A Million-Volt Transformer 


Transportation of electricity—and, 
commercially speaking, it might bet- 
ter be termed transportation than 
transmission, for electricity is prac- 
tically a commodity—involves higher 
and higher voltages each year. We 
now have 220,000-volt transmission 
lines. Consequently, in manufactur- 
ing high-tension equipment, apparatus 
must be provided for testing to as 
high as 700,000 volts. Suspension in- 
sulator strings, which have sufficient 
insulation strength for 220,000 volts 
will have a dry flash-over voltage 
around the 700,000 volt value. A 
thoroughly equipped experimental sta- 
tion devoted entirely to experimental 
problems is maintained by the West- 
inghouse Electric & Manufacturing 
Co. where these tremendous test volt- 
ages are employed. In this station 
there is a single-unit transformer of 
1,000,000 volts. 
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2-inch Solid Partition, 
Plaster Board Construction 


EEE __________________) 








Panel Covered Column 


etal Lath Construction Arrow keeps pace 
with latest devel- 





There is a complete 


opments in the row ? ash’ Button 
e e witches but also o 
construction field Tumbler Switches, 


single and duplex 
Convenience Out- 


HE Arrow “Shallow Line” of hpi Sar siaiaging, in 
Electrical Devices settles once connections, an d 
ahs ‘ Elexits” for fix- 

and for all the wiring problems in tures. 


2-inch solid partitions and other 
installations in limited space. 





The Arrow Manual of “Electric 
Wiring Devices For Use in Lim- 
ited Space’”’ fully describes and 
outlines the Arrow One-inch Wir- 
ing Devices and their 
use. It is just from the 
press, and we will be 
glad to send you a copy, 
on request, if you have 
not already received one. 














Furred Brick Construction 


THE ARROW ELECTRIC CO. 
Hartford, Conn. 














Mail this for the Manual. 
THE ARROW ELECTRIC CoO. 





Kindly send me the new Shallow De- 


| 
| 
| 
Hartford, Conn. | 
vice Hand Book. : 

| 


BS TE RE Es ee Oe | 


ih i jcc are ena ! The complete line of Wiring Devices 
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Best 
Single Heat 
Iron Made 


No. 325. 


$5.00 
AT LAST 


A SINGLE-HEAT IRON 


that will not spend half of its life in 
the repair shop. With its beautiful 
design, mica and nichrome unit and 
low list price, it sells without effort. 


Size 7” by 14” 


No. 209. Duplex Kitchenette and 
Toaster. Two heats. Nickel plated. 
Complete with cord an 

Fitzall Plug pccaivoudeee $8.50 





No. 104. Toaster St 
with AR aga wont $5.75 
Set Novel Aluminum 1.50 


Cookers................ 





No. 450. Upright 
Toaster lire EE 





No. 324. Three-Heat Iron. 
High, low, 
EE a 
Fitzall Plug with spring. Fits all 
makes of Heating Appliances. 
Write for catalogue 


REDTOP ELECTRIC CO., INC. 
8 West 19th St., New York 


All Redtop Appliances are approved by 
Good Housekeeping Institute. 








Six Helps in Selling Small Motors 


By L. B. AUGUSTINE 


Sales Manager, WiscOnsin Electric Co. 


The electrical jobber, dealer or 
salesman who is wholly familiar with 
fractional horsepower motors and can 
supply the right kind of information 
to the user, stands in line for some 
splendid business for his firm. ‘There 
are thousands of manufacturers of 
small tools and appliances who are 
constantly experimenting with and 


| changing the electrical devices they 


make. To be able to offer worth- 
while suggestions generally results in 
an opportunity to figure on the manu- 
facturer’s motor requirements, and at 
the same time it places the informant 
in a particularly good position, be- 
cause the manufacturer comes to look 
on him as a friend and when he is 
in need of other equipment that the 


| jobber handles, that particular job- 


ber stands in line to get the business. 


Following are six specific points of 
information, easily learned, and any 
one of which may enable you some 
time to land a good-sized order. 

(1) Wherever a_ variable-speed 
motor can be used, it is advisable to 
adopt a universal motor that will op- 
erate on both alternating and direct 
current. The user of a tool or ap- 
pliance will get better service from 
a device equipped with a universal 
motor, because there is every possibil- 
ity that he will sooner or later at- 
tempt to use it on both types of cur- 
rent—unsuccessfully unless the mo- 
tor is universal. 

(2) The universal motor can be 
used on current of different phases 
and various cycles of alternating cur- 
rent, generally ranging from 25 to 
60 cycles. This is very convenient 


| to the user of a tool or appliance in 
_a large factory where the current 


may be different in various parts of 
the factory. From the dealer’s 


| standpoint, the universal motor is also 


more practical, because it eliminates 
the necessity of his carrying a stock 
of tools equipped with motors wound 


| for all currents. 


_ satisfactory it 
| brought below this speed. 


(3) Universal motors are always 
high speed. This speed reduces un- 
der load, and the point where the 
greatest power is developed is usually 
around 5,000 r.p.m., and to be most 
should never _ be 
If suffi- 





cient load is brought to bear to re- 
duce the speed still further, it is at 
a sacrifice of power, causing an over- 
load on the motor and consequent 
heating, which is detrimental to the 
life of the motor and appliance. 


(4) Through various kinds of. 


gear reductions which are now sup- 
plied by most motor manufacturers, 
it is easily possible to adapt the uni- 
versal motor to a great many appli- 
ances that formerly required slow 
speed motors. In fact, the universal 
motor is often more practical, since it 


is lighter in weight, requires less 


space and will operate on various cur- 
rents, where a slow speed motor will 
not 


(5) Electrical appliances that re- 
quite a motor of constant speed under 
both heavy and light loads are gen- 
erally equipped with shunt-wound or 
induction type motors. The different 
conditions under which a small motor 
must operate, the variance in power, 
speed and torque required, make it 
advisable to give the actual require- 
ments of the tool or appliance much 
study to insure the selection of a mo- 
tor that is particularly well suited to 
the work to be done. 

(6) Manufacturers of small mo- 
tors are usually equipped to offer 
the appliance maker some real as- 
sistance in the working out of his mo- 
tor problem. Nearly all of them have 
an engineering department whose 
business it is to develop the most effi- 
cient power units. It is advisable to 
call on the advisory departments 
maintained by the motor manufac- 
turer, because their experience can 
often be used to advantage by the 
appliance maker, and many worth- 
while sugestions are often given to 
him, leading to the improvement in 
design and general plan of the ap- 
pliance he is making. 

The development of the small mo- 
tor field lies largely with those who 
are now handling electrical appliances 
and who are wholly conversant with 
the electrical appliance game. Many 
devices otherwise fundamentally sat- 
isfactory have fallen into discard be- 
cause the makers could not find the 
right kind of motor equipment for 
them. More salesmen, dealers and 
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Every Jobber’s Salesman 
should read every word of 
this. It is an idea on 
“service,” regarding which 
we would appreciate your 
views. Will you write us 
your opinion? 





The Fuse. 





The Package. 


Increasing his total business 
by merchandising plug fuses 


LUG 





NCREASED sales always result from getting more people to 
enter a store or from getting the same person to re-visit a — 
store more often. Many dealers in general merchandise realize 
this principle so fully that they create exhibits and provide rest 
rooms and attractive meeting places. Electrical dealers need not 
go so far as this. They have their fuse sales as a means to this 
end,— if they only know it. It will pay you to make them see it. 


Fuses, with lamps and batteries, are the only so-called “‘come 
back’’ articles that your dealers have to offer the public. Make 
them see the advantages in distributing this class of material on 
a thorough merchandising basis that will bring customers bach. 
“‘Any make fuse for as much as they’ll pay” is a sales policy that 
has no right to existence these days,—never did have, in fact.. 
But since the advent of Clearsite Plug Fuses such a policy is more 
antiquated than King Tut. 


Consider. A customer goes into his local electrical store because 
it is his natural source of electrical supplies. The dealer sells him 
a couple of ordinary plug fuses for, say, 10 cents apiece. Later, 
in the window of a variety store, he sees the same fuses priced at 
3 cents. Can you blame him if he thinks he was “gypped?”’ You 
don’t have to be told where he buys his fuses the next time. 


Suppose the dealer had sold him Clearsite Plug Fuses? The 

3-cent fuses would not register on his pocket-book nerve. He 

knows he bought a different looking fuse; after he has used it he 

knows he bought a different fuse in construction and perform- 

— Get the pomt? Then try this line on the next dealer you 
0: 


‘“‘Sell your customers the best fuse at a reasonable Price; a fuse 
with distinctive features that make a big impression. A fuse 
that gives clear indication quickly—cutting interruptions in light- 
ing and other branch circuits down to the minimum—is highly 
appreciated. A fuse that is packaged properly—such as four 
fuses for 25 cents—gives the user a ready supply of all the sizes 
he needs at a slight cost. Sell your customers Clearsite Fuses be- 
cause in performance, price, and package, they give full consumer 
convenience.” 


If you pass this talk along to your dealers you will find them re- 
ceptive to the fact that there is a real merchandising idea back 
of these fuses. Once given this viewpoint they will readily rec- 
ognize that their own best interests demand that they not “just 
sell a fuse,”’ but build their business on the only proper merchan- 
dising plan ever put back of plug fuses. 











REG. US. PAT. OFF. 


NON-RENEWABLE 


ICLEARSITE Tia 








_APPROVED BY UNDE BY UNDERWRITERS: ‘S LABORATORIES 


Economy Fuse & Mfg. Co., Chicago, U. S. A. 





SALES OFFICES IN PRINCIPAL CITIES 
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APPLETON 





The Logical Fitting 


The practical man’ knows there are many sav- 
ings gained in demanding ‘‘Unilets’’ for every con- 
duit installation. They are pressed of steel and 
not subject to breakage in either handling or ship- 
ping. This construction makes possible greatly in- 
creased wiring space with no increase in the size 
of the fitting. Further, it is ight in weight for easy 
handling and effects savings through decreased 
shipping charges. 


There is a style for every requirement and 
the “Unilet’’ handbook with its convenient pic- 
torial index saves time in planning installations and 
assures the correct treatment of every wiring prob- 


lem.. Look for the name APPLETON—f it isn’t 
an APPLETON it isn’t a “UNILET.” 


APPLETON ELECTRIC COMPANY 
General Offices and Factory 


1708 Wellington Avenue, at Paulina 
CHICAGO 





“GNILCTS” 


REG.U.S. PAT. OFF. 





electrical jobbers should interest 
themselves in the small motor prob- 
lem. ‘There are immense possibilities 
there. The April issue of Jopser’s 
SaLEsMAN carried the article, “Where 
is the Jobber in the Small Motor 
Field?” that every electrical jobber 
should study, because it is vital to his 
interest. 

The increased use for electricity 
and many new devices on the market 
and in the course of development, all 
point out the sales possibilities to 
those who are keenly interested in 
electrical appliances. It is left with 
those in the motor user’s territory to 
impress on him the importance of the 
application of a correct power unit 
to the tool or appliance he is making. 
Here is where the electrical salesman 
builds a real worth-while prestige for 


his house. 
eae a 


N. E. L. A. Convention Inform- 
ation Now Available 


General information is now avail- 
able concerning the forty-sixth con- 
vention of the National Electric Light 


“Association, which is to be held in the 


Hotel Commodore, New York City, 
June 4 to 8. President Frank W. 
Smith and Executive Manager M. H. 
Aylesworth, have sent out from N. E. 
L. A. headquarters, 29 W. 39th street, 
New York, a general circular outlin- 
ing the business program, social func- 
tions, transportation, registration, 
hotel accommodations, etc. Master of 
Transportation Godfrey H. Atkin, 
Marquette building, Chicago, has pre- 
pared a special circular giving full 
information on rates and special trains 
from different points. 








Six live wires who make things hum 
for the Perkins-Carpenter Electric Sup- 
ply Co. of Boston. Front row, reading 
from left to right, E. H. Carpenter, E. 
H. Macreading, R. W. Hewitt. Back 
row, from left to right, O. H. Perkins, 
P. D. Dempsey (no relation to Jack) and 
George Young 






















Pes 


ied EB ee ei flat 


May, 1928 THE JOBBER'S(AJSALESMAN 





2 


Appliance Cords 


Electrical table service without the nuis- 
ance of a tangled attachment cord is eas- 
ily secured by specifying PARANITE 
appliance cord. The extra flexibility of 
this special cord greatly increases its life 
in service and adds to the satisfaction in 
the use of the appliance. 

PARANITE appliance cord is made 
in several sizes, with standard conductor 


of No. 34 gauge copper. It is much more : : F 
flexible than a ~~ asc cord for this PARANITE appliance cord is made in several sizes 


service, which uses No. 30 strands. and can be furnished with any standard braid cover. 


The selection of PARANITE for use 
in this service is in keeping with highest IF IT’S PA RAN i ’ E irs RICHT 
degree of perfection in up to date appli- 


ance design. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
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Chicago Office, Manhattan Building. 





New York, The Thomas & Betts Co., 63 Vesey St. 
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Keeping 
Appliances in Use 


Every electrical man knows that 
electrical appliances are frequently out 
of use—and that-cord or connector 
troubles are the reasons in a majority 
of these cases. 





In fact, today there are a million 
irons, toasters and other appliances not 
in use—not producing any revenue for 
the lighting companies—not providing 
the service for which they are made. 

Yanking on tne cora to pull out the 
plug at.the appliance causes loosening 
of the terminals—pitting and wear of 
the contacts. 


The Remedy—C-H 70-51 
Switch Plugs 


The new C-H 70-51 Switch Plugs, 
thousands of which have already been sold Easy to Attach 
during the few months that they have been @ to Any Cord 
on the market, eliminate the need for 


yanking on the cord. The body is made in two halves 


so that the two terminal screws 
The push button switch provides con- at the top are readily accessible. 
venient means for controlling the current; Connection of the two ends of the 
the plug fits any appliance. Detaching this appliance cord to these screws — Thecasing isso 


moulded that it 


combined switch and plug, if desired, can is the work of a minute. does not inter 
used on some a 


be accomplished by grasping the device nena 
itself—no need to pull on the cord. Sales Possibilities can be’ pushed 
Unlimited eae 
Switch Mechanism There isn’tawomanwhodoesn’t “"“*?°** 
The same high capacity push button instantly grasp the remarkable convenience 
mechanism used in the C-H 70-50 Feed and service of the C-H 70-51. Order a supply 
Through Switch is used in this Switch from your jobber and show one to the first wo- 
Plug and the body is of heat-proof man who enters your store. 


Thermoplax insulation, the whole being THE CUTLER-HAMMER MEG. CO 


constructed with Cutler-Hammer thor- : 
Switch and Specialty Department 


oughness. Works: MILWAUKEE, WISCONSIN 


SWITCH -PLUG 
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Vice-President 
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ws oS 
Sef SF* VICE and JOSLYN are synony- RG 
WZ mous, which is the foundation of our mY 
0) twenty-one years of successful operation <!) 
A) and growth. x 
WSN WITH our ever increasing facilities, we AN 
ye expect to excel our past performances ST 
OY and will prove to our Jobbers that their wl) 

.) 


confidences are wisely placed. 






JOSLYN)MFG. & SUPPLY CO. 
CHICAGO KANSAS CITY 











seem. 
Tit 





















May, 1923 


THE JOBBER'SMJSALESMAN 











($25 










2) <7 
\) 


J. R. CRAWFORD 
Gen. Sales Manager 
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NATIONAL CARBON CO., Inc. 


The National Carbon Company, Inc., since its inception more than thirty years ago has 
played a very important part in helping to make the electrical industry what it is today. The 
success of many an electrical device or machine has been dependent upon the successful de- 
velopment of a carbon product used in connection with it. Carbon products of one kind or 
another are used in practically every branch of the electrical industry and the economic 
value of these products can best be visualized by a few specific examples. 


The great electrical generators, which bring electricity and light to our homes, depend upon 
carbon brushes for their operation. Columbia Pyramid brushes made of carbon graphite or 
metal graphite have been developed for this purpose and are not only used on these large gen- 
erators, but are also used on the smaller machines supplying power to office buildings and fac- 
tories as well as on the motor equipment used to drive all sorts of machinery including domes- 
tic and office devices, such as vacuum cleaners, adding machines and the like. The street 
railways of the country could not operate without carbon brushes in their substation equip- 
ment and on their motors. 


Every time you step on the starter of your automobile, carbon brushes carry the current 
from your storage battery to the starting motor and after your engine is started carbon 
brushes on the generator carry the current from the generator back to the storage battery, 
recharging it and making it ready for the next start. If you will look at the brushes on your 
generator or starting motor, you will in the majority of cases find three pyramids stamped on 
the brushes indicating Columbia Pyramid Brushes manufactured by the National Carbon Com- 
pany. You will also find carbon brushes used on your horn, magneto and distributor. 


Columbia Caustic Soda cells operating signals on railroads insure safe travelling. 


Columbia Projector Carbons are used in the great majority of motion picture theaters for 
projecting the pictures on the screen. Columbia Photographic carbons supply the light in the 
great arc lamps used in the production of the original pictures and are also used by a large 
number of photographers and photo-engravers. The colored supplements in the great Sun- 
day newspapers of the country and other printed illustrations would not be possible without 
the light from these carbons. 


Columbia Welding carbons—rods, plates and paste—make possible the salvaging and repair 
of many broken machine parts. 


National Carbon electrodes operating in large electric furnaces make possible the produc- 
tion of high grade steel and steel alloys. Many an electrolytic or electrothermic operation de- 
pends upon National Carbon products for purifying metals and separating metals from their 
ores. 

Columbia Dry Batteries, Eveready Flashlights and Batteries and Eveready Radio Batteries 
are well known by all. 

Continuous research and development by the great labora- 
tories of the Union Carbide and Carbon Corporation keep 
National Carbon Company products abreast of the times. 


The general offices of the National Carbon Company, Inc., are 
located at Long Island City, N. Y., with District Sales Offices 
at Atlanta, Chicago, Kansas City, Long Island City and San 
Francisco. The Carbon Products Division 
and Railway Sales Department are located 
at Cleveland, Ohio, and The Electrode Sales 
Department is located at 30.-East 42nd 
Street, New York City. 
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NATIONAL CARBON CO., Inc. 


The National Carbon Company, Inc., since its inception more than thirty years ago has 
played a very important part in helping to make the electrical industry what it is today. The 
success of many an electrical device or machine has been dependent upon the successful de- 

velopment of a carbon product used in connection with it. Carbon products of one kind or 
Call another are used in practically every branch of the electrical industry and the economic \s 
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CAS Columbia Dry Batteries, Eveready Flashlights and Batteries and Eveready Radio Batteries 


- are well known by all. 
oo Continuous research and development by the great labora- 


tories of the Union Carbide and Carbon Corporation keep 
National Carbon Company products abreast of the times. 








The general offices of the National Carbon Company, Inc., are 
located at Long Island City, N. Y., with District Sales Offices 
at Atlanta, Chicago, Kansas City, Long Island City and San 
Francisco. The Carbon Products Division 
and Railway Sales Department are located 
at Cleveland, Ohio, and The Electrode Sales 
Department is located at 30.:-East 42nd 
Street, New York City. ; 























2% 9? Tn \ 


Ip os. : 


s 
Ve 








THE JOBBER’SMJSALESMAN 












The Unit of 
Day Brightness 
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) Lighting Equipment That Jobbers 
Can Sell With Profit— 


Bz- 
is The jobber is not equipped to handle orders for special lighting equip- 
4 


Vie, ment, designed for some particular installation, and requiring pre- 
at liminary sketches and endless conferences with the home owner or 
SS iY architect. But he can sell, and with profit, a standardized line com- 
¥e prising completely wired units which are packed in strong shipping 
oO U cartons, properly labeled. 

a 
s K Two such lines are offered by Beardslee, first the famous 
<> Denzar, for office, school and store lighting, and sceond, 
X10) the “C” Line, a complete and varied assortment of lighting 
& f fixtures designed for the average home and apartment. 
S/pa|) 
ips | The individual pieces of both these lines are packed, com- 


pletely wired and assembled, in strong shipping cartons 
ready for reconsignment. The jobber who sells these lines 
handles labeled cartons only and not a collection of brass 
shells, canopies, nipples, nuts, screws, etc. 


We have an interesting proposition for jobbers who wish 





A to increase their sales with only a small stock investment. 
ON An abundance of publicity matter that insures your suc- 
\ vy cess is available. When shall we tell vou more? 

fa 

=o 

Fad at 


+z BEARDSLEE CHANDELIER MBG. Co. 
218 South Jefferson Street 
Chicago, U. S. A. 








Your value as an economic factor in the distribution 
of standardized lighting equipment will become 
apparent if you 


“Wetice the Lighting Fguipment” 


wherever you go. 
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C. E. CORRIGAN 
Vice-President 


Reputation 


To the men who manufacture, a good reputation presents 
f s\ its constant appeal for preservation. 

y “Y; To the men who distribute, a manufacturer’s good reputa- 
me i tion is a guarantee of quality and a warrant of continuous 
Sr assistance in most effective distribution. 

os | 8 

<[s A good reputation is a constant reminder which forbids 
. 4 submersion of quality or lessening of distributing assistance 
<b ; to jobbers. 

19 

v | A good reputation builds success and success is built upon 
S/o |) a good reputation. 

LSa' 

ae The National Metal Molding Company enjoys a reputa- 
lS g pany enjoy Pp 
SX tion for the manufacture of quality products, the mainte- 
\710 nance of an exclusive jobber policy and 100% jobber selling 
yey help. 

~ This company believes that the degree of tomorrow’s 
ws reputation depends upon to-day’s service. 


National Metal Molding Company 
1310 Fulton Building Pittsburgh," Penna. 









Ano. 
NATIONAL PRODUCTS 
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T. J. McMANIS 
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i anc proper and adequate distribution of our A Agents; 

by keeping these retail agents informed of the newest de- 
velopments in the manufacture and application of lamps; by 
assisting them to make the best use of our publicity material; 
by encouraging them to handle their stock on a proper 
turnover basis; and by helping these agents improve their 
merchandising methods, we feel we are assisting in the de- 
velopment of the lamp field to the mutual benefit of all 
concerned. 

The consumer gains by obtaining the right lamp for 
his purposes; the A Agent through the resultant good will 
of the customer; the B Agent through higher compensation 
as a result of better turnover; and ourselves, as well as our 
B Agents, through constantly increased lamp business. 


We wish to take this opportunity to express the highest 
praise for the cooperation we have received from our jobbers 
in assisting us to help the A Agent become a better merchant. 


Epison Lamp Works 
oF GENERAL ELEcTRIC COMPANY 
Harrison, N.]. 
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‘ s : a 
J. H. TRUMBULL Ss. S. GWILLIM M. L. SPAULDING G. P. FLADING 
President Secretary Mgr. Chicago Office Mér. New York Office 


Se NS C5 On was 


CIE. Cd 





Te) Trumbull Creed ge 





oo To make the best material we can OL 
OYE and turn it out at the lowest price OS 
Op consistent with sound economics. Sy 
YK ON, 
b> To pay our men as best we can. SZ) 
y SM 
v, | To treat them the same way. x 
Yea ° . . e “ Ss 7 
ik To believe in the jobber and his posi- am 
in x tion in our merchandising plan. y G 

We x AN 

ie To treat him the same way. . 
YAS To make our business perpetual by SE 
OY serving the public to the best of ’ (ie 
‘S \ our ability. a 
DB 2 
\ That’s Trumbull Creed —the policy sf! 
of serving ourselves best by serv- Y Q 






ing others equally well. 






PLAINVILLE, CONN. 


New York Chicago Boston Philadelphia 
_ss2> San Francisco Buenos Aires London 
Barcelona Sydney, N. S. W. 
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ES MURPHY HARRY KIRKLAND (WN 
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AT YOUR SERVICE SG 

€ rade 

: | ae 

We recognize the economic vale ON 
‘ ; * 

of the Electrical Jobber as an im- Si 

portant factor in the distribution ve 


of Electrical Merchandise. 








AMERICAN WinemotD ComPANY 


HARTFORDO,CONN. 
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P. S. KLEES 
(Pete) 
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On deck to say 


“Hello” 


to the 


E. S. Ra A, at Hot Springs 


for the Tubular Woven Fabric Co. 


3 y, \s 
After Hot Springs Lex 
U7) (<i a swipe by Ray Otts from “After Blenheim” and nate) ‘si 


cated to the fortunate jobbers who attend and their unfortunate 











W. E. SPRACKLING 
(Sprack) 


SS) 


——" ts 



















TITY partners who do not attend the Hot Springs Convention. Abst 
yy % e/a 
G ‘ « 
, It was a Jobber’s office “Of the first day’s talk on Costs ry { 
SS i\ And Frank had just come in, You haven’t said a word.” wT 
© = He sat before his big flat desk “With George and Bill I golfed that day, > f) 
Op His face was all a-grin. I made an eagle on the third, VAG 
~/s And in the chair in front of him And did the ninth in three— y \ 
y > Expectant sat his partner Jim. Ah! ’twas a merry company.” \ @) 
SiC : ‘ ' i 
S/ “uy. Teepe cats , PRR a But, Frank, what of Protection NX 
> 2 <a a Phang Bir I've waited W hen prices change on Loom?” 9 
<9 { So telf: nefiett trom A to 2 I couldn't just exactly say, & ( 
v (| What did they at Hot Springs?” — eae ae hs mg sores Xe 
AF) “All right,” said Frank, “now let me see, tite caer cer enlist nel XG 
yh - It was a merry company. Of: HERR 8. sneey Sempeey. m4 
Y oh “Well, what said they of Turnover, Y 
ve > “Jack, Carl and Ed, Old Bill and Nate, What standard sheets adoptin’?” NY 
a\' And Clarence, too, were there, “I fear that day I got up late, ) 
\711 Harry, Fred, Chris, Bob and Bruce, The night before some friends dropped * \ 
s They came from everywhere.” in, At 
yA, “Hold on,” said Jim, “I don’t care who— The hootch we had near finished me; YS 6 
PSY) I want to know, what did they do? 3ut ‘twas a merry company. Fa 
x yA 


“A good time sure was had by all, 

Next year I’m going down again.” 
“But, pray what good has come of it?” 
Jim asked his partner then. 

“Why, that I cannot tell,” quoth he, 
“But ’twas a merry company!” 


DURABILT PRODUCTS 


DURADUCT _— DURACORD 
DURAFLEX _ DURAWIRE 
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Experience in Manufacture 








SA 79 | 
Ss é|8 ws . 
y) 0) Many years experience in the manu- Ax 
OH facture of lighting fixtures is reflected rol) 
Nn ° ° 

</) not only in a quality product of correct xO 
la ; design, but also in the thoroughness CY 
Ets with which the Williamson merchandis- Ae) 
Nt ing policy meets the problems of the as 
7) : 2\e 
ys A jobber and dealer. ‘F 
Ve ‘YK 


R. WILLIAMSON & CO. 
New York :: Chicago :: San Francisco 
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100% Jobber Policy 


=~ 
@ 
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A\ 
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See 


G 
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= 
A 
ALAN 
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The Williamson Merchandising 
Policy provides for 100% jobber pro- 
tection. The fact that the foremost job- 


[NX 


4 
SGX. 
“ 


SAN 
SQ 
ee . 


ie bers sell Williamson fixtures is evidence 
as of the continuous fulfillment of this ob- 
os ligation. 

7a 


R. WILLIAMSON & CO. 
New York :: Chicago :: San Francisco 
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“CHARLIE” LAWSON 
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Neither one of these chaps wrote 
Pro- FAN - ity 


but they are both shorough/y familiar with it. 
Give them an excuse to talk to you about 


DAYTON FANS, 
DAY-FAN RADIO and 
DAYTON MOTORS 


We haven't time to go to the convention—though we 
like to play golf too. We have to stay at home and think 
up the stage setting. 

The Sales Department may do the talking and the golf 
playing but it can’t stop us from writing. 

Yours for a Hot Summer, 
THE ADVERTISING DEPARTMENT 





THE DAYTON FAN & MOTOR Co. 
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Call for Mr. Potter! 


—If you want information on our complete line of radio apparatus 
parts. 

E. F. Potter is in charge of our Radio Department, and while he 
is a radio engineer of wide experience, he and others of the Kellogg 
radio personnel are anxious to keep in touch with every advance 
in the field. 

We appreciate your problems and want to assist you wherever 
we can. 

Ask for E. F. Potter, Homestead Hotel. 


KELLOGG SWITCHBOARD 
& SUPPLY COMPANY 


JE DRAA Dy) ere 
CAA YA) aj! > 
OYAY q SS 

BOO IESE 


Mr Jobber " You want the greatest net profit, don’t you? 
* ° 


The other day, an advertising agent was telling about one 
of his clients. “He’s building his stuff in a shed,” confided 
the agent. Twenty-seven years ago*this April, The Kellogg Company were building their “stuff in 
a shed,” figuratively speaking. Today their factory covers over fourteen acres of floor space, 
filled with the latest, efficient and complete equipmentfor the production of telephone and radio 
apparatus. 


Many people do not realize that radio equipment is very close to telephone equipment. There 
are today over three million Kellogg transmitters, all of practically one type, in operation. There 
is perhaps but one other firm in the world that surpasses or equals that record. There are millions 
of Kellogg switchboard plugs and jacks in operation and these are almost identical with the 
corresponding parts in radio. 


There are today millions of Kellogg receivers in operation, practically all built the same as the 
Kellogg 69A head set which, for lightness in weight, ease in wearing, and superiority of service, 
has few equals, and no superiors when the total of its advantages is considered. We are receiving 
almost daily letters stating these facts. 


So, Mr. Jobber, when you consider the net profit to you of the line of radio apparatus which 
you are to handle, remember that these advantages of experience, the reputation of the product, 
the financial standing of the company, the personnel, the ownership (which is unchanged from the 
beginning) are all reasons why the reliabilityof its product means to you the minimum of sales 
expense, because it is sales expense which cuts down your commission and slows up your business. 


The man who sells radio apparatus, in many cases, has but limited technical knowledge of the 
equipment. While he may understand the parts he is selling perfectly, he has not the time to go 
into the subject deeply and follow up comparisons. Especially he has not the time, after the equip- 
ment is sold, to bother with various complaints, imaginary and otherwise, or with returned goods, 
because of the inability of new buyers to make them operate, and he cannot be responsible for the 
many things that may happen to a variometer, for instance, after it has left his hands. He cannot be 
responsible for loose wiring, or breakages due tocareless handling by novices, and other difficulties. 


Each one of these “after sale” troubles cuts down the profit. 


Kellogg radio apparatus is designed by experienced radio men based upon the latest knowledge 
of the art obtainable. It is built complete in the Kellogg factory of the best tested material that 
we can obtain for the particular service in which it is to be used. 


The service of Kellogg variable condensers, variometers, variocouplers, in their practicability, 
ease of installing, uniformity of operation, the degree of “selectivity” possible with their use, are all 
features that make them the most economical for distributor, dealer and consumer. 





With every Kellogg radio part, Use—is the test. 


See that your display cases contain a trial order of Kellogg radio parts. 
You will never be without them. Ask to see our Mr. Potter at the con- 
vention, or wire or write us immediately. 


KELLOGG SWITCHBOARD 


& SUPPLY COMPANY 
CHICAGO, ILL. 
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C. L. PEIRCE, Jr. ey WARREN M. HEIM 
Manager an at Assistant Manager 
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Greetings 


to the members 


of the 


ELECTRICAL SUPPLY 
JOBBERS ASSOCIATION 


from 


‘‘the makers of the Hardware 
that makes the Line” 


HUBBARD & COMPANY 
Pittsburgh Q Chicago 


The Hardware makes the Line There is a Peirce Specialty for 
Hubbard makes the Hardware. every Distribution requirement. 
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Greetings 








to 
. & J. A. 
on the occasion & 
of its eX: 
Fifteenth Annual 
Convention 


Chicago 
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a We — to Help You 


This year of 1923, $500,000 will be expended 
by the Edison Electric Appliance Company in 
national magazine advertising, newspaper ad- 
vertising, trade publicity and sales promotion. 


10,000,000 Hotpoint Messages 
Monthly To Your Market of 


Nearly 9,000,000 Wired Homes 


It is the kind of advertising and publicity that is daily creating 
consumer demand and acceptance fora quality product bearing 
the name HOTPOINT, which means service and performance 


in the home. 


It has a clientele of 31,000 Dealers throughout the United 
States, through which it passes to the consumer. 


It isa line that is easy to sell because it is half sold before it is 

shipped from the factory, due to the co-operation through ad- 

vertising, publicity and personal service rendered by the largest 
institution of its kind in the world. 


Chicago 
J. F. ROCHE 


Sales Promotion and Publicity 


0 ¢ 


Bed * 
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J. W. C. PRICE ALBERT WAHLE 
Sales Manager President 
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NINETY PER CENT 























(Px The Wahle plan of merchandising electric residential lighting fixtures 
[= through the electrical supply jobber is the only one of its kind which includes 
y “Y, a COMPLETE line of fixtures that will meet 90 per cent of the requirements 
Dal s of the electrical retailer. It does not include specially designed fixtures for 
SA public buildings, churches, etc., but it does answer all requirements for 
Op apartment houses and residences. 
~ J 
% 4 This is made possible only by the fact that Wahle fixtures are not the 
Zi > product of one plant but rather an association of factories each specializing 
ey in the production of a particular type of fixture. These plants, all recognized 
Y, j for their excellence of product, are: 
& — 
Cp 
fee Bayley & Sons. Robert Findlay Mfg. Co. 
Ve AN, Robert Phillips Co. Sterling Bronze Co. L. Plaut & Co. 
Ws 1 
(Gr Messers. Albert Wahle, president, and J. W. C. Price, sales manager of 
Vee the Albert Wahle Co., will be in attendance at the fifteenth annual conven- AE 
ex) tion of the Electrical Supply Jobbers Association to answer any questions e 3 
Te) relative to the Wahle plan and franchise. 4 is 
Ps 
Aa On page 119 of this issue of THE JOBBER’S SALESMAN will be 
14 found the graphic story of the acceptance of the Wahle plan thus far by 
if q the electrical supply jobber. Does it not speak volumes? 


ALBERT WAHLE COMPANY 


INCORPORATED 


224 FIFTH AVENUE 
NEW YORK CITY 
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ERNST G. APPLETON WALTER O. ROACH 
President V.P., Treas. and Gen. Mér. 


The biggest problem any 

company has to settle after per- 

= fecting its products is its mer- 

ns mtoad oe ge chandising policy, How shall 


quality—a stamp of 


merit appearing on all we distribute our products to 


products manufactured by 


the Roach- Appleton get the best possible results? 


Manufacturing Company. 
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The jobber as the channel 
through which to distribute 
‘““RACO” Products is a logical 


merchandising conclusion. 


— 


No less important is the close 
pepanitoana ich co-operation offered jobbers 
ina eae Who merchandiss “RACO” 

products. 
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\@y  M. MAGNUS MANHEIM 


: , 
Magnus Electric Co., Inc. laxe 
President 7 , 


New York 
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PHILADELPHIA BOSTON 


ST. LOUIS 
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MAGNUS ELECTRIC CO,, Inc. 


MANUFACTURERS OF 


WIRING DEVICES—WIRELESS APPARATUS 











AMERICAN 
INSULATED WIRE 
& 

CABLE COMPANY 


NATHAN T. BRENNER M. B. MERVIS 
President Secretary 
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“AMERICAN BRAND” 
WEATHERPROOF WIRE AND CABLES 


HAS NO EQUAL 


“AMERICAN BRAND” 


Weatherproof and Bare Copper Wire and Cables 


The Wire of Quality 


‘American Brand” stands for the 
utmost of principle in merchan- 
dising and unquestionable 
practice in manufacture. 


ENAMEL—COTTON—SILK 


and Solicit Your Inquiries 
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98% Are Cooperating— 


PPROXIMATELY 98% of the distributors of National 
Mazpa lamps who handle agency business are enrolled 

in our Four Star contest. They are cooperating with us to 
make some 8000 dealer-agents better lamp agents and, con- 
sequently, better retailers of every item that is in their stocks. 


The Four Star contest is built on the assumption that there 
are four basic methods which the dealer-agent can employ 
to increase his sales. First—He can use effective window 
displays. Second— He can employ store displays that remind 
customers of lamps. Third—He can talk lamps to every- 
one who comes into his store. Fourth—He can go outside 
his store after lamp business. No large agent can do more 
to increase sales—every small agent candoasmuch. Through 
our distributing jobbers and their salesmen we tell our agents 
exactly how to do these four things and offer him all the 
necessary working tools. 


This contest was initiated March first. Already more than 
3000 of our dealer-agents have been judged four-star agents 
and are entitled to a diploma of a Mazpa lamp spe- 
cialist. They and the others being reached by “the 98%” 
will continue to sell more. lamps and other merchandise long after 
the Four Star contest, as such, has been concluded. For this 
activity is fundamentally a big educational job rather than a 
temporary drive for more immediate sales. Incidentally 
several hundred jobber’s salesman—and their houses, too— 
will profit more, both now and later, for “98% are cooperating.” 


National Lamp Works of General Electric Co. 
Nela Park Cleveland 





Each of these labels represents a Sales Division equipped to give a complete lighting service. 


NATIONAL 
MAZDA LAMPS 


























ELA PARK, Cleve- 
land, is a “university 
of light” dedicated to im- 
provement in lamps and 
progress in the artof light- 
ing. It serves 24 factories, 
17 sales divisions, and 
15,000 dealers in the pro- 
duction and marketing 
of 98 million National 
MAZDA lamps annually 
for use in homes, offices, 
factories, stores, streets, 
railways, flashlights and 


automobiles. 


-— 


The Four Star contest is 
only one of many business- 
building activities that 
have eminated from Nela 
Park and have benefited 
the entire organization— 
manufacturer, distribu- 
tors and dealer-agents— 
as well as the ultimate 
users of light. 
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COMPLETE 
LINE 
WILL 

INCREASE 

YOUR SALES 





GENTLEMEN 


of the 


CONVENTION 


By concentration we have given you the largest 

and most dependable product to date. For your 
suburban buyers you offer three models in wood 
and coal and electric combination ranges. For the 
“low priced” gas trade you offer Gas and Electric 
Combination Ranges and The Standard Electric 
Range in forty models. For the discriminating 
home builder and apartment house owner you offer 
our Ventilation W all - 
Ranges—“T he Cooking 
Appliances Deluxe”’— 
Have your salesmen “lis- 
ten in” and learn about a 
“built in” range and let 
us show you why “people 
wake up to a cleaner, bet- 
ter article.” 

The value of your 
friendship was never & 
more appreciated and we 
wish you the greatest wis- 
dom in all your delibera- 
tions. 
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Don’t Lose That 


Business 


Bid trimming by contractor-dealers is los- 
ing business for the industry and profits for 


you and your customers alike. 


In the face of this situation every job- 
ber’s salesman has his work laid out for him. 
It consists of selling the idea of demanding 
installations as planned and specified. The 
contractor-dealer must be shown how to ex- 
plain his estimates; he must know how to 
overcome cut-rate competition; he must 
know the finer points of salesmanship and 
build a reputation for dependable work with 


quality materials. 


You, who call upon him, who know him 
intimately, are the men best suited for the 
job of driving home the truth of the situa- 
tion. Put the contractor-dealers on the road 


to more business and substantial profits. 


“Steel City’’ Products are of the highest 
quality. Large stocks in all the principal 
distribution centers and a conscientious de- 
sire to serve insures prompt deliveries. Sell 


your dealers “Steel City’’ Products. 


Clectric Ca 


PENNSYLVANIA 


Steel City € 


PITTSBURGH 








| How the Jobber Fits in 


Fixture Selling 
(Continued from Page 25) 


contrary, but we get it automatically 
after having rendered our service 
through the other channel.” 

Another point which is apt to puz- 
zle the manufacturer in any line is 
how best to utilize his own salesmen 
to the best advantage in working with 
the jobber and the jobber’s salesmen. 
Here is how the Williamson company 
does it: 

“Williamson salesmen do not work 
with the jobbers’ salesmen, but they 
have a plan that arrests the attention 
of the jobber’s salesman and forcibly 
drives home to him the fact that the 
Williamson plan means bigger profits 
for him. The Williamson salesman 
visits a certain town on the route 
worked by a jobber’s salesman. He 
werks the Williamson plan in this 
town, and for the purpose of illustra- 
tion we will say that he obtains busi- 
ness to the extent of $100. Then he 
will skip the next town, leaving it to 
be worked by the jobber’s salesman. 
The jobber’s salesman will perhaps 
obtain business to the amount of $10. 
Then the Williamson salesman will 
work the next town. Here again he 
obtains $100 worth of business, as 
against the $10 worth obtained, by 
the jobber’s salesman in the town in 
between the two towns worked by the 
Williamson man. 

“By this time the jobber’s sales- 
man is beginning to realize that the 
Williamson plan is workable—that it 
really is all that is claimed for it. 
He sells himself on the necessity of 
using the Williamson plan, because he 
has seen the business that he is over- 
looking. 

“This ‘skip-stop’ plan of going over 
a jobber’s salesman’s territory is vis- 
ible proof of the way the plan works 
out. Then the jobber’s salesman 
comes in and wants to know more 


about the Williamson plan. He is 
willing and anxious to learn.” 
The Williamson plan is not a 


seventh wonder. Like most big and 
really workable ideas it is, as they 
themselves express it, “disgustingly 
simple.” On this point Mr. Beatie 
savs: 

“Investigations made by the Wil- 
liamson company indicate that few 
of the older homes are properly light- 
ed. The fixtures were bought as an 
after-thought. More than likely the 
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Two-Way 





Your Customers can now get Com lete 
bens hy Aad Service ad YO 2 
make 
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re Profit selling Two-Way Plugs 


No matter what the kind of an appliance or 
whatever the character of socket or receptacle in 
use, there is for every customer a Benjamin 
Two-Way Plug for every purpose. 


And while any ,of these 


BENJAMIN 
Two-Way Plugs 


may be used for many purposes, each plug pos- 
sesses some exclusive Benjamin feature that 
makes it peculiarly adaptable for some special 
purpose. 

Increase Your Profits on 

Two-Way Plugs 

By assorting and combining your purchases of Two-Way 
Plugs from this group you can easily secure the maximum 
quantity discounts. 
Write or wire our nearest office for full information. 


BENJAMIN ELECTRIC 
MFG. CO. 


847 W. Jackson Bivd., Chicago 
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W. 17th St. 580 Howard St. 
Pl u for i York - aati San Soantioee 
every purpose | cmeenseneacts 
as. 
DUOLET—Smallest and lightest of Two-Way == Ose ee as 
Plugs. Rugged, Sturdy and Good Looking. Molded me 
Body, Brass Trim. Takes shade holder. j |} 44 
LOCALET—Lamp outlet is straight down, with bead for << — 
shade holder. Swivel plug end permits side outlettobeturned (. f*e""° (>! 3 f, j k 
in any direction. ot Foss te 


LOCATAP- Side outlet takes standard cap. Swivel plug per- 
mits side outlet to be turned in any direction. Brass shell has 


bead and thread for standard shade holder. 


Other Benjamin Two-Way Plugs are No. 

955, the Adjustalet, which converts a single 

socket stand lamp or pendant into a double 
socket, pull chain fixture; the No. 942, the 

Twin Plug Socket, which is for those re- } 
stricted places where a two-way plug must Sa 
lie close to the wall; No. 292, the Chain 

she which is a arcing d ye 
pulf chain, itting the light 
to be quae on: or off without 
disturbing the connected appli- 


ance. 


—, ELECTRIC SHOP-—=y I) 
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Painting the Lily 


To say that Denzars add beauty to the 
wo Pe Poehlmann Brothers Company _ store, 

i smilies where every bud and blossom abounds in 
— beauty would be akin to painting the lily. 
% But a beautiful interior is not the first 
“Wigs requisite of this busy establishment at 163 

. North Wabash Avenue, Chicago. Every 
day thousands of dozens of cut flowers are 
received from this company’s enormous 
greenhouses and a truck load of roses 
that must be sorted, counted and wrapped 





Wherever you go, whether 
to church, club, office or 


eee aad nes is but a mere incident. Here, ample, 
= oe well-diffused, glareless illumination that 
es eee oe will speed up the handling of such 


for sales—and let the 


perishable and fragile goods is absolutely 
essential. 

To obtain this the Freeman-Sweet Company of Chicago installed 
10 No. 1'4 Denzars on the main floor, illustrated above, and 13 
No. 101 in the basement. And the business of Saying it with 
Flowers, in a wholesale manner, proceeds with modern day 
rapidity because ample illumination is provided in every nook 
and corner. 

This and preceding Denzar advertisements have shéwn you how modern 
business methods depend on good lighting. They have illustrated the wide 
application of Denzar in the commercial field and have suggested the types 
of commercial houses where your dealers can make Denzar sales. 

If your house isn’t jobbing Denzars and you are not talking Denzars to 
your dealers both of you are missing the opportunity that other jobbers 
are profiting by. Because Denzars are assembled and packed complete 
in strong shipping cartons that are as easily handled as any commodity 
handled in original packages. An order for 10 Junior Denzars means 
stenciling 10 cartons weighing 12 pounds each, sliding them onto your 
truck, and checking the order. Unpacking, repacking, breakage, lost 
parts, etc., etc., are unknown in the jobbing of Denzar. Begin now to 
“Notice the highting Equipment” wherever you go because the jobber is 
a factor in the distribution of Denzar. 


BEARDSLEE CHANDELIER MFG. CO. 


218 S. Jefferson St., Chicago, Ill. 


world know that they 
sell Denzar. 














house was wired long after it was 
built, and the original ‘fixtures’ sim- 
ply consisted of a lamp on the end of 
a cord, with perhaps a saucer-shaped 
shade. Later on as better fixtures 
were placed on the market different 
rooms were fitted up with new fix- 
tures, with no thought of any general 
scheme. One member of the house- 
hold bought fixtures for one room, 
then later another member saw a fix- 
ture that pleased his or her fancy and 
another fixture was purchased. In 
this way the average home lighting 
is nothing short of an atrocity. 

“With this knowledge the William- 
son salesman visits the dealer. He is 
told what can be done, and of course 
promptly doubts it. It is the sales- 
man’s first job to ‘unsell’ the dealer 
on old ideas of selling lighting fix- 
tures. To do this the salesman goes 
direct to the homes and the first home 
he calls on is probably miserably 
lighted. Drawing on his knowledge 
of lighting he asks permission to in- 
stall fixtures, say in one of the bed- 
rooms. Fixtures that properly light 
the room, and harmonize with the fur- 
niture and draperies are installed on 
approval. This plan is followed out 
in a number of homes immediately 
surrounding the dealer’s store. 

“But the work with the dealer 
doesn’t stop here. He must be thor- 
oughly sold on the Williamson idea 
of pricing. He must be convinced 
that volume is the answer to profits, 
not high mark-ups. He must be ‘un- 
sold’ on the idea that the big market 
for fixtures is in new buildings, rather 
than in old homes and buildings which 
are at present improperly  illumi- 
nated.” 

“Summing up my program,” says 
Mr. Beatie, “I can only say that our 
plan demands that our men do not 
under any conditions solicit business 
for the sole purpose of increasing our 
sales. We understand our business, 
and teach our salesmen as thoroughly 
as can be taught. We don’t teach 
them just fixture business, but we 
teach them merchandising of fixtures 
as it pertains to the dealer and to the 
consumer. We teach them the abso- 
lute necessity of serving a dealer only 
as they would be served if they were 
the dealer. We teach them to go into 
a dealer’s shop, analyze his particular 
condition and analyze his environ- 
ment, and then make their deductions 
honestly, regardless of whether or not 
it would involve any Williamson -fix- 
tures. 
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Illuminating Glassware 
at a Lower Cost to Y ou 


OST of the materials used in the making of illuminating 
glassware are within easy reach of Chicago—this is the 
source of supply. 


So it does seem rather needless for glassware to be made at dis- 
tant eastern points. 


It means freight eastward on raw materials and freight westward 
on the finished products and the accompanying breakage and 
delays. This must be added to the cost but adds nothing to the 
value of the merchandise. 


Inland Illuminating Glassware is made in Chicago, the savings 
in freights and breakage is expressed in its lower cost to you. 


The savings of delays insure you of prompt—on time 
ised delivery and service. 





as prom- 


This is the second point of advantage in the Inland Glass 





Co.’s policy—service. The first point “a definite and fixed 


sales policy which protects the trade.” 


An expression of interest from you will bring our 
illustrated catalogue and our. policies in detail. 


inland Glass Company 


Chicago. IIlinois 
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aw THIS WILL 


INTEREST YOUR 


CENTRAL 
STATION 
CUSTOMERS 

















How this campaign was or- 
ganized and carried to such 
immense success is told in a 
brief prospectus which we 
have prepared. It gives all 
the facts and figures. Sent to 
any Jobber or Jobber’s Sales- 


man, free on request. 


The “Red Spot’’ material 
was sold to the lighting com- 
panies through an electrical 
jobber, whose orders to date 


exceed 10,000 units. 


This success can be dupli- 
cated by YOU. YOUR cen- 
tral station customers can do 
as well and YOU can reap the 
profit. All you have to do is 
tell them HOW to start and 
carry on the Wakefield 
Kitchen Lighting campaign. 
The prospectus gives you the 
“dope.”’ Write for it. 





3999 


of these Wakefield 
“Red- Spot” Kitchen 
Units were sold and 
actually connected to 
circuit in 30 days, in 
seven small Ohio 
cities where there 
are altogether only 
32,000 residential 
users of electricity. 











The F. W. 


WAKEFIELD 


BRASS COMPANY 
ELBERTA STREET 
VERMILION, OHIO 


Factory Warehouse Stocks carried at 910-912 


Howard St., San Francisco, and 236 S. San 
Pedro St., Los Angeles, by Geo. A. Gray 
Company, Pacific Coast Representatives. 














Humor in Inventories 
(Continued from page 18) 


trical come and go. The arc lamp had 
become quite a commercial proposition 
in the early days. I remember how I 
used to play ball under its brilliant 
rays, and many a curve I learnt, after 
business hours, underneath the arc. 
Yet I have seen it pass into oblivion 
save for a few purposes. The carbon 
lamp is going the same way after an 
existence of over 40 years, yet it was 
a perplexing article in the early days. 
When an order was taken for incan- 
descent lamps it was necessary to as- 
certain the kind of base fitting, 
whether Edison, Westinghouse, 
Thompson-Houston, U. S. and a few 
others. This variety of bases had 
its counterpart in sockets, receptacles 
and plugs, resulting in parallel lines 
of similar devices. But strange as it 
may now appear, the ‘Thompson- 
Houston base, in this locality at least, 
had the greatest demand. The Edison 
base was finally standardized, and a 
grateful farewell was said to the fam- 
ilies of Thompson-Houston, Westing- 
house and the others. Standardiza- 
tion has been the aim of manufactur- 
ers ever since; hence we are witness- 
ing the passing of Pringle and Chap 
man receptacles, two old favorites, to- 
gether with a variety of types too 
numerous to mention, all of which are 
rapidly giving way to those of the 
Hubbell pin type design, so largely 
manufactured at the present time. 
Few recall the “Window Tapper,” 
which represented a man, carved out 
of zinc, and holding between his 
thumb and forefinger, a piece of iron, 
with which he tapped on the window. 
This device “died”? when an enterpris- 
ing contractor took the gong of a box 
bell and accomplished the same result. 
Link cutouts passed out of use, and no 
fixture was supposed to be complete 
unless it had a “bug” cutout. The 
General Electric Co. produced: a pull 
socket with a “string” years before 
the genius of Harvey Hubbell con- 
ceived the idea of using a chain, thus 
revolutionizing the socket business. 


Yes, I was pitcher on the Electrical 
Supply Jobbers Association team. As 
is the custom, the association holds 
conventions all over the country, and, 
season permitting, the jobbers usually 
play the manufacturers. In_ those 
games I was the boxman, and had 
many a hard fight to pull through a 
winner. When a convention was held 
at Niagara Falls we were certain to 
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Put your wires on the 


Whether the building 
is a new one or an old one 


surface with 












































































































582 | mon 500 
” FEMAL 2 WIRE CONDUIT 
| WiIREMOLD CONDUIT |... 
! 
| U3! Because— 7 
sso| (ts , | so 
NR Wiremold Conduit costs less to coursine 
i buy and is easier to install— 502] D 
551 BUSHING 
nite a toven Surface wiring is always acces- sos} C0) 
550 sible— — 
Suainen cae 504 of Xo 
) Outlets may be located exactly ee 
549 TN 
seman where wanted— all 
2 <> ; 
en or AA complete Wiremold system sos| 
CANOPY BASE " CONNECTION COVER 
3381 > may easily be altered, extended ve ges 
rorrdat 00x or transferred from one part of deansctiee 
537| Ge | the building to another— a ey» 
oa Wiremold Conduit makes a a Pa 
COVER FoR NOSS7 38 sturdy, good looking job. a5"Flat ELBOW 
533 515 mm P 
532 & Write for complete information, catalogue and sample 516 > 
THE cross 
a AMERICAN WiremorD ComPANy s17| O~S 
COVER — 3 HartTFeoro.Conn . 3 INTERNAL ELBOW 
527 c= Also makers of WIREDUCT the Guaranteed Loom that comes A- Coil-to-a-Box. 518 AX 
dy 526 > 525] Gs) [524 ar 523), 522 SD 52! D 519 
“CONTACT BLOCK RECEPTACLE RECEPTACLE BASE WSserte. salience: ‘tne eseisscamteazsabnns CORNER BOX 
































THE JOBBER'S MJSALESMAN 











“‘Guardians of 









Electric Service” 














Sell Safety and Service 


Jobbers salesmen who sell the 
Circle ““T’’ Safety Switches sell 


more than just switches. They sell 






safety and service. Circle ““T” 





Safety Switches are absolutely 






100% safe to use and their su- 






perior construction gives them un- 





usually long life under any condi- 





tion of service. 







The Circle “T’’ Line is com- 
plete. For every type of load 
there is a Circle ““T’’ Safety Switch 
which will give guaranteed per- 








formance and prove exacting 





qualifications claimed for it. 





Learn more of this line and talk 






No. 81321 it to your trade. Send for Bulletin 


Type “A.” Safety Motor 

Starting Switch with In- No 4 

crease Time Protective " i 
Plugs 


1,170,000 Homes to 
Be Wired in 1923. 


Think of the vast market to be opened up this 
spring for Meter Service Switches. 1,170,000 homes 
will be wired—your dealers are going to sell the 
Meter Service Switches for these jobs. Are you go- 
ing to get your share of the business? 





















Don't pass it up—get your and the other fellow’s 
too. 


Talk Circle ‘‘T’’ Meter Service Switches to your 
dealers—sell them on this line. The Circle ‘*T’’ is 





. Meter Service 
safe to use and easy to sell. Send for Bulletins 51W co gs” Abide 
and 4W. ized Type, with 

Meter 


Tue Trumputyt Evectric Mec. Co., 
PLAINVILLE, CONN. 








New York Chicago Philadelphia San Francisco 
114 Liberty St. 2001 Pershing Road Boston 595 Mission St. 
OEE 
| “Guardians of Electric Service’’ 











cross bats with the manufacturers, 
and with Perey Oblinger (president 
of the Indianapolis Electric Supply 
Co.) as back stop, we went at it tooth 
and nail. Sometimes they hit me 
hard, but then.Percy would pass the 
high sign down the line, and we would 
have them “swinging like a gate.” I’m 
still in the ring, feel as strong as ever, 
and Percy is holding his own in 
Indianapolis. 

Let us hope that the present year, 
despite abnormal conditions at home 
and abroad, will bring about a bright- 
er outlook, set things to rights, and 
favor us with a good volume of busi- 


_ ness, or, at least, enough to go around. 


Organizations have done good work 
along educational lines to bring busi- 
ness into a healthier condition, not in 
an attempt to discourage destructive 
competition but to urge doing business 
on a business basis, as is so plainly 
recommended by the Federal Trade 
Commission itself. The Code of 
Ethics, adopted by the Electrical 


Supply Jobbers Association, and so 


| brilliantly set forth in your January 
| issue, has many salient features that 


| 
| 
| 
| 
} 
| 
i 


could well be digested by most job- 
bers and serve as an aid in the con- 
duct of business that would bear 
fruitful results. 













Frank S. Price 


(Continued from page 23) 


_ filled-in land) where, on that memor- 
_able night of December 2, 1773, the 
_ liberty-loving men of Boston struck 


the first blow for freedom. 

The company bears the distinction 
of being the oldest electrical supply 
house east of Chicago 

In 1913 Frank S. Price was elected 
president, Charles B. becoming chair- 
man of the board of directors. 

The thing which will perhaps most 
impress the person who meets and 
talks with Mr. Price for the first time 


is that he is a kindly man. By that 





is not meant that he is easy-going 
—far from that. But his is the 
friendly eye—the eye which can be 
firm but at the same time compassion- 
ate. The expression verges on sad- 
ness but those who know him know 
that back of it all is a strain of dry, 
Yankee humor. He is a New Eng- 
lander, born and bred and possessed 
of that culture and refinement of 
manner associated with the real Bos- 
tonian. Above all he is modest. 

He is somewhat of a hunter and a 
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Has it — ? 








Pull it apart ~see~-insert new core 





amd san 42% of the cost of meur frluug 


The trade praises it more highly than would seem becoming of Hart & 
Hegeman. Such fine words on superior merit can only come gracefully 


from the trade—and from users of the plug. 


Those who have seen the plug, indeed can see no other. Those 
who have seen the picture, seem to grasp the fact of a great 
advance in fuse plug design. 

Straight, porcelain sides, giving a grip safely removed from all metal. 
Solid porcelain top (7%-inch diameter), giving more finger-room between 
plugs in a cut-out. 

No cloudy mica “window,” but a pull-out core that shows the fuse, unob- 
structed. If the fuse has blown, slip in new core or refill. Save the 
holder; use it over and over. 


Save, by this method, 42% of the cost of a new plug! é 


Same PRICE as Ordinary Plugs 


The new features have made a plug worth 
more, without making it cost more, as you 
see from the table on the right. 

We’ve sent samples to most all jobbers, dealers 
and contractors we could reach. If you haven't 


received yours, by all means write for it. It’s free 
—only waiting for your address. 


THE HART Go HEGEMANMrFcCo: 
hed HARTFORD. CONN. 








Complete 


No. 


Complete Plug 7c List 
Refills 4c List 


Rating Core No. 


66-327 3 Amp 
66-3/9 6 Amp. 
66-331 Amp 
66-333 12 Amp. 
66-335 15 Amp. 
66-337 20 Amp 
66-339 25 Amp. 
66-341 Amp. 
Schedule “F”’ 
Std. Pkg. 
500 


Carton Quantity 
50 
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PEIRCE 
FORGED STEEL PINS 


—are forged from a solid bar of 
open hearth steel—every pin 
must be uniform in strength and 
dependability. 


The resilient spring thread, 
with which Peirce Pins are 
equipped, acts as a cushion and 
adds life to insulators by elimi- 
nating porcelain fatigue. 


For every job, no matter how 
exacting the requirements may 
be, you can safely recommend 
Peirce Pins. 


HUBBARD & COMPANY 


PITTSBURGH—CHICAGO 














Made in Canada by N.SLATER CO. LTD. 


Hamilton, Ontario. 




















number of splendid game heads adorn 
his office, and his hunting grounds ex- 
tend as far as the Rockies. 

Chronologically, his history is this: 
Born in Salem, Mass., Nov. 8, 1875. 
Educated at Dummer Academy. 
Went from school to the Pettingell- 
Andrews Co. Still with the Pettin- 
gell-Andrews Co. The information 
embodied in this last paragraph, by 
the way, is just about all that could 
be elicited from Mr. Price during a 
full hour at lunch, in which time he 
talked of anything and everything but 
himself. 





Five Ways the Customer 
is Always Right 
(Continued from page 15) 


specialist in the broadening of life, 
and his store as a center of service 
and information, a place in which 
may happen almost anything to their 
benefit. 

This tendency has grown until 
every retail business is constantly 
adding sidelines. Some of these may 
prove unprofitable and are dropped, 
but others of themselves grow into 
separate “‘lines,’ and then into de- 
partments. Under separate ‘ super- 
vision, they often grow into a tidy 
retail business of themselves, or en- 
tirely change the character of the 
store. 

On one side of a certain city street 
rents are twice as high as on the 
other, because the crowd uses that 
side for some reason, and the other 
is almost deserted. A printer set up 
shop in a cheap basement store on 
the deserted side. Having more 
space than he needed for his type 
and presses, he added a stock of sta- 
tionery. This was more profitable 
than printing. He added a little 
stock of baseballs, bats, gloves and 
masks. These did better than sta- 
tionery. When the baseball season 
was over, he added footballs, then 
skates. Girls came in for skates as 
well as boys, then grown people. To- 
day, he is no longer a printer or sta- 
tioner, but has a prosperous sporting 
goods shop. Out of an experimental 
sideline, managed as a department, he 
has developed a business which draws 
people over from the crowded side of 
the street. 

The retailer’s “line” today is any 
combination of merchandise that the 
greatest number of people in his lo- 
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Bigger Fan Profits This Year 


Y OUR Dealers can make a bigger profit this year if you help them push 
their fan business and standardize on Dayton Fans. 


There are 102 different Dayton Fans and each one is easy to sell. 


There is a unique window display for Dayton Fans this year and many 
other valuable Dealers’ Selling Helps. Dayton Fans are well known and your 
Dealers have been selling Day-Fan Radio apparatus. There is a liberal discount 
for both Jobber and Dealer. 


Ask for your copy of 
Pro-FAN-ity 
and 
Push Your Fan Sales 


The Dayton Fan & Motor Co. 


Factory & General Offices 


Dayton, Ohio 
Established 1889 


DAYTON MOTORS DAY-FAN RADIO 
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cality want, and departmentalized, so 
that each kind of merchandise is han- 
dled as though it were his only line. 
Merchandise and the public’s needs 
are constantly changing, so the fore- 
sighted merchant never hesitates in 
adding experimental sidelines, some 
of which prove profitable. 

This view of retailing is even more 
helpful to a merchant’s salespeople 
than himself. For each division of 
merchandise in a departmentalized 
stock is an individual opportunity for 
some employee. When he understands 
both how the old-fashioned lines grew 
| up and why they are now disappear- 
| ing, he will be in a position to give 
| better service to customers. And this 
| viewpoint, applied both to customer 
_and merchandise in his daily work, 
will eventually transform him into a 





| merchant, 

| Fulton Electric Pushes Fixtures 

_ In line with the widely created 
interest on the part of jobbers in the 


| sale of lighting fixtures, the Fulton 
| Electric Co., Atlanta, Ga., recently 
| took on the Edward N. Riddle Co. 


| line of fixtures for distribution in its 
territory. 





The beginning of Duncan publicity dates 
back to 1902. Since that time the merits 
of the Duncan Line of Meters have been 
exploited to central station executives and 
meter superintendents. 


The jobbers’ salesmen who have a thor- 
ough knowledge of this line of meters are 
better able to put across its sale. 


The Duncan A. C. Watthour Meter 
Model M2 will operate on loads 15 per 
cent above capacity with its upper bearing 
removed. Their dependability and accu- 
racy of measurement of current are other 
points of superiority over other meters. 


More than 20 years of “know how” built 
into each meter. 


Learn Duncan A. C. Watthour Meters 
that you may “cash-in” on Duncan pub- 
licity the better. 


No, gentle reader, the sign refers to the 
DUNCAN ELEcTrIC Mc. Co. cea henn fe a gm ming 
LAFAYETTE INDIANA will note, is nursing a mail order that had 


come out of his territory. T. J. Riley 
Builders of Electricity Meters since 1902 didn’t think his fedora would look well in 
the picture, while J. D. Bookman has as- 
sumed his customary pose. of hugging 
himself. That ought to identify the boys 
for you. 
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Buy for Value Alone 


The three jobbers who distribute the largest editions of electrical supply 
catalogues in the United States have already closed contracts with Donnelleys 
for the building of their forthcoming general catalogues. 


Their orders have been placed on the basis of value alone. 


Since there is so close a relationship between your catalogue and your sales 
and profits, can you afford to employ less than the best? 


With competition in the selling of electrical supplies as keen as it is, can you 
afford to let any other consideration than merit alone govern the choice of 
vour catalogue? 


The new series of Donnelley electrical supply catalogues is a part of the gen- 
eral programme that we started four years ago when we brought out our 
present series of auto accessory catalogues, built on the Donnelley Unit Com- 
pilation Plan. Catalogues built on this same plan are now available for 
jobbers of mill supplies, electrical supplies, and plumbing supplies, and the 
experience gained through making more than 1,000 supply jobbers’ catalogues 
is embodied in this new series. 


The Donnelley leadership in the various supply catalogue lines has been built 
and maintained year after year on the only basis that would make such con- 
tinued leadership possible—making the best catalogues and selling them at as 
close a price as such catalogues can be built. 


With this sort of catalogue is included the kind of dealing that makes the 
majority of the Donnelley supply catalogues repeat orders season after 
season. 


Would you like to be served on this basis? 


A member of the Donnelley catalogue organization will be glad to go over the 
matter with you by appointment. 








R. R. Donnelley & Sons Company 
Jobbers’ Catalogue Department 


731 Plymouth Court Chicago, IIl. 
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Distribution of Radio Products 


A vital consideration confronting 
the radio trade today is the question 
of the proper trade channels for the 
distribution of equipment. 
There are many angles to this ques- 
tion, but that of the position 
of the jobber unquestionably 
demands first attention. No 
industry can become stable 
until there are clearly de- 
fined channels through which 
its products reach the con- 
sumer. 

In recent years there has 
been much discussion regard- 
ing the economic need for 
the jobber in our industrial 
structure. The arguments for 


radio 


and against are too long to 
but 
services in respect to sales, 
collec- 


be discussed here, his 


distribution, credits, 
tions and service are so im- 
portant to the radio industry 
that there seems little doubt 
that he fills an economic and 
therefore permanent place in 
the radio industry. The most 
important fact, is, however, 
that this position must be 
determined promptly, and the 
trade channels then selected 
must be recognized and used 
by the entire industry if the 
stabilization process is to be 
hastened. 

The jobber’s history in the radio 
business may be boiled down to the 
following: Last spring, under con- 
ditions of public clamor found him 
loaded up with apparatus, 
hardly worthy of the name—result a 
black eye. Last fall found him scep- 
tical and running close to the wind— 
great caution on the part of both 
jobber and dealer; next stage found 
the public coming back as_ stable 


some 


By DOUGLAS A. GRAHAM 


Secretary, Dayton Fan and Motor Co. 


buyers and the jobber developing 
business, but cautiously. 

This summer we believe that the 
jobber, having gone through these 
stages, will sit down and sum up the 


Douglas A. Graham 


whole situation carefully. This fall 
he will fully settle upon his plans 
and we expect that during the com- 
ing year the electrical jobber will 
be found to be the main distributor 
of radio equipment. 

There are now some radio supply 
houses. The strong, high-grade ones, 
will change their organization and 
develop into specialty houses major- 
ing in radio but handling electrical 
appliances. They will be compelled 


this because radio alone—a 
proposition handicaps 


to do 

“one-line” 

them. ; 

The weak radio house will drop 

by the wayside. Likewise, the 

strictly hardware wholesale 

houses will give it up. Radio 

does not fit in their case un- 

less they have an organized 

electrical division and an 
electrical sales force. 

A strong bidder for the 
wholesale radio trade will, 
however, be the automotive 
supply house, because the 
seasonable nature of radio— 
heavy winter and light sum- 
mer—fits in well with the 
automotive line. 

The logical 
however, is the electrical 
supply jobber. And if he 
will get back of radio he 
will find that the legitimate 
manufacturers will come to 
him. 

The first essential of good 
radio apparatus is its design. 
This requires real engineer- 
ing ability, and the number 
of real radio engineers (as 
distinguished from operators 
and experimenters) is sur- 
prisingly small. Combined 
with this requirement is the 

necessity for proper facilities for 
manufacture and again a distinction 
should be drawn between “manufac- 
turing” and “building,” as it is this 
difference which has made Ameri- 
can manufacturing methods the envy 
of the world. Both of these essen- 
tials are qualifications of the radio 
manufacturer and it is those manu- 
facturers that are equipped with 
plant, engineering staff, capital and 
proper management who will make 


wholesaler, 
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GIBLIN- 
REMLER 


Maximum Inductance. 


COILS 


Minimum Distributed Capacity for a given 


number of turns 





Maximum Selectivity of 
tuning. Maximum signal 
strength and a minimum 


of Interference 


Reducing Interference 
to a Minimum 


HE special form of winding used in the 

Giblin-Remler Coil results in maximum 
inductance, minimum distributed capacity and 
minimum high frequency resistance for a given 
number of turns of wire. These are the three 
features essential in obtaining the highest de- 
gree of selectivity. 


A sharply tuned circuit is one that has an ex- 
tremely low resistance to a current of the par- 
ticular frequency to which it is tuned, and a 
high resistance to currents of all other fre- 
quency. In any receiving circuit there are two 
kinds of resistance—one, the straight high fre- 
quency of the coil, and the other, the resistance 
caused by the impedance of the coil and the 
condenser used with it. The first remains 
fairly constant over a small range of wave 
lengths. The second resistance is zero at one 
particular wave length and increases as the 


wave length varies in either direction; hence, 
it is easily seen that when the inductance of 
the coil is extremely high in proportion to the 
high-frequency resistance, which is the case 
in the GIBLIN-REMLER COIL, the circuit 
in which it is used may be made to have prac- 
tically no resistance to signals on one particu- 
lar wave length, and yet have a proportionally 
high resistance to signals on all other wave 
lengths. This condition, which is always ob- 
tained in circuits using the GIBLIN-REM- 
LER COIL results in a SHARPLY TUNED 
CIRCUIT, that is, one giving MAXIMUM 
SIGNAL STRENGTH on the desired wave 
length, with a MINIMUM OF INTERFER- 
ENCE from signals on any other wave length. 


Write for Bulletin S, giving complete infor- 
mation, table of constants and prices on Gib- 
lin-Remler Coils. 


REMLER RADIO MANUFACTURING COMPANY 


Factory and Home Office 


248 First Street, San Francisco, Cal. 





Eastern Sales Office 


154 W. Lake Street, Chicago, Ill. 














THE JOBBER’S 


ww 


as 
M| SALESMAN 





the radio equipment of the future. 
The industry economically 
support the thousands of so-called 
manufacturers. The first step to- 
wards stabilization must be the sift- 
ing process which will eliminate the 
non-essential manufacturer, who' is 
of no fundamental help to the indus- 


cannot 


try. 


This is a very important point for 
the jobber to bear in mind. 
who buy from such sources are de- 
laying the coming of stable condi- 


Thoss 


tions and running great risk of be- 
ing caught with obsolete stocks as 
the demands of the public become 
more and more critical. 

Still another vital matter requir- 
ing attention is the stabilization of 
prices. This does not mean _ price- 
fixing or any attempt at such a prac- 
tice. It means the recognition of the 
proper division of the total cost of 
distribution so that the trade may be 
uniformly sufficiently recom- 
pensed for its part in the 
When that is done, each class of the 
trade can buy normally, without fear 
of unfair competition. Price stabil- 
ization is not an independent prob- 
lem, as it is inseparably connected 
with the other factors already dis- 
cussed. When - the non-essential 
manufacturer is eliminated, and the 
trade channels are clearly defined 
and intelligently used, then, and not 
until then, will prices become stable. 
It is the last number on the program, 
and its advent will mark the passing 
of the development stage and the 
normal, 


and 
work. 


inauguration of safe and 
profitable conditions in the radio in- 
dustry. 

As to the future demand for radio, 
some would have us believe that it 
the while from other 
authorities the assured state- 
ment that 
popular. The most important market 
for radio apparatus is undoubtedly 
the general public for personal use, 
and only by considering the appeal 
of radio to the natural human 
stincts can reliable opinion be formed 
as to the future of this industry. 
Let us consider the appeal of radio 


is on wane, 
comes 
was more 


radio never 


in- 


in these terms. 


Radio appeals to four fundamental 
instincts of the average person. The 
first of these is curiosity and we all 
know how strong this instinct is in 
most people. This appeal is of a 
temporary nature only and is, there- 
fore, of least importance in consider- 


ing the future of the industry. Its 
greatest importance lies in its stim- 
ulating effects on sales during the 
next few years. _ 

The second instinct to which radio 
appeals is the desire for knowledge 
and general information which can 
be obtained with little personal effort. 
Please note the emphasis on this last 
requirement as most people arc not 
willing to put forth the necessary 
effort to obtain the information that 
they would like to have. It is this 
instinct which makes prosperity for 
the sellers of classical book libraries 
to people who want the information 
but who never open the books. It is 
this same instinct which has caused 
a great increase in the enrollment in 
the university radio extension courses 
over previous enrollment in similar 
text book courses, for radio instruc- 
tion requires no effort on the part of 
the student. Radio has great pos- 
sibilities for public instruction’ and 
this function is even now being de- 
veloped to a gratifying extent. 

The third instinct to which radio 
appeals is the desire for entertain- 
ment. Perhaps there are no people 
in the world as eager for amusement 
as we it will 
cease to be a source of wonderment 


Americans and never 
to see the lines in front of our thea- 
tres even during times of greatest 


Radio 


strongly to this seemingly unsatis- 


depression. appeals very 


fiable appetite for amusement and, 


with the almost unlimited possibil- 
ities of broadcasting entertainment, 
this appeal is unquestionably one of 
a permanent nature. 

The fourth and perhaps the most 
important appeal of radio is to the 
desire to improve business conditions 
and thereby to make more money. 
This does not mean the general com- 
mercial use of radio as this will 
hardly effect the buying inclination 
of the general public. It means the 
possibility of personal gain by the 
broadcasting of market and general 
business information which helps the 
individual in his own personal affairs. 

Considering the future of radio 
from this angle, it seems logical to 
conclude that any commodity which 
appeals so strongly to the four hu- 
man instincts of curiosity, aspiration 
for easily obtained education, love for 
entertainment and desire to 
more money, is bound to 


permanent place. 
* * * 


Radio Directs Tunnel Work 

At radio receiving stations over 
the Kaiser Range in the 
Nevada mountains orders 
ceived from headquarters directing 
the work of 500 tunnel workers on 
the Southern California Edison Com- 
pany’s hydroelectric development 
project. The entire program called 
for 5000 men including the 500 work- 
ing on the upper end of the long 
tunnel. 


make 
find a 


Sierra 


are Fec- 





This picture shows a very compact type of crystal set built like an ordinary desk 


telephone. 
can be seen in the picture. 


The tuning coil is in the vertical part of the instrument and the slider 
This is the latest invention of a Chicagoan and is being 


used in a news photo office to get information first hand for news transit; also, one 
of the largest hotels in Chicago rents them to its guests.—Swastika Photo. 
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REGISTERED lle U. Se BAT. OFF. 


PERFECT FILAMENT CONTROL 


is now adapted for all detector and 
amplifier tubes and affords the same 
wide range and noiseless control for 
all tubes now on the market as was 
formerly obtained for only % and 1 
ampere tubes, 

The new Bradleystat with the black 
top is equally efficient for UV-199, 
WD.11, WD-12, UV-300, UV-301, 
UV-301A or any other tube you 
may sell. 





The distinguishing mark of the new Bradleystat, which is good for all 
tubes, is the black top. Sell your customers the black top Bradleystat 
and you will sell them perfect filament control for any tube in your store. 


The black top is completely insulated from the battery circuit and can be 
mounted on the metal shielding without further insulation. 


The new black top Bradleystat requires no extra resistance coil for low 
current tubes and can be used without change for high current tubes, 


An Added Feature 


The adjusting screw enables the Bradleystat user to 
regulate the setting of the internal cut-off switch. 


sti 



































THE PRICE IS $1.85 


In spite of the increased range of the black top Bradleystat, the 
introduction of the insulated mounting and other valuable features, 
the price of $1.85 is still unchanged. At this remarkably low 
price the Bradleystat has outstripped every other radio rheostat 
for low price and high quality. 





BEWARE OF IMITATIONS 


The old Bradleystat is used in hundreds of thousands of radio sets, 
today, for 4 and 1 ampere tubes. Asa result many attempts have 
been made to imitate Bradleystat performance, but without success. 


The new tubes rep a Bradleystat of higher resistance. The black top 
Bradleystat provides this extra control. Order the black top Bradleystat, 
today, from your jobber. 


Co. 


Electric Controlling Apparatus 


492 Clinton Street 





Manufacturers of Graphite Rheostats for Over Twenty Years 


Milwaukee, Wis. 
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BROCKWAY | 
VARIABLE 
CONDENSER 


The Brockway will prove the fast- 
est selling part any jobber could 
stock. 

It's easier to adjust, occupies no 
space behind the panel, low resist- 
ance and pleasing appearance. 
Write for jobber proposition and 
other information. 


BROCKWAY LABORATORIES 
COMPANY 


Toledo Ohio 


BE A BOOSTER 





Tell Your Friends 
About 
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YOUR TRADE IS ASKING FOR 


E R BINDING 


POSTS 


Ensign oonpre 
Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 
Write for bulletin 13. 


Ace 








THE H. H. EBY MFG. CO., PHILA., PA. 








Fundamental Principles of Radio 


Communication 
By C. M. JANSKY, Jr. 


Assistant Professor of Electrical Engineering, University of Minnesota. 


[To handle the sale of radio equipment necessitates an understanding of the 


practical applications of the theory on which it operates. 


With that pur- 


pose in view, THe Josper’s SatesMan is publishing a series of articles by 
Professor Jansky, who is a recognized authority on the subject and who is 
again a member of the U. S. Radio Telephone Conference Board. He has 
prepared these articles in a semi-technical style, so they can be easily read 
and digested by anyone having a knowledge of the underlying principles of 


electricity. 


Below is the sixth article, and it will be followed by the final 


one in June, dealing with radio regulation. ] 


Radio Broadcasting—Within the 
past two years an entirely new type 
of radio transmitting station has been 
developed. This is the radio tele- 
phone broadcasing station. Broad- 
casting may be briefly defined as the 
transmission of information to an un- 
limited number of receiving stations. 

The dissemination of weather fore- 
casts, storm warnings and time sig- 
nals to ships at sea, as has been done 
at Arlington and other Navy stations 
for a number of years, is one form of 
broadcasting. Market and weather 
reports were broadcasted to some ex- 
tent before the war by radio tele- 
graph for the benefit of farmers and 
dealers from several of our midwest- 
ern universities and colleges. As early 
as 1910 there were several sporadic 
attempts to broadcast by radio tele- 
phone, but it was not until 1921 that 
the public became thoroughly inter- 
ested in this form of activity. The 
establishment of a number of moder- 
ately powerful radio telephone trans- 
mitting sets for the broadcasting of 
music and other entertainment feat- 
ures by radio manufacturers and the 
wide publicity given to the activities 
of these stations has resulted in a 
tremendous interest in radio commun- 
ication, particularly radio telephone 
broadcasting. As a result, the num- 
ber of radio receiving stations in the 
United States, which was only about 
60,000 less than two years ago, is 
now estimated to be anywhere from 
1,000,000 to 2,500,000. 

Several hundred radio telephone 
broadcast transmitting stations have 
been licensed by the United States 
Department of Commerce in this time 
and about 650 are in active use. Most 
of the licenses have gone to radio ap- 
paratus manufacturers, dealers, news- 
papers, stores, schools and _ other 
institutions willing and anxious to 
give broadcast programs for the pub- 


licity and good will which they 
receive in return. 

As a result of this greatly in- 
creased interest of the public in radio 
communication the demand for radio 
receiving sets, apparatus, etc., has en- 
couraged expansion on the part of 
those engaged in manufacturing 
this equipment and has led many 
others to invest their capital in radio 
projects. While most of these pro- 
jects are thoroughly sound and much 
of the present activity in the radio 
communication field will undoubtedly 
be permanent, there is danger that 
the the overenthusiasm of those who 
do not fully appreciate the technical 
limitations of this art will cause many 
disappointments. For years the pub- 
lic as a whole had but little confidence 
in the possibilities of radio as a solu- 
tion for many communication prob- 
lems. Upon a small insight into the 
wonders of this science, however, the 
public mind has changed from this 
position of doubt to one of overes- 
timation of its possibilities accom- 
panied by a lack of appreciation of 
all physical limitations. In order 
that the reader may fully appreciate 
these limitations as well as the pos- 
sibilities, some of them will be briefly 
outlined below. 

Radio’s Limitations—The distance 
over which a radio telephone or tele- 
graph transmitting station can be 
heard by a receiving set depends upon 
many factors, such as: The power 
and antenna of the transmitting sta- 
tion, its location, and the type of 
transmitting apparatus; the type and 
location of the receiving apparatus 
and antenna; the distance between 
stations; and atmospheric conditions, 
which vary from season to season, 
from day to day, and even from hour 
to hour. 

It is this fact that transmitting 
conditions vary so greatly from time 
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WHO WILL BE DOING THE RADIO BUSINESS 


THREE YEARS FROM TODAY? 




















As an example of progres- 
siveness in design consider 
EISEMANN 
COMPLETELY 
INSULATED ~ 
INSTRUMENTS 
(Variometers, Variocouplers, 
Variable Condensers ) 
in conjunction with 
EISEMANN 
METAL 
PANELS 
Permit changing of circuits and 


re-location of parts on panel — 
all units being interchangeable. 


Make unnecessary the use of 
shielding —the metal panel itself 
accomplishing this purpose. 


Eliminate mounting of tap- 
switches and soldering of pri- 
mary leads. 


Give the many advantages of 
concave dials—a natural posi- 
tion of the hand in tuning, ad- 
ded attractiveness in appear- 
ance and ease in packing for 
transportation. 























HAT retaiiers will be doing 
the bulk of the tremendous 
equipment business of the future? 


How many of the dealers of today 
will still be in the business in a few 
years? 


Where will your business be when 
the dust settles down? 


It’s not difficult to see the trend. 
Dealers are answering these questions 
for themselves every day. 


The Dealer who is properly mer- 
chandising his goods will still be 
doing business. 


The Dealer who is handling high 
grade reliable instruments will still 
be doing business. 


The Dealer with a reputation for 
honesty and honest merchandise will 
still be doing business. 


The Eisemann Radio Products 
meet all requirements for quality, 
appearance and honesty, and enable 
a Dealer to rest secure in the knowl- 
edge that his future is assured. 


Descriptive L-iterature On Request 


EISEMANN MAGNETO CORPORATION 


DETROIT 


Wm. N. Shaw, President 
BROOKLYN, N. Y. 


CHICAGO 
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BRUNT 








Manuf at- 
tured un- 
der li- 
cense from 
the Porce- 
lain Ap- 
pliance 
Corp. 


DRIVE-IT KNOB 


Patent 
‘eb. 3 


1920 | 


_ Highest Quality 


PORCELAIN 


KNOBS, 
TUBES, 
CLEATS, 
SPECIALTIES 











Our goods are marketed through the jobber 


ST. LOUIS, MO. 
Cc. H. Wallis & Co. 


1409 Syndicate Trust Bldg. 


PORTLAND,OREGON 
Cc. BR. Dederick 
342 Sherlock Bldg. 


TORONTO, ONTARIO 
Duggan Import Sales Co. 
162 King Street, West 


AMERICAN REPRESENTATIVES 


NEW YORK, N. Y. BIRMINGHAM, ALA. 
W. D. Stewart W. H. Beaven 
1123 Broadway Jefferson County Bank Bldg. 


CHICAGO, ILL. 
Edward F. Meyers (Sales Manager) 
305 Marquette Bldg. 


SAN FRANCISCO, CALIF. 
Kerr Sales Agency 
663 Mission Street 


CANADIAN REPRESENTATIVES 


WINNIPEG, MANITOBA 
Russell, Fowler Co. 
306 Notre Dame Avenue 


The Brunt Porcelain Company 


Columbus, Ohio 











to time that makes it impossible to 
rate stations or sets according to 
range. ‘The writer has conclusive 
evidence of the reception of radio 
telephone transmission from a trans- 
mitting station over 1,000 miles away 
at a time when the transmitting set 
in use was delivering about 10 watts 
to the antenna. This mans that ap- 
proximately 1/100 of a watt was used 
for each mile covered. However, 
such reception is very unusual, and 
during the summer months there are 
many times when speech from this 
same transmitting set cannot be un- 
derstood over a distance of 5 miles. 
This great variation in transmitting 
conditions is the most serious limiting 
projects where it is essential that the 
factor in al] radio communication 
given information be transmitted over 
a given distance at a given time. 

This same variation in transmitting 
conditions has led to the failure of 
many radio telephone demonstrations 
where radio telephone speech was to 
be received from a considerable dis- 
tance. Men with a thorough knowl- 
edge of these facts will not undertake 
to give radio demonstrations at a 
given time at a considerable distance 
from the transmitting stations, be- 
cause they know that at the last mo- 
ment conditions may prevent recep- 
tion and the audience will unjustly 
condemn the operator as well as radio 
communication in general. 

It has been stated that at present 
wave lengths between 100 and 24,000 
or frequencies between 3,000,000 and 
12,500 are in use. The power which 
is transmitted from a particular sta- 
tion is not confined to a particular 


| frequency or wave length, but takes 








up a narréw band of frequencies. The 
width of this band depends upon the 
type of signals transmitted. Damped- 
wave transmitters emit the widest 
band, while continuous-wave _ tele- 
graph signals sent at slow speed oc- 
supy the narrowest band. The width 
of the frequency band transmitted 
by a radio telephone station depends 
upon the highest pitch or frequency 
which is transmitted and this width, 
expressed in cycles per second, is 
twice the numerical value of the high- 
est frequency, that is, for music the 
width is about 10,000 cycles and for 
speech about 4,000 cycles. 

Thus a station sending out speech 
at 100,000 cycles would send out fre- 
quencies between 98,000 cycles and 
102,000 cycles or wave lengths be- 
tween 2,941 and 3,061 meters. On 
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MAGNAVOX | 


Radio Salesmanship 
ITH Magnavox 


Reproducers and 
Power Amplifiers, the 
Radio salesman’s initial 
confidence very soon be- 
comes actual enthusiasm. 


Magnavox Products rep- 
resent the highest quality 
in their field—a quality 
thoroughly known to both 
dealers and consumers as 
the result of extensive 
sales and also extensive 
National Advertising. 


R2 Magnavox Radio 
(With 18-inch horn) 


This instrument is in- 
tended for those who wish 
the utmost in amplifying 
power; for clubs, hotels, 
dance halls, large audi- 
ences, etc. It requires only 
.6 of an ampere for the 
field. Price $60.00 

R3 Magnavox Radio 


(With 14-inch horn) 
As illustrated 


The ideal instrument 
for use in homes, offices, 
amateur stations, etc. Same 


in principle and construc- ‘ 


tion as Type R2. 
Price $35.00 


Model C Magnavox 
Power Amplifier 
As illustrated 

For use with the Mag- 
navox Radio and insures 
getting the largest possible 
power input. 
AC-2-C, 2-stage, $55.00 
AC-3-C, 3-stage, $75.00 


For details of Magnavox 
Sales Promotion Service 
including: Newspaper Ad- 
vertisements, Booklets, Fol- 
ders, Display cards, etc., 
write for free copy of 
our publication THE 
MAGNAVOX. 
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the Veranda of 
the Country Club 


HERE Radio apparatus, like a professional 

entertainer, must meet the test of satisfy- 
ing really discriminating people, Magnavox is 
certain to be installed. 

The first requisites—tone clearness, pitch and 
quality—are fulfilled by the Magnavox Reproducer; 
the addition of a Magnavox Power Amplifier supplies 
the other requisite, volume. 


Magnavox Products can be had from good dealers every- 
where. Our interesting new booklet will be sent on request. 


The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


AGNAVOX 
Radio 


‘dhe Reproducer Supreme 
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Cie 
FROST-RADIO 
RECEIVING TRANSFORMER 
$8.50 


We've had more compliments on this fine 
Frost- Radio Receiving Transformer than 
you can shake a stick at. Every jobber and 
jobber’s salesman who has seen it says: How 


can you do it for the money? 


A lot of amateurs will tell you that this 
Receiving Transformer, or Loose Coupler, is 
the most selective and widest range tuning 
device they ever used. They prefer it to many 
other types of coupling apparatus for either 


crystal or tube. 


FROST 


Like all Frost Radio 
this big Receiving 
Transformer is a 
product of volume 
production applied 
to a quality job. Has 
200 to 4000 meter 
range. Woodwork is 
mahoganized hard- 
wood, piano-polish 
finish. Silk cov- 
ered wire is used, 
and the tubes are 
seamless fibre, Vis- 
colac coated. 














Nickle plated brass 
metal parts, hand- 
buffedusedthrough- 
out. Formica sec- 
ondary coil head 
fitted with 12 point 
switch.Sliderselec- 
tive to single turn. 
Tell your trade 
about this beautiful 
Frost product and 
tell them they can- 
not over praise it to 
their customers. It 
is a big seller. 
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the other hand, if the station were 
sending on 1,000,000 cycles the fre- 
quency band would be between 1,002,- 
000 and 998,000 cycles and the wave 
band between 300.6 and 299.4 meters. 
It will be noticed that the width of 
band at 3,000 meters for speech is 
120 meters, while at 300 meters it is 
only approximately 1.2 meters. Be- 
cause of the fact that every type of 
radio transmission occupies a certain 
wave or frequency band of finite 
width, transmitting stations which 
can be heard at a receiving station 
and whose bands overlap will inter- 
fere with one another if they trans- 
mit at the same time. Thus, theor- 


-etically, around 3,000 meters radio- 


phone stations in the same region 
should use wave lengths at least 120 
meters apart, and those around 300 
meters should use wave lengths at 
least 1.2 meters apart. In practice, 
however, the wave lengths will inter- 
fere before they are brought this close 
due to the fact that receiving sets 
will not tune to one wave length but 
also tune to a wave band. The band 
necessary for radio telephony is 
wider than that for continuous-wave 
telegraphy, but not nearly so wide 
as that for damped-wave telegraphy. 

Because of the fact that each radio 
transmission occupies one of the pos- 
sible available wave bands it can 
readily be seen that there is a limita- 
tion upon the number of communica- 
tions which can be carried on within 
the limits now in use. Many of the 
wave bands were already taken up by 
telegraphic communication — before 
broadcasting was started limiting the 
number available. 

* * * 


Radio Sales Association in 
Atlanta 


The jobbers, dealers, manufacturers, 
and broadcasting stations of Atlanta, 
Ga., have organized an association 
known as the Co-Operative Radio 
Sales Association. The purpose of 
this association is to promote better 
merchandising of radio apparatus and 
to hold an annual radio show, the first 
of which was held last December and 


' known as the Southeastern Radio 


Show. The following men are officers 
of the association: 

A. E. Hill of the A. E. Hill Manu- 
facturing Co., president; S. H. Stark, 
general sales manager of the Fulton 
Electric Co., vice-president; C. G. 
Drake, of the C. G. Drake Radio Co., 
secretary; B. L. Torry of the Carter 
Electric Co., treasurer. 
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STERLING METERS” 





tornado in a Kansas wheat field. 


our “‘better half.” 








Pocket Meters. 


Sterling Pocket Ammeter 


Used chiefly for testing amperage of dry cells and 
multiple dry batteries. The instrument also serves as a 
polarity indicator. 

No. 24. 0-35 amps. 
No. 25. 0-60 amps. 2 


to 


amp. divisions. List price $1.00. 
amp. divisions. List price $2.26. 


Sterling Voltammeters 


A combination of the voltmeter and ammeter in a single 
case, serving the purpose common to both 

No. 44. 0-30 amps. 0-8 volts (1 amp. and 1/5 v. divi- 
sions.) List price $1.50. 

No. 44A. 0-35 amps. 0-16 volts (1 amp. and % v. divi- 
sions.) List price $2.00. 





Ster!ing Voltammeter 














1 They must like ’em 








Because they want ’em 


THE TRADE HAS SURE KEPT UP AN 
UNPRECEDENTED DEMAND FOR “MORE 


The fact that Sterling represents the largest and most dependable 
source of supply for pocket meters of all kinds seems to be a well- 
established fact among the trade. Frankly, we thought we were ready 
for all emergencies but the demand just swept down on us like a 


To meet the occasion, we are fortifying ourselves with an addition to the factory 
that will double our capacity. By June 15th, we should be ready to adopt 


This situation is not only gratifying; it is complimentary. It is convincing proof 
of the popularity of Sterling Products and substantiates all claims to the high 
quality, careful calibration, assured accuracy and dependability of Sterling 


That’s why jobbers’ salesmen are our best boosters. 


Sterling Voltmeters 


Besides the huge market furnished by radio 

these instruments are valuable for measuring 

voltage of any direct current electrical circuit 

within their range. Used extensively for 

both dry and storage batteries. 

No. 33. 0-3 volts 1/10 v. div. er ha 
25 


No. 34. 0-8 volts 1/5 v. div. List price 
$1.25 


No. 34A. 0-16 volts % v. div -_ price 
1.75 


No. 34B. 0-30 volts 1 v. div List price 
$2.25 

No. 34C. 0-50 volts 1 v. div List price 
2.75 


| y i= TRADE DISCOUNTS ON APPLICATION 









No. R 304, 12 Point Sterling Rotary Switch ° . 

a new device. This switch is designed to Keep The Radio Sales A-Going 
solve one of the most vexing problems of the - 
amateur and professional builders of radio Throughout Spring and Summer 





receiving sets. It eliminates unsightly front 

















of board contact points, providing a complete Don’t be surprised if your radio sales keep right on 

unit for rear of panel mounting, to which increasing. Sterling Radio Devices have already asserted 

a oe a pede. egg _lt themselves in a manner that foretells big doings ahead. 

. . a. BN ame | . New pee igs general improved apparatus to reduce 
indicating dial. The knob Static, and the recent introduction of simpler and more 
and dial are mounted on economical radio receiving sets means all the more lee- 
adjustable shaft held by way for STERLING. 






set screw for any thick- 









terlin 


Radio Devices 
















Include 
Filament Rheostat, Filament Meters, Audio and Radio 
es ¢ Frequency Amplifying Transformers, also 


This switch may Automotive Electrical Devices 
be used with a 


conibepuatbans ot THE STERLING MFG. COMPANY 


<a 2853 Prospect Avenue Cleveland, Ohio 
List price $1.50. Packe 


. “Ss d 
 lensuer Canes, 00 Over 3 Million Sterling Devices in Use Today 


panel up 
n. 










to a carton. 





Portable Rectifier 


For charging ‘‘A’’ storage batteries from 
110-120 volt A. C. circuits this rectifier has 
gained top-notch fame because of the sim- 
plicity and efficiency of its operation. It 
weighs only 8 Ibs. Handled as easy as an 
electric iron The carbon blocks of large 
cross section area prevent ‘‘fusing’’ and 
‘freezing’. List price $16.00. 

West of Rockies $17.00. 
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“ALL-AMERICAN” 


AMPLIFYING TRANSFORMERS 
ARE EASIEST TO SELL 


This is the ex 
perience of both 
our wholesale 
and retail dis- 
tributors 


The uniformly 
satisfactory per- 
formance of ‘All 
American” 
Transformers, 
coupled with our 
vigorous nation- 
al consumer-ad- 
vertising, has 
created a con- 
stantly widening 
consumer de- 
mand 





Radio Frequency 


The complete protec- 
tion and intelligent co- 
operation which we give 
our distributors also 
helps to speed up their 
daily turnover. 


R-10 Radio Frequency 
(150-550 meters) 
R-12 Audio Frequency 
(Ratio 5 to 1) 
R-13 Audio Frequency 

(Ratio 10 to 1) 
Audio Frequency 


21 
(Ratio 5 to 1) 


R 


Audio Frequency 





Send for circular and discounts 


RausAND MreCo.| 


200 No. Jefferson St., Chicago, IIL 

















Patent Pending 
Radio Frequency Transformer $2.00 
Insures highest type of amplification, eliminates noise 


and static disturbance and brings the distant stations 
within your reach. Operates on wave length of 150 to 


PEASE 
Oot Ub 


Mica Condenser 











Patent Pending | 


Enables the operator to obtain any definite capacity | 
from .00025 to .006 by simply adding extra plates of | 
mica and copper to the Build-Up base. 


-0005 list 35¢ .001 list 40¢ -002 list 40¢ 
-0025 list 40c -005 list 60c -006 list T5e 


Envelope of 20 each extra mica and copper plates 
list 25c. 


Charles Schindler, Manufacturer | 
1401-1403 W. Delaware Ave., Toledo, 0. | 
ee i 


'Radio—Views of Promi- 
| nent Jobbers 


(Continued from page 7) 
Radio for the Radio and Appliance 
Jobber 

F. D. Lawrence Electric Co., Cin- 
cinnati, Warner P. Sayres, secretary 
and sales manager:—It seems to us 
that there can never be any great 
possibilities in radio for the general 
electrical supply jobber like our- 
selves. Radio should be for the radio 
jobber or the electrical supply jobber 
who specializes on appliances. It is 
true that we’ sold some $25,000 of 
radio equipment last year, but it con- 
flicted with the other business. We 
do not think that it pays. 


Wish They Had Gone In Earlier 

J. B. Terry Co., Cedar Rapids, Ia., 
J. B. Terry, president.—We have 
not been handling radio material to 
date. Personally, I feel that it has 
been a mistake that we did not get 
into the game earlier; and we are do- 
ing some investigation at this time in 
regard to handling a line of radio 
material. 





Future Looks Bright 
Co., Boston, 
Mass., V. C. Bruce Wetmore, vice- 


Wetmore-Savage 


president.—We have been in the busi- 
In March, April, 
May and June of last year we did a 
business. During July, 
August and September it fell off so 
that we did about 25 per cent of the 
volume we had previously done. Oc- 
tober, and December 
showed about the same volume that 
the spring months did. 


nses for 12 months. 


wonderful 


November 


January, February and March of 
this year have gone considerably ahead 
of the best months we had last year. 
We do not expect as big business for 
the next two months as we have had 
the past two but think it will hold 
along fairly well up to June with the 
customary seasonal let-up from June 
to October. We sell only the higher 
grade lines—no cheap material. 

We do not know along just what 
lines it is going to develop, but be- 
lieve anyone doing a radio business 
should watch it and the situation with 
extreme care so they will have a min- 
imum of obsolete stock as various 
changes take place, this is our opin- 
ion, although we have no definite way 
of knowing except as we hear rumors 
through the various manufacturers 
and in‘the trade. 








| INSIDE COIL MOUNTINGS 





Type 3-A 
$5.00 


Patent Applied For. 

“Honeycomb Tuners” will soon mark the 
difference between the old style short wave 
variocoupler-variometer receiving set and 
the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner” it is simply 
necessary to “plug in” larger coils. 
Furthermore, ““Honeycombs” have always 
found much favor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
tivity, greater range, no dead end loss, 
and ease of operation are some of their 
outstanding qualifications. 

The WIRELESS ELECTRIC Inside 
Mounting makes it possible to use 
“Honeycombs” to the greatest advantage. 
Mounting the coils inside the panel elimi- 
nates body effect without the necessity 
of shielding, besides adding considerably 
to the convenience and appearance of the 
set. A vernier adjustment is obtained by 
the slow moving cam, allowing positive 
and effective operation. The bearings are 
made adjustable so that any desired ten- 
sion on the dial may be obtained. A 
standard, three-inch, dial may be used. 

The type 2A mounting may be used as 
a single circuit tuner with “tickler’’ 
while the 3A provides a separate induc- 
tively coupled primary coil making what 
is commonly called a three circuit tuner. 

These mountings are especially well 
adapted for use in new circuits such as 


Flewelling, Super Regenerative, Neutrodyne, 
and others. 


Sold through Jobbers Only 
Send for Circulars 


Wireless Electric Co. 


204 Stanwix St. Pittsburgh, Pa. 





Patent Applied For. 
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It might be added that we believe | 


there is a big future in the radio field | 


for the jobber who will handle the 
business along good merchandising 
lines. 


Looks For Stabilization This Year 

Listenwalter & Gough, Inc., Los 
Angeles, Cal., C. E. Listenwalter, 
president:— We have not gone into 


the radio business and at this time do | 


not intend to. Have not felt that it 


has become sufficiently stabilized to | 


make it a good jobbing proposition. 
I am of the opinion that before the 
present year has passed the elements 
which make the business unsatisfac- 


tory from a jobbing standpoint at the | 
present time will have been elimi- | 


nated. 





Radio As Separate Department Should 


Succeed 

Carter Electric Co., Atlanta, Ga., 
I. L. Shivers, president:—Radio 
business in the territory in which we 
operate has been uncertain. It seems 
that the larger portion of sales has 
been on parts of all kinds that go to 
make up receiving sets and amateur 
stations. Complete sets have not sold 
nearly as’ rapidly as we imagine they 
have in large centers. One reason for 
this is that the farmer in this state 
has not the money to put into radio 
and the average business man has been 
somewhat skeptical as to the value he 
would get from the investment. 

We believe that practically every 
farmer in this state and every average 
business man is a potential customer 
for a substantial receiving outfit and 
with this in mind, we have established 
a sales promotion and advertising de- 
partment to see to it that these pros- 
pects are sold on the idea of radio. 

As to the development we expect, 
we hardly know what to say. If you 
refer to manufacturing developments, 


we believe that the manufacturers can | 


answer this question better than the 
distributing jobber. We have found 
in this territory that about 80 per 
cent of the dealers that went into the 
radio retail business exclusively have 
failed and gone out;of business. We 
also have noticed that the electrical 


dealers who took the line on and | 
pushed it are still in business and | 
still making a little money out of it. | 


The electrical jobber who had the 
foresight to separate his radio busi- 
ness from his supply business and 
organize a sales promotion depart- 
ment to assist the radio department, 












Sc#tw THREAD FoR 
OPERATING VERNIER 





THEY’LL ALL BE 
ASKING YOU FOR THE VERNER PLATES 


NEW UNITED - 
VERNIER 


BETTER POST UP = = 
and STOCK-UP 


_ Our national advertising, reaching a million radio fans, is creating an active demand 
for the new “United” Plate Condenser Vernier Dial Assembly. 





New in principle and design combining power with infinite selectivity—actually twice 
as fine tuning as any three-plate vernier on the market. 


Device can be attached to any plate-condenser by drilling one hole. Retails at $2.50 


“UNITED” VARIABLE 
CONDENSERS 
WITH NEW VERNIER DIAL ASSEMBLY. 
43-plate ..... $6.50 5-plate . $5.00 
23-plate . 6.00 3-plate 4.75 
l}-plate . 5.50 


ee og e 
“United” Amplifying Transformer 
Audio Frequency. Magnetically shielded. Ratio, 5-1 

Each, 4.50. 

Jobbers and Retailers: Write for our liberal discounts 
on the above “United” Products. 

Our $800,000.00 plant can take care of all your needs 
however large. 


United Mtg. & Distributing Co. 
536 Lake Shore Drive Chicago, I}linois 


New York Office: 5@ Church St., New York, N. Y. 
San Francisco Office: 709 Mission St., San Francisco, 
California. 


i= 
= 
i 











Here’s a Pair of Winners 





The Wimco Condenser 


The Carco Coupler 


Made to meet a demand for quality Just the thing for the popular re- 

—highest efficiency, 3 plate, 23 ceiving set. Bakelite tube and 

plate and 43 plate sizes. rotor. Silk covered wire, perfect 
contacts. 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


The Wireless Mfg. Co., Canton, O. 


Manufacturers—Distributors 
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Swipe LLL } 
i 


It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 


products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, IIl. 


| dealers, 


and_ Evansville, 


| was effective April 1. 
| son, former general manager has also 
| resigned. 





| former 
| office. 
_ to the manager of the supply depart- 
| ment and in May last year became 
| supervisor of. distributing agents. 














| has made some money out of radio 


and has established himself so firmly 
in this 
that he has 


We have faith in the future of 


community with the radio | 
done a real | 
| job in his territory and is the logical | 
| distributing outlet for the manufact- | 
| urers. 


radio. We believe it is with us to stay. | 


* * * 


| George Baily New President of 


Varney Electrical Supply 


George Baily has _ been 
Electrical Supply Co., Indianapolis 
Ind., succeeding 
Scott Walker, resigned. The change 


H. A. Robert- 


Mr. Baily, after graduating from 


| Lehigh University in 1904, entered 


George Baily 


the employ of the Dravo Construction 


| Co., Pittsburgh, remaining with that 


company four years. He was with 
the Dravo-Doyle Co., until 1910, 
when he went into business for him- 
self in Cincinnati as sales agent and 
contracting engineer. In 1913 he en- 
tered the employ of the Westinghouse 


| Electric and Manufacturing Co., as 
| manager of the supply division of the 


Cincinnati office, where he remained 
until 1917, when he joined the Engi- 
neer Officers’ Training Camp. On 
being mustered out in December, 


| 1918, Major Baily returned to his 


position in the Cincinnati 
In 1920 he was made assistant 


elected | 
| president and treasurer of the Varney 


The “John Henry” 
on the Dotted Line 


‘You get his John Henry so easy 
because he finds it so easy to get 
her order the moment 
she sees and compares 
Wavette! And _ each 
Wavette sale speeds 
others !! That this is 
not mere idle chatter is 
proved in scores of 
stores where Wavette 
is breaking all sales rec- 
ords for- quick turn- 
over with good profit!! 


Why struggle to shove 
over the stickers, dust- 
collectors and_ slow- 
movers when you can 
take orders for Wavette 
and Wavette Jr. 








Compare 

_ These 
Wavette 
Features 


| Compare Wavette 
listing at $3.00 and 
Wavette, Jr. at $2.75 
with all other irons 
—Note detachable 
plug in handle, guar- 
anteed heating ele- 
ment, highly  pol- 
ished nickel _ finish, 
etc. 


Detachable 
Plug in 
Handle 


: 
IheFRANK EWOLCOT! MFG.CO- 


Hartford, Conn. 


Pacific Coast agents, Western Agencies, Inc., 
San Francisco, Calif. 
Southwestern States, The Folsom Co., 
Dal Texas. 

Southern States, The Robertson Sales Co., 
Birmingham, Ala. 
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“Red Devil’ Con- 
nector No. 417— 
jaws are file cut 
and _ hardened — 
designed for Nos. 
6, 8, 10, 12 and 14 
iron wire or Nos. 
4, 6, 8, 10 and 12 
copper wires and 
Nos. 8, 10, 12 and 
14 McIntyre 
Sleeves. 


Send for catalog 
and trade prices. 


Phiers,—the 


266 Broadway 








66 ED Devil” 

tors are an example 
of the fine art of accuracy 
and precision that is typical 


in the manufacture of all 
“Red Devil” Tools. 


“Red Devil” Connectors are 
standard equipment among the 
leading railroads, telephone com- 


Connec- 


panies and oth- 
er public utili- 
ties. “Red 
Devil” Con- 
nectors are 
made on a 
quality basis. 


“Red Devil” Tools comprise a 
complete line of electrical hand 
tools—Buffalo Grips and Hav- 
ens’ Clamps, Tool Belts and 
Straps, Climbers, Bolt Cutters, 
all in a class with “Red Devil” 
world’s 


Standard. 


SMITH & HEMENWAY CO., Inc. 


Manufacturers of “Red Devil” 
Electricians’ Tools. 


New York, N. Y. 


Sell him “Red Devils” 
Keep his confidence. 








Dexil Tools 





| technical aspect. 


Relation of the Jobber 
to Radio 


(Continued from page 6) 


radio selling if he will stimulate the 
activities of dealers, who will carry 
a representative stock of the manu- 
facturer’s goods and will give the pub- 
lic prompt service; who will make 
good on defective goods which by 
chance may come through from the 
manufacturers; and who will give the 
dealer and the public such technical 
and installation service as may be re- 
quired from time to time. I think it 
is fundamental that the buying public 
eventually will track a footpath to 
the doors of the dealers who per- 
form these functions, but the dis- 
tributor bears some responsibility in 
this situation. 

It is interesting to review the early 
advent of the electrical jobber and 
the dealer into the radio business. 
Initially, the art involved a great 
many together 
terms and trade names with which 
even the electrical channels, as well 


technicalities, 





with | 


as the layman, were unfamiliar, and | 


accordingly the distribution of these 


goods initially took on a 


outlets, together with the public, be- 


| high-grade 


came more familiar with the technical 
terms involved in the radio art, the 
radio set began to be looked at more 
as a device for entertainment than as 
a complicated requiring 


knowledge 


equipment 
electrical 
handle. 


The tendency of the art has, of 


course, been to simplify and to pro- | 


duce thoroughly reliable apparatus 


which will require a minimum num- | 


ber of adjustments, and it is the | 


writer’s opinion that even greater 


_ simplicity will eventually be obtained. 


The technical progress made in the 
development of the broadcasting re- 
ceiver is nothing short of amazing. 
It must be remembered that the art 
of popular broadcasting is less than 


| two years old, yet I believe that the 





improvements effected in this short 
period have equalled the accomplish- 





serious | 
But as the sales | 


to | 


ments in many other industries over 


the last 10 to 15 years; and let us not 
forget that the problems of improv- 
ing the broadcast transmitter were 
equally as great, if not greater, than 
those involved in the evolution of the 


broadcast receiver. The rapidity 


with which this was done may be at- | 


y, 


tributed to the fact that our nation’s | 


Of 


10 CARBON BRUSH 





Contents 


No. 


1 


1 


Kit, 300 
Brushes, 
9 


0 


Springs, 


Cost 


Leave it to any 
salesman 


ASK HIM IF THE 
OHIO BRUSH KIT 
IS A GOOD SELLER 


F the chap who kroyws by 

rubbing elbows with the 
trade were asked about the 
opportunities in selling Ohio 
Brush Kits, he would unques- 
tionably recall numerous in- 
quiries he has had for this 


handy kit. 


He would tell you why he likes to 
sell them—or would like to if he is 
not handling them. He knows the 
kit is attractive, handsomely made 
up, small enough to tuck away in 
a corner of his grip, requires no 
technical knowledge to introduce, 
is a great “repeater” and wanted 


by his customers because of 


the 


steady market and 400% profit. 


SALES MANAGERS 


The next time you have 
your men in conference 
ask them for their opin- 


ion of 


this 


item. Or, 


why not let us supply 
you with a batch of cir- 
culars for you to mail to 
your men requesting an 
expression of their de- 
sire to handle the line. 


The ballot will tell the story. 


i= OHIO 


CARBON COMPANY 
8214 Almira Ave. ,Cleveland, O. 


These Representatives Will Supply 
You: 


Baltimore, Md. 

Benedict S. Berman 
1035 Cathedral St. 
Boston, 
A. F. McCarthy 
65 Oliver St. 


Royal A. 
1311 Steger Bida., 


Stemm 


28 £. Jackson Blvd. 


Cincinnati, Ohio. 
Jas. R. Jordan, Ir. 
217 East Third St. 
Evansville, ind. 
F . Sieffert 
319 Sycamore St. 
lowa State 
sentative: 
Leonard C. Kohn, 
2019 Farnam S&t. 
Omaha, Nebr. 


Repre- 


Kansas City, Mo. 

C. M. Clifton 

214 Massachusetts 
Bidg. 


Los Angeles, Cal. 
A. W. Artin 
Central Bidg. 
Milwaukee, Wis. 


Ohio Carbon Co. 
439 15th Ave. 


Minneapolis, 
A. J. Pyle 

2457 Lyndale Ave. S. 
New York, N. Y. 


Thomas J. Crofton 

280 Broadway 

St. Louis, Mo. 
E. Jaques, 

5553 Vernon Ave. 
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Build Sales With SEMCO 








SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 20. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 




















































































The Roman roads of Britain built 
by Caesar speak eloquently of the 
Romans’ engineering skill and thor- 
oughness of conquest. 






net work of wonderful military roads which expedited the movement of 
armies and supplies. 


Today, holding business after once securing it depends largely on how 
thoroughly the buyer was sold and the utility and quality of the mer- 
chandise. 

Dealers are quick to recognize the merits of Shelton Violet Rays and 
after once buying prove repeat customers. 

Be sure you sell the Shelton line. Ask for prices, discounts, catalogs 
and other information. 


SHELTON ELECTRIC CO. 


-16 E, 42d St.,New York City 30 E. Randolph St., Chicago, Ill. 






























































\ 


best scientific and engineering minds, 
together with the resources and 
facilities of the country’s greatest re- 
search laboratories, have been con- 
centrated on radio development, and 
the benefits of this intensive develop- 
ment have been passed on to the pub- 
lic as rapidly as production facilities 
would permit. 

Already the business has grown to 
a national industry of millions of 
dollars per year. It will grow to 
still greater proportions for I con- 
sider every home in our nation to be 
a potential customer for a radio set, 
and already there are radio sets on 
the market to fit the purse of every 
customer. 

As I have said on a number of 
previous occasions, in my 0 pinion 
radio broadcasting is here to stay. 
The events of the past few months 
alone have confirmed the fact that 
the interest of the public in radio is 
of a sustained and not transitory 
character. As the art improves, the 
industry will increase in volume and 
stability. Radio is not only desired, 
but sympathetically received by the 
public. A good instrument in the 
home not only meets a public desire, 
but fills a need, especially in the farm 
and rural districts. 

If the electrical jobber and dealer 
visualize the great potentialities of 
this new industry, go after the busi- 
ness, use the best known principles 
of salesmanship and render satisfac- 
tory service, their reward, it seems 
to me, is sure to follow. 








Where you find one you will find the 
other. From right to left in the trio, 
W. T. Buckner, G. F. Penick, C. A. 
Young, al! of whom are with the Tower- 
Binford Electric Co., Richmond, Va. At 
the extreme right, in splendid isolation, is 
C. M. Danforth, formerly with the Norfolk 
& Western R. R. Co., who has recently 
joined the Tower-Binford sales force and 
will have headquarters in Bluefield. 
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Joint Committee for Busi- | 


ness Development 
(Continued from page 8) 


to the local correspondents. 

When the Committee hears of a 
particular matter which needs atten- 
tion and about which more informa- 
tion. is desired, it refers the matter to 
the proper subcommittee who takes 
it up with various agencies or individ- 
uals who have knowledge of the par- 
ticular subject and their recommenda- 
tions are returned to the Committee 
for action. If the Committee ap- 
proves the recommendations of the 
subcommittee, the matter in question 
is put into production or if it is al- 


| 


ready produced, samples are sent to | 
> 


;h e Committee’s correspondents 


throughout the country. In other | 
words, the Committee is a consulting | 
bureau and clearing house of electrical | 


ideas on various subjects of which 
there seem to be a great many. 

The Committee also tries to keep in 
touch with various movements goings 
on through the country which have to 
do with the promotion of electricity. 
For instance, in connection with the 
various American Home improvement 
movements, it has agreed to tie in and 
do its part in improving the American 
home. Considerable has been ac- 
complished in this direction. We are 


told that there are 24,000,000 Ameri- | 


can homes and that less than 10,000,- 


000 of them are wired, which in itself | 


indicates an extremely large field for 
selling electrical supplies of all sorts. 
It must be obvious that while the 


Committee could prepare and assist in | 
the development of many things elec- | 


trical, very little could be done by it 
without active local cooperation. The 
local jobber, contractor, dealer and 
central station man, understands bet- 
ter than anyone else what is neces- 
sary in the particular location and all 
the Committee can do is to send them 
such literature and data as is acquired 
and compiled from time to time, to- 
gether with circular letters calling at- 


tention to the developments in the art, | 


with which they may be unfamiliar; 
also pointing out to them how they can 
secure the most authoritative informa- 
tion available and plans as to how re- 
sults can be obtained,—How to put on 
“Electrical Homes,’—How to ade- 
quately wire and equip these homes 
with electrical fixtures and appli- 
ances,—Encouragement of the sale of 





electrical merchandise of all kinds | 




















1906-HECO Bar 
Hanger. 





No. 


The logical hanger for use 
on all ceiling outlets where 


there are wood joists. Com- 
plete—no parts to lose or 
assemble. 





Sim —* Silt “a ; 
Ped VA 






Other HECO Hangers are 
the No. 1900 HECO Cleat 
Hanger which is die formed 
to exact depth to permit 
Switch or plate to line-up 
with plaster and No. 1910 
HECO Concrete Hanger 
which is made with any 
length drop desired with *% 
or % inch nipple. The HECO 
Line is complete. 


INVESTIGATE THIS HANGER 


You can easily cash in on this hanger. 


It replaces from 2 to 


3 items in your stock room. Conserves space and saves your 


time and the contractor's time as well. 


Comes complete with box and stud assembled ready to nail 
in place. Adjustable to full length of the bar. Easy and sim- 


ple to adjust. 


A time saver and business builder. For your business’ sake 
investigate this hanger. It’s new and different. 


ATTRACTIVE JOBBER PROPOSITION. © WRITE FOR DETAILS AND PRICES 
Hanger Electric Mfg. Co. 


105 S. Dearborn St. 


Chicago, Ill. 














Circle (S) Meter Switches 


TRADE 





MARK 
(Reg. U. S. Patent Office ) 








Approved and Adopted by the Leading Power 
Companies. Made in All Sizes and Types. 


DESCRIPTIVE. MATTER ON REQUEST 


S. SCHMUKLER & SON 


2nd & Bainbridge Streets 


Philadeiphia, Pa. 


GENERAL SALES AGENTS 


Manufacturers’ Distributing Co. 
291 Broadway New York, N. Y. 
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whether for the home, store or fac- 
tory,—adequate illumination systems 
for factories with resulting increase 
in the use of wire and fixtures,—in- 
creased sale of heavy electrical hard- 
ware, which up to the present time 
has not received the attention it de- 
serves. } 


WILL NOT FADE 








THE “CROWN’ ING 
ACHIEVEMENT 
IN LAMP COLORING 


A quick-drying, non- fading brilliant lamp 
coloring in an assortment of 32 shades is 


CROWN 
LAMP COLORING 


Simple to use, outlasts the lamp, dries hard 
in five minutes and guaranteed. 


weciae suanes On OnvE® OF) 


We in the electrical business have 
as yet learned very little in the art 
of merchandising. We are just be- 
ginning to find out what the under- 
lying principles are and there is yet 
much to learn. While electricity is 
now doing many things in industry 
which would require a long article 
to describe, the development in the 
future is bound to be immensely 
greater than that in the past. The 
fact that electricity can be delivered 
almost anywhere, within any radius, 
and that it can be divided into small 
parts for use in thousands of places 
for power, light and heat; in other 
words, its indefinite  divisibility, 
makes the possibilities for the future 
very great indeed. It is only until 
recently that we thought electricity 
was confined in its use to light and 
power, but the future will show uses 
for electricity that we did not dream 
of a few years ago. 


Liberal Discounts 
—How much can you sell?— 








Crown Coloring and Chemical Co. 
327 Columbus Ave., New York City 


| MO> HOZ reas 





WILL NOT FADE 








The development of electric light- 
ing in almost every place is way be- 
low its proper standard. The proper 
application of power for replacing 
lack of man power in this country— 
the use of electricity for more street 
and highway lighting—its applica- 
tion for producing changes in the 
quality and condition of metals— 
producing substances through the art 
of electro-chemistry—the heating of 
all sort of materials—the applica- 
tions of high temperatures to indus- 
trial baking and enameling—elec- 
trical cooking in the home, in the 
hotel and restaurant—the heat treat- 
ment of all sorts of substances—all 
of these are in their infancy. In 
fact, the field is so great it seems al- 
most impossible to visualize the end 
of the development. 








Important Announcement 
to Radio Dealers 


We are now ready to supply you 
with the sensation of the season 


The New 


“27 DICTOGRAND 
PRICE $2,350 RADIO LOUD SPEAKER 


This wonderful new Dictograph product here illustrated will be in great demand 
because of its pure tonal qualities, its clearness of articulation ard its large volume 
of sound. Do not confuse the DICTOGRAND with the old Dictograph Loud Speaker. 
The DICTOGRAND is far and away the best Loud Speaker ever offered at the price. 
The illustration shows the cabinet cut away, exposing the new adjusting dial. 


The list price, $28.50, is right and the best value ever offered to the radio enthusiast. 
The dealer’s discount of 33 1/3%, which applies regardless of quantity ordered, gives 
you a worthwhile profit. You will find this product to have a remarkably rapid 


turnover. 2 - 
The committee’s job is to deliver a 





The DICTOGRAND will be 
extensively advertised in 
various national publications 
all through the summer 
months. 


DICTOGRAPH 


PRODUCTS CORPORATION 








Dicrocrarn Propucts 
220 West 42% Street —— New York City 





Stock up with Dictograph 
Radio Headsets. They are 
taking the radio world by 
storm, and justly deserve the 
title of the best headsets in 
the world at any price. 
List, $8.00. 


220 West 42nd Street 
NEW YORK CITY 























message to the producer and dis- 
tributor of electricity as well as those 
who are merchandising the innumer- 
able devices which are necessary to 
accomplish this result. The jobber 
has no small part in this picture. If 
he is to receive his full share of the 
benefits, it is necessary for him to 
adopt a wide vision in the study of 
the general problem and to employ 
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the proper help to deliver the service 
that is necessary in modern business 
which the customer demands. Many 
jobbers have been delinquent in this 
respect and until they realize the 
fact that the service is just as im- 
portant as carrying a good line of 


merchandise, the sooner will they 


benefit in the situation. 





Death of Hanson M. Savage 


Hanson M. Savage, president of 
the Wetmore-Savage Co., Boston, 
died suddenly on April 10. Mr. Sav- 
age was born in South Roxton, 
Quebec, on September 5, 1879, and 
went to Massachusetts as a young 
man. He received his first experi- 
ence in electrical work with the Gen- 
eral Electrical Company, with which 
he was associated for a number of 
years. In 1906 he formed with V. C. 
Bruce Wetmore the electrical supply 
company of which he was the head 
at the time of his death. 

* * * 


Carolina States Electric Secures 
Carlisle 


T. C. Carlisle, formerly with the 
Walker Electric and Plumbing Co., 
of Greensboro, N. C., has recently 
joined the sales force of the Carolina 
States Electric Co., Charlotte, N. C. 
The Carolina States was recently ap- 
pointed distributor for National 
X-Ray Reflector Co., products. 








The veteran, Ty Cobb, has nothing on 
P. S. Benjamin of the Fobes Supply Co., 
San Francisco. For the last 20 years with 
the same organization and still going 
strong is a record to be envied. More 
power to P. (Pop) S. Benjamin shown 
above. 











4 


4 
For Industrial Wiring 


The safest and most economical 
method of protecting electric wires 
in all types of industrial wirin 
where extreme flexibility is didioul 
is the Flexsteel way. 


Because Flexsteel is a flexible metal- 
lic conduit made to meet extreme 
bending possibilities without 
kinking or breaking open. And the 
smooth flat interior surface makes 
fishing of wires easy. 

Write for literature and prices 


National Metal Molding Company 


1311 Fulton Bulding 
Pittsburgh, Pa. 


F iexsteel 
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The HEINN COMPANY 












Catalog 
that lasts 
eqy-aftey-Yea 












HOUSANDS of Heinn-Badger Catalogs are 
being used by electrical jobbers. Millions of 
Heinn-Badger binders are in the hands of business and 
manufacturing concerns everywhere. In the hardware | 





field alone, 75% of the leading jobbers are using Heinn- | 
Badger products. 


A Heinn-Badger binder gives you a catalog that 
is new every day. The insertion and removal of sheets 
is done in a minute—no tearing down of the whole 
binder which is usually necessary with others. The 
sheets are always in perfect alignment—the Heinn- 
Badger binders are famous for ease and quickness of! 
operation. 





Heinn-Badger Catalogs can be changed day-| 
by-day and they /ast year-after-year. ‘Twenty years of 
successful catalog-making have equipped us to make 
binders of all sizes and descriptions for both salesmen 
and general trade use-—-with value measured by years of | 
steady, dependable service. The quality of supreme 
endurance is built into every innermost part of every 
Heinn-Badger Catalog. 


Write today for complete information and prices 
on the Heinn-Badger line—and be prepared to save 
many dollars on your next catalog job. 


Originators of the loose-leaf system of Cataloging 


351 Florida Street Milwaukee, Wis. 








_ solidation, 


It Pays to Have a Selling 
Hobby 


(Continued from page 12) 
night bathing, floodlighting cannot be 
surpassed. In amusement parks it has 
replaced the old outline or bare lamp 
lighting. 

I cannot begin to tell you how 
profitable a hobby of this kind can 
be. It’s up to you. You know the 
territory that you have to cover. If 
you will think the hobby over a lit- 
tle you will uncover many prospects, 
and presently you will be selling 
floodlighting where formerly you had 
been daily passing up good business. 
I’m keen about some kind of a sales 
hobby. Why not get one for your- 
self? 





_ Wm. Hall Electric in Merger 


Merger of the M. D. Larkin Sup- 
ply Co. and the William Hall Electric 
Co. of Dayton, O., with an authorized 
capital stock of $1,200,000, was an- 
nounced by Maurice D. Larkin, pres- 
ident of the new company, on March 
8. The corporation will be operated 
under the name of the M. D. Larkin 


| Co. 


With the announcement of the con- 
President Larkin also 
stated the company will later erect 
a modern six-story office and mercan- 
tile building that will meet the needs 
of the new company. This structure 
will house the offices as well as the 
various departments and will provide 


_ 85,000 additional square feet of floor 
| space. 


Through the merger, the William 
Hall Electric Co. is absorbed but will 
operate as the electrical division of 
the new company under its present 


' name, although owned and supervised 


by the M. D. Larkin Co. 

The Larkin company, -at present 
operating its business in the Rike- 
Kumler warehouse building, Third 
and Madison streets, will vacate its 
present quarters as soon as the new 
structure is completed. The Hall 
Electric will continue to operate in 
the present quarters at 115-117 E. 
Third street, pending completion of 
the new building. 

The M. D. Larkin Co. will con- 
tinue to handle a line of factory sup- 
plies, household appliances, lighting 
fixtures and several new lines includ- 
ing wholesale and retail hardware, 
iron and steel and automotive equip- 
ment will be added to its present 
stock. 
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OES ORTT TLIC AEE TIE 


APEX-ROTAREX 
MONTHLY SALES LETTER 


MAY, 1923 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Not Words but Deeds Won for Kennedy 


To All Jobber’s Salesmen: 


Six years ago R. R. Kennedy began selling staple electrical supplies for the Illinois Electric 
Company, working first behind the counter and later on the road. At the end of two years he 
asked to be transferred to the company’s Apex-Rotarex retail division as a door-to-door sales- 
man and was sent to Wisconsin. 

Within a few weeks he captured second prize in a national Apex-Rotarex sales contest and 
was immediately promoted to the post of Apex-Rotarex Sales Manager for the city of Chicago 
At the end of six months he was appointed Special Representative to build up the whoie 
sale business of the company in Apex-Rotarex appliances in Chicago. 

The short-sighted wholesale salesman will help the dealer only so far as to TELL him 
how appliances can be sold from house to house and will then board the next train out of town. 


Mr. Kennedy’s methods are different. He first explains the door-to-door selling plan and 
then, when the dealer says, “It sounds all very fine, Mr. Kennedy, but I have never seen it 
actually done,” Mr. Kennedy snaps him right up. He is ready to SHOW the dealer. 

“All right, Mr. Dealer, give me an order for 12 Apex Cleaners, six ROTAREX Washers 
and one ROTAREX Ironer and I’ll guarantee to re-sell every one of them within the next 30 
days. I will hire and train for you several men who will stay in your employ permanently. 
You are to pay them on a commission basis and keep them supplied with machines to 
sell.” 


By the time the machines arrive Kennedy has advertised for and selected several appli- 
cants and then takes them out and TEACHES them, helping them to make their first three 
or four sales. 


Then, before leaving the town, he requires the dealer himself to spend at least one day 
with him ON THE STREET, thereby obtaining first-hand knowledge and understand- 
ing of how prospects are secured, demonstrations made and sales closed. 


Can a wholesale electrical salesman make money selling appliances? Is it worth while 
to concentrate one’s efforts on cleaners, washers and ironers? Ask Kennedy, who is earning to 
day three times as much money as he was getting when he started. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 


R. J. Strittmatter: K. Sales Manager. 
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That Short 
Right Field 


Fence 


It looks easy—but the boys 
who bat out the singles and 
doubles win ball games while 
the over-the-fence artists are 
wearing a path back to the 
bench. 


Salesmen who play only the 
short price for a homer over 
the fence have a_ beautiful 
chance of popping out. 


It’s the man who sells the 
standard goods, the stuff that’s 
made right and gives endur- 
ing satisfaction, who comes 
through with the big batting 
average. 


Old John H. Competition has 


Price is nf Orgotten 


soon fo 
Product itself, eotten. You then think 
a 





Bryant Sy tior Wir; > again and 


INitial sale. “They = 


Start the cycle tight the logical 
o . 







This advertisement appears in 


the May 1923 issues of— po Ic Coun 
— DGE 
Electrical Merchandising ite PORT, Co . ANY 
342 Mi Ave. CHICAGO 


Electrical Record 
Journal of Electricity 
National Electragist. 


844 West Adams S, 


ne ; tanc Its utility, it about the 
a way of mixing good ones with ws ‘i f0 wear and tear,’ Peformance, its ase 
It : z 
bad ones. There are a lot of ferio only its low Price ¢ 
he ' . ’ wiring device js ; © recommend it the ; 
Bryant Wiring Devices mixed 2 Customer fo PE CO cause lee 
' B T you. trouble and lose 
up in John’s delivery. Pick ee vad Sevice that mak 
» DUI es 
them out and lean on ’em. ee . 800d will and increased (eatdless of its 
: ; ie a : usines 
They’re good for a safe hit “vant ning of the = si the end. Ir ; ig 
. 2a son and his fp; € that should hy; 1S the begin- 
anytime, Price $1.00" * fiends into your dai. your customer 























































NO. 651 
BRYANT 
Appliance 

Switch-Plug 
Price $1.00 
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- Nation Wide Endorsement 
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“There is no line of 
plugs on ~" market 
to compare in qual- 
ity with HE MCO.’ 




















G. WwW. Smiley, 
Sales Manager, Com- 
mercial Electric Sup- 
ply Co., Detroit. | 













































































€ E All 
“From our _— stand- 
oint as a jobber, we 
find HEMCO plugs 
one of the most sat- 





‘ 















































isfacte 7 lines we han- 
dle. . D. Leffler, 
S. M., ‘Fens ten Elec 





trie Co. Kansas C ity. | 





‘ 


“We are strong for 
HEMCO plugs. They 
are first in quality, 
in sales volume and 
in profits.’’—Richard 
Boehler, S. M., Man- 
hattan Electric Sup- 
ply Co., New York. 
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Of HEMCO Plugs 





“The dealer who would buy intelligently must 
consider Price, Profit, Quality, Demand and 
the Integrity of the Manufacturer. The 
HEMCO line of plugs satisfies all these re- 
quirements.” 


The above quotation is from a letter written to us by G. 
W. Smiley, Sales Manager of the Commercial Electric 
Supply Company, Detroit. It is a brief expression of the 
confidence felt by all jobbers and dealers in the quality 
and saleability of all HEMCO products. 


HEMCO Plugs and the HEMCO Health Pad are uni- 
versally preferred and known by the public. HEMCO 
sales out-distance all competition. 


Mr. Dealer, Is Your HEMCO 
Display Box on 
the Counter? 


All HEMCO products are 
packed in attractive cartons. 
Each carton carries in conspic- 
uous type, the complete sales 
story. Effective sales helps are 
furnished on request. Keep 
your HEMCO Display Boxes on 
the counter and in your win- 
dows They will boost your 
sales and profits. 





If you do not have a supply of our beautiful, colored 
window cards and sales helps, they will be sent 
free on request. 


GEORGE RICHARDS & CO. 


Department 16 
557 W. Monroe St. CHICAGO, ILL. 
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Entire 
from dampness and injury by 
solid-back frame and heavy 
iron housing titted 
onto marine rubber 


cast 
firmly 
gasket 


until 











mechanism protected 


Patented high-power arma- 
ture kept in magnetic field 
ball strikes gong, 
ing twice the power of any 
other bell mechanism made. 


Made _ in 
stroke, 


stroke and vibrating. Electro 
mechanical 
tension types. 


STANLEY & PATTERSON, INC. 


BOSTON 
Chas. R. Corcoran 
12 Pearl St. 


DETROIT 


DeVeau-Bartling Co. 


81 Peterboro St. 
CHICAGO 


Doherty-Hafner Co. 


730 W. Monroe St. 


LOS ANGELES 
Clapp & LaMoree 
310 E. 4th St. 


TRADE 


SIGNAL ¢ARADAY) GONGS 


-FACTS- 


YOU SHOULD KNOW 








giv 





OUR GUARANTEE 
Covering a period of two 
years from date of sale ac 
companies every piece of ap- 
paratus we manufacture. 


MANUFACTURED BY 


Electrical mechanism insu- 
frame, all ter- 
minals carrying current 





GENERAL OFFICES AND FACTORY 


250 WEST ST. 


(3 BLOCKS ABOVE FRANKLIN ST.) 





Cable Address: “Eleclight,’’ New York 
NEW YORK, U. S. A. 
DISTRICT SALES OFFICES 


SAN ANTONIO SEATTLE 
Kemp Haythorne P. L. Hoadley 
303 So. Pinto St. 609 Seaboard Bidg. 
BUFFALO PHILADELPHIA 
Chas. K. Wyatt Jas. A. Vaughan 
310 Mutual Life Bidg. Real Estate Trust Bldg. 
BIRMINGHAM DENVER 
W. H. Beaven The Wesco Co., Inc 
Jefferson Co. Bk. Bidg. 1156 7th St. 
LOUISVILLE HAVANA 


Electrical Sales Co. Arnesto N. Rodriguez 
Kenyon Bldg. 415 Abreu Bidg. 

























Made in Skeleton and en- 
closed types, the latter with 
non-guarded, half-grid 
guarded and full-grid guard- 
ed gongs. Sizes: 2 to 18 
inches, single or double 
gongs. 


Will operate on all approved 
sources of electrical energy. 
Wound to any resistance de- 
sired. 


housing. 











SAN FRANCISCO 
Clapp & LaMoree 
{71 2nd St. 


PITTSBURGH 
Parke & Jaques 
305 7th Ave. 


SALT LAKE CITY 
Raymond Ackerman 
Dooly Bidg. 
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@ Established Distribution. 


> Prospective Distribution. 






The Wahle Franchise 
And Its Participants 


Forty-three distributing warehouses are now merchandising Wahle residen- 
tial lighting fixtures as symbolized by the dots on the map; the stars represent 
those centers of distribution where Wahle distributing connections are now in 
prospect. The Wahle franchise is a possession to be prized by the jobbers who 


participate in it. 


Akron, Ohio 

1 Hardware & Supply Co. 
Albany, N. Y. 

2 Electric Supply & Equip. Co. 

3 Western Electric Co. 
Baltimore, Md. 

4 Southern Electric Co. 
Boston, Mass. 

5 Pettingell-Andrews Co. 
Brooklyn, N. Y. 

6 Western Electric Co. 

7 Sibley Pitman Electric Corp. 
Buffalo, N. Y. 

8 Electric Supply & Equip. Co. 

9 Western Electric Co. 
Butte, Mont. 

10 Butte Electrical Supply Co. 
Chicago, IL. 

11 Electric Appliance Co. 
Columbia, S. C. 

12 Perry-Mann Electric Co. 
Columbus, Ohio 

13 Avery & Loeb Electric Co. 
Davenport, Ia. 

14 Republic Electric Co. 
Detroit, Mich. 

15 Commercial Elec. Supply Co. 


Duluth, Minn. 

16 Duluth Electrical Supplies Co. 
Elmira, N. Y. 

17 Elec. Supply & Equip. Co. 
Evansville, Ind. 

18 Varney Elec. Supply Co. 
Indianapolis, Ind. 

19 Varney Elec. Supply Co. 


Hartford, Conn. 

20 Southern New Eng. Elec. Co. 
Los Angeles, Calif. 

21 Pacific States Elec. Co. 
Louisville, Ky. 


22 Belknap Hardware & Supply Co. 


Newark, N. J. 

23 Western Electric Co. 
New Haven, Conn. 

24 Southern New Eng. Elec. Co. 

25 Western Electric Co. 
New Orleans, La. 

26 Electrical Supply Co. 
New York City 

27 Sibley-Pitman Elec. Corp. 

28 Western Electric Co. 
Norfolk, Va. 

29 Southern Electric Co. 
Oakland, Calif. 

30 Pacific States Electric Co. 


Pe. Pa. 
31 Schimmel Electrical Supply Co. 
Pittsburgh, Pa. 

32 Union Electric Co. 
Portland, Ore. 

33 Pacific States Electric Co. 
Providence, R. I. 

34 Union Electric Supply Co. 
Richmond, Va. 

35 Southern Electric Co. 
St. Paul, Minn. 

36 St. Paul Electric Co. 
Salt Lake City. Utah 

37 Capitol Electric Co. 
San Francisco, Calif. 

38 Pacific States Electric Co. 
Seattle, Wash. 

39 Pacific States Electric Co. 
Spokane, Wash. 

40 Pacific States Electric Co. 
Syracuse, N. Y. 

41 Western Electric Co. 
Tacoma, Wash. 

42 Pacific States Electric Co. 


Waterbury, Conn 
43 Southern New Eng. Electric Co. 


ALBERT WAHLE COMPANY 


Incorporated 


224 Fifth Avenue, New York City 
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BOOK. 


1200 pages of text cover every conceivable electrical subject. 


a 















“THE GREATEST REFERENCE 
BOOK EVER COMPILED’’— 


That’s what 8500 users say about tte E M F ELECTRICAL YEAR 
It is the only complete reference book of the industry, and its 
Here are a 


few high spots of its contents: 





Every electrical product is clearly defined, supplemented by an unbiased list 
of the manufacturers of each. There are over 3150 such defined and classified 
products with manufacturers’ listings aggregating over 45,800. 

There is an entry by company name of nearly 6600 electrical manufacturers, 
giving in each instance a list of products made, officers of the company, 
location of branch and district offices, etc. 

Over 6700 electrical trade names are listed alphabetically, giving the name 
and address of the manufacturer in each case and the product for which the 
trade name is used. 

There are 500 entries aggregating several hundred columns, of facts, statistics, 
historical matter and data upon latest developments in all branches of the 
industry. 

There are over 5600 authentic, concise definitions of technical and _ practical 
words and terms, written by leading authorities. 

You will find all of these classes of information arranged alphabetically in 
one continuous section, making the book as simple to use as your telephone 
directory. 


SAVE TIME BY CONSULTING THE E M F 


Electrical Trade Publishing Co. 
53 W. Jackson Blvd. 
CHICAGO, ILLINOIS 
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To the left is illustrated a single Lead- 
All Box Bar used for mounting an out- 
let box. Another figure shows a bar 
split lengthwise into two sections and 
used to hold both switch and outlet box. 
Still another shows a single bar in a 
narrow opening which has been used to 
mount an outlet. The bar has been cut 
to size. 


Here’s the Box Bar that Builds Business 
With Your Contractor-Dealer 


HE Lead-All Box Bar fits any sized opening or any size and 
type of outlet or switch box. Sell the Lead-All to your con- 
tractor-dealers for any kind of an outlet or switch box installation. 


Right there is big business for you. It sells quickly and every 
installation recommends others. 


Packed in cartons of 100 each and sold exclusively through the obber. 
Write for further information and discounts. 


On the right is an illustra- 
tion of a Lead-All Box 
Bar and Switch Support 
in use in wider openings. 
Notice that the bar has 
been split to install a 
switch box. Bars are 
easily split with pliers or 
hands. Easily bent and 
accurately shaped. Made 
of the finest steel with 
four angle webs without 
holes except at the ends. 


No matter what the condi- 
tions—Lead-All Box Bars 
fill the bill. 





The Electrical Equipment & Mfg. Co. 


TOLEDO 


Box 164 Central Station OHIO 
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U. W. Man in Westinghouse 
Advertising Activities. 

Edwin L. Andrew has been ap- 
pointed assistant to manager of the 
department of publicity of the West- 
inghouse Electric & Mfg. Co. at East 
Pittsburgh, Pa. 

Although studying engineering, Mr. 
Andrew became interested in adver- 
tising, through magazine and other 
advertising activities, in college, and 
started on an apprenticeship course 





Edwin L. Andrew 


at East Pittsburgh with the intention 
of taking up advertising work when 
the course was completed. He has 
found that engineering has a distinct 
value. in his advertising work and be- 
lieves that advertising is a legitimate 
and attractive field for an engineer 
with commercial vision. 

Mr. Andrew was born in Washing- 
ton county, Pennsylvania, and moved 
in 1907 to Tacoma, Wash., where he 
had preparatory schooling at the 
Stadium High School. He graduated 
from the University of Wisconsin in 
1916, after which he entered the em- 
ploy of the Westinghouse company 
at East Pittsburgh on the apprentice- 
ship course. His rise since that time 
has been steady. He has served at the 
main works and also at the Cincinnati 
office of the Westinghouse company. 


New Products, Literature, etc. 


Mr. Andrew was in the army for 
more than a year, entering the ser- 
vice as a private and being promoted 
to a second lieutenantcy in a short 


time. 
* * * 


Death of Frank Sample 

The sudden death of Frank L. Sam- 
ple, Boston resident engineer of the 
National X-Ray Reflector Co., came 
on Friday, April 6. This loss is felt 
deeply by his many friends who ap- 
preciated above all his qualities of 
squareness and loyalty to them. 

* * * 


American Insulated Wire & 
Cable Producing Magnet 
Wire 
The American Insulated Wire & 
Cable Co. of Chicago, IIl., is now 
manufacturing magnet wire, having 
begun operations April 1. Its prod- 
ucts are sold under the trade name 
‘“A-1 Magnet Wire” and consist of 
the following: plain enameled; sin- 
gle cotton covered (S C C); double 
cotton covered (D C C), single cot- 
ton enameled (S C E); double cotton 
enameled (D C E); single silk cov- 
ered (S S C); double silk covered 
(D S C); single silk enameled (S 
S_E, and double silk enameled (D 

S E). 

The company’s present standard 
of highest quality will be maintained 
in this magnet wire line as in its 
other lines, its manufacturing equip- 
ment being of the latest type, de- 
signed by its own engineers, to pro- 
vide for the highest efficiency in the 
manufacturing processes. 

A factory manager has been se- 
cured who has had 20 years experi- 
ence in this field and has developed 
wire for two of the largest com- 
panies in the United States making 
this product. During that period he 
has supervised the production of up- 
wards of 60,000,000 pounds of mag- 
net wire, to meet every condition of 
use, having both technical and prac- 
tical knowledge of the uses of wire 
as well as of its manufacture. 











W. W. Merrill Elected Presi- 
dent Chicago Fuse 

The Chicago Fuse Mfg. Co., fol- 
lowing its annual stockholders’ and 
board of directors’ meetings, 
nounced the retirement from active 
duties as president, of Arthur D. 
Dana, of New York City, to become 
Chairman of the Board. Mr. Dana, 
as founder of the company in 1889, 
has been its president since its incep- 
tion, and now withdraws in order to 


an- 





W. W. Merrill 


devote more time to his other inter- 
ests. William W. Merrill, who has 
been associated with Mr. Dana in this 
and a number of other enterprises for 
a great many years, has largely in- 
creased his holdings in the company 
and now becomes the president. The 
other officers are: George C. Reid, 
vice president and treasurer; Walter 
D. Dana, vice president, and F. 
Trautmann, secretary. E. J. Hamil- 
ton will continue as manager of sales. 

The company’s plant, devoted to 
the manufacture of electrical protec- 
tive devices, is located on the prop- 
erty bounded by Laflin and Fifteenth 
streets, Ashland avenue and the B. & 
O. C. T. belt-line tracks, Chicago, hav- 
ing approximately 500 employees and 
with net capital and surplus of over 
one million dollars, 
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Empire Transformer Co., 
Establishes its Own 
Sales Office 


In order to permit concentration of 
its electrical products, the Empire 
Transformer Co. has severed its con- 
nection with the Harvey Electric Co. 
and established a sales office at 3819 
No. Ashland Ave., Chicago. This 
move puts the factory at Two Rivers, 
Wis., where the manufacturing is car- 
ried on by a staff of experienced 
men, permitting increased production. 
Previous to joining the Harvey Elec- 
tric Co. in 1922, the Empire Trans- 
former Co. enjoyed national distribu- 
tion under the Empire _ trade 
mark, and today the line offers 19 
numbers, including bell ringing and 
toy transformers, a full line of per- 
Among the 
new items are an exclusive feature 


colators, toasters, ete. 


waffle iron, porcelain case transform- 
er, and a small toy percolator. Wil- 
liam H. Sickinger, as in the past, 
remains vice-president. and director 
of sales. 

* * * 


Robbins & Myers Open New 
Office 

The Robbins & Myers Co., Spring- 

field, Ohio, manufacturers of electric 

motors, generators and fans, have 

opened a new sales office in Char- 


lotte, N. C., Latonia building. Al- 
bert Milmow has been placed in 
charge of this office. Mr. Milmow 
has had many years of experience 
with electrical equipment and is a 
specialist in the textile field. 


* * * 


Cutler-Hammer Moves Pitts- 
burgh Office 

After many years in the Farmers’ 
Bank building, Pittsburgh, The Cut- 
ler-Hammer Manufacturing Co., of 
Milwaukee, has moved its central dis- 
trict office to the Century building, 
Pittsburgh, located on Seventh street, 
between Penn avenue and Duquesne 
Way. A. G. Pierce is manager of 
the Central district. 


* * ” 


Rubber Insulated Metals Corp. 
Moves to Newark 

The Rubber Insulated Metals 
Corp. moved its general offices from 
50 Church street, New York City, 
to 18 Oliver street, Newark, N. J., 
on April 1. This concern manufac- 
tures the “Rimco” 
pliers, screw drivers, and other tools, 
known “the Safety 
linemen and for high 

The new location will 


rubber insulated 
popularly 

Tools” for 
tension work. 
give the company larger accommoda- 


as 


tions. 





of F. R. Dolan. 





F. R. Dolan 


westward. 





Indiana Rubber Closes Chicago Warehouse 


The Indiana Rubber & Insulated 
Wire Co., Jonesboro, Ind., has an- 
nounced an important change in 
Chicago, effective May 1. 
will no longer be carried in Chi- 
cago, but patrons will be served 
direct from the factory. A Chicago 
office will be maintained, however, 
at 810 Marquette Bldg., in charge 


been decided upon as mutually ad- 
vantageous to the jobbers and the 
company. With the wide variety 
of products it was impossible and 
impracticable to anticipate stocks. 
This condition necessitated ship- 
ment from the factory of a large 
percentage of Chicago sales under 
any circumstances. 
ments were made to the warehouse 
with other goods, and time was 
lost in drayage to warehouse, un- 
packing, repacking and drayage to 
patron. Under the new plan it is felt that service will be improved. 
Schwartz has retired from the company after many years of active service. F. 
R. Dolan, now in charge, has been with the company for nine years. 
he was with the Electric Appliance Co. 
business career has been in Chicago territory, where he is very well known 
He will have the able cooperation of J. L. Kirkland, who will, as in the past, 
handle the Southern and Central States, with headquarters at Indianapolis. 
R. A. Stewart will travel out from the factory office covering states to the 


Stock 


This policy has 


These ship- 





J. L. Kirkland 


F. BD. 


Formerly 
Therefore, practically his whole 








Popkin Bros., Manufacturers’ 
Agents in Detroit 

Irving Popkin has formed a part- 
nership with his brother, S. A. Pop- 
kin, under the firm name of Popkin 
Bros., manufacturers’ agents, Bowles 
building, Detroit, Mich. This firm is 
now sales representative in Michi- 
gan, Indiana and Ohio for the fol- 
lowing firms: Davidson Porcelain Co. 
—knobs, tubes, cleats, ete.; Bourn 
Rubber Co.—rubber-covered wire, 
armored cable and cords; Standard 
Electric Mfg. Co.—push and snap 
switches, mail boxes, mouth pieces 
and whistles; W. R. Ostrander & 
Co.,—pull, key and keyless sockets, 
bells and buzzers, speaking tubes, 
floor boxes, metal shades, annuncia- 
tors, etc.; Killark Electrie Mfg. Co., 
—bell ringing transformers, service 


caps, conduit fittings, N. E. C. plugs 


and auto fuses, soldering paste; 
Beaver Machine and Tool Co.,— 
feed-through and canopy switches, 


attachment plugs, iron plugs, multi- 
ple clusters, flush receptacles. 


* * * 


Betts & Betts Improve Dis- 
tribution and Sales 
Facilities 
_ The Betts & Betts Corp., 645 W. 
Forty-third street, New York, have 
made arrangements with Cloyd Mar- 
shall & Co., Union League building, 
Los Angeles, Cal., to handle radio 
apparatus on the Pacific Coast. They 
will carry a substantial stock of all 
items in the Los Angeles warehouse 
se that all shipments will be made 
F. O. B. Los Angeles instead of F. 
O. B. New York. Mr. Marshall was 
formerly assistant treasurer of the 
Dubilier Corp., of New York and is 

a capable radio sales engineer. 

They have also opened a branch 
office in Philadelphia which will be in 
charge of Vernon H. Walker as dis- 
trict manager, and will carry a stock 
of material for local pick-up there. 
The office is located at 1536 Cherry 
street. Mr. Walker has been travel- 
ing this territory for a period of about 
three years. 

Frank Wolk, who has been actively 
engaged in the radio industry in this 
city is now connected with the com- 
pany and will be in charge of the 
Metropolitan District sales. He will 
have under him, the following Metro- 
politan salesmen: Marshall _L. 
Schott; Charles O. Penschuck, and 
Oscar Gaballi. 
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HE jobber is the 

“key man” in the dis- 
tribution of _ electrical 
products — his organiza- 
tion represents a halfway 
station between the man- 
ufacturer and _ dealer. 
Every product that enters 
and leaves this station 
should be of proven qual- 
ity and efficiency—and 
the only way to obtain 
such proof is through the 
Test Reports of the E. 
T. L. (Electrical Testing 
Laboratories). 


The E. ‘1. L. renders a 
complete testing service 
to all branches of the in- 
dustry — manufacturer, 
jobber, contractor—deal- 
er and central station 
alike — conducting tests 
which establish the per- 
formance characteristics 
of many products. Job- 
bers and their salesmen 
know that it pays to sell 
products proven in this 
way; and—like the other 
branches of the industry 
—they are turning to the 
E. T. L. for “tests that 
tell.” 


Flectrical Testing Jaboratories 


n 
60% cXTREET AND EAST ENDAVE> 


~——a 


Buy and Sell 
on the Test Report 





























Schwartz Resigns from Indiana 
Rubber 

Friends of Frank D. Schwartz 

throughout the central region will be 

interested in the news that he has 


severed his connection with the Indi- 
ana Rubber & Insulated Wire Co. 





Frank D. Schwartz 


with which he has been connected 
for so many years as Chicago man- 
ager. It is understood that his hold- 
ings in the company have been dis- 
posed of. 

Mr. Schwartz’s plans for the fu- 
ture have not been announced. What- 
ever his next move may be, it will 
seem odd to see his name connected 
with any other than Indiana Rubber 
so closely have the two been identi- 
fied. cma ~ 


New General Electric Ware- 
house in Atlanta 


The General Electric Co. has an- 
nounced the completion, in Atlanta, 
Ga., of a four-story, reinforced-con- 
crete warehouse, equipped with all 
facilities for prompt and _ efficient 
handling of orders. The initial build- 
ing has a floor space of 64,000 sq. 
ft., and provision is made for later 
increase to 100,000 sq. ft. as condi- 
tions warrant. The warehouse is lo- 
cated on the Southern Railroad with 
an inside car siding, inside motor- 
truck pits with electric cranes oper- 
ating over the pits. ‘There will be 
carried in this warehouse a complete 
stock of staple lines such as, motors 
and accessories, meters, transformers, 
incandescent lamps, wiring devices, 
wire and cables, street lighting ma- 
terials, etc. 


C. D. Oldham Resigns from 
Columbia Lamp 

Clair D. Oldham, of St. Louis, has 
resigned from the Columbia Lam) 
Division of the National Lam) 
Works. This is after 24 years of 
service with the Division and befor. 
that with the old Columbia Incan 
descent Lamp Co. Mr. Oldham has 
not made any other connection, as li 
feels that he is entitled to a few days 
of vacation. He has very large per 
sonal acquaintance in the electrical 
trade, particularly in the South and 
Southwest. He has been a resident 
of St. Louis for a long period, his 
home being at 1224a Shawmut PI. 

* * * 


Killark Makes Coast Connec- 
tion 

The Killark Electric Mfg. Co., St. 
Louis, Mo., announces a new agen 
cy arrangement recently completed in 
San Francisco. Its selling agent in 
this territory is now the Electric Sales 
Co., 111 New Montgomery Street. 
San Francisco, who will cover north 
ern California on the Killark line of 
conduit fittings, bell ringing trans 
formers, enclosed fuses, etc. 

* * # 


Cooper in Washing Machine 
Sales Promotion Work 

C. J. Cooper, Jr., well-known 

through his connection with the Wise 

McClung Co., entered the employ of 

the Syracuse Washing Machine Corp.. 





C. J. Cooper, Jr. 


Syracuse, N. Y. on April 1. He is 
manager of the sales promotion de- 
partment under the direction of Ray- 
mond Marsh, general sales manager. 
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A device which replaces two or three 
items in the stock room is the “1906 
Heco” bar hanger developed by the 
Hanger Electric Mfg. Co. 105 So. 
Dearborn street, Chicago. It is used 
on all ceiling outlets where there are 
wood joists to nail them to. It comes 
complete with box and stud assembled 
ready to nail in place. 








The “Knapp Limo-Sedan” fan, manu- 
factured by the Knapp Electric & 
Novelty Co., 511 West 51st street, New 
York City, is a dependable, sturdy de- 
vice which can easily be installed in a 
few minutes. It can be attached to 
the ceiling or side of any limousine 
car by the double adjusting bracket. 
It dispels fumes, smoke, dust, and will 
circulate the air when the windows are 
closed. It is also ideal for use in am- 
bulances. The length of the connecting 
cord between the fan and battery of 
the car depends upon the location of 
the fan and size of the car, therefore 
is not included, but can be procured 
at little cost from any dealer. It is 
finished in black Japan with nickel 
trimmings. 





A new and improved time-saving 
appliance has been placed on the mar- 
ket by the Chicago Flexible Shaft Co., 
Roosevelt road and Central avenue, 
Chicago, called the “Sunbeam” electric 
toaster and grill. It is mounted on a 
highly nickeled tray, supported by 
four ebonized feet that will not mar 
the table. The toaster rack is detach- 
able so it may be removed if one 
wishes to make use only of the grilling 
conveniences. This roomy rack will 
accomodate slices of any size or thick- 
ness. The comfortable, cool handles 
make it easy and safe to turn the 
bread. There are two handles extend- 
ing out in front of the toasters. The 
upper is attached to the _ reflector 
plate, which is the secret of the 
“Sunbeam’s” unique heat control, and 
the lower is attached to the grill pan. 
By a new use of simple principle, a 
low, medium and high heat is always 
obtainable. 








€7 


ONLY 4 NEEDED 
BETWEEN WALL 

AND BRACKET 

The Beaver Machine & Tool Co., 
Ine., 625 North Third street, Newark, 
N. J., has developed a variation of its 
canopy switch, which is brought out 
on the surface of the canopy. The de- 
vice has been particularly designed, it 
is stated, to reduce the space required 
for the switch back of the bracket and 
thus eliminates digging holes in the 
wall. The device has the usual canopy 
switch mechanism of this company and 
carries the 8-ampere, 125-volt rating. 











The Gillespie-Eden Corp., Paterson, 
N. J., has developed an electric clothes 
washer called the “Eden Dainty Wash,” 
designed particularly for use in apart- 
ment houses or places where space is 
at a premium. It is a small plunger- 
type machine of one-sheet capacity, 
weighs approximately 17.5 lbs. and 
measures 21.5 in. high over all and 13 
in. in diameter. The motor and single 
vacuum cup are attached to the cover. 
The cylindrical tub is made perfectly 
smooth in the interior. 








A nine-inch all-aluminum fan, which 
is an improvement in appearance and 
operation has been designed by the 
Signal Electric & Mfg. Co, 
Menominee, Mich. They are manufac- 
tured in two types, the straight blow 
type, and the oscillating type. A 
special feature of the oscillating type 
is its flexible arm which promotes 
smoothness of action and prevents 
stripping of gears. 








A feature of the “Tu-Heet” soldering iron is a button con- 
veniently placed in the handle. When pressed, this forms a 
connection, increasing the wattage and temperature of the 
tip from 20 to 30 per cent. Each iron, therefore, serves the 
purpose of two distinct irons of different wattages to be used 
as best adapted for the required work. The iron is guar- 
anteed against electrical and mechanical defects for one year 
and is manufactured by the Betts & Betts Corp., 645 West 


48rd street, New York City. 








The Merchandising Department of ‘the General Electric Co., 
is offering a duplex Y-shaped connector in both straight ana 
90-deg. angle types, designed to bring two lines of ¥, in. 
single strip conduit into a switch or outlet box. It is used 
especially for running extension lines under plaster. 
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The Meadows Mfg. Co., 
Bloomington, Ill, has brought 
out an electric washer of the 
oscillating type with a copper 
tub making 42 double revolu- 
tions per minute. The tub is tin 
planished inside to insure full 
protection from the chemical 
reactions of strong soaps and 
washing powders. The wringer 
of the machine can be taken off 
when not in use and the appli- 
ance used as a table. The wash- 
er is provided with a cabinet of 
handsome appearance and all 
moving parts are enclosed. 
Doors in the cabinet permit ac- 
cess to the gears and to the 
drain cock for draining the tub. 
































The Tork Co., 8 West 40th 


street, New York City, has an- 
nounced a new time switch 
called the “Tork Clock” with a 
ten-day time motor, and 30- 
ampere, 250-volt, double-pole 
switch. Both clock and switch 
movements are specially de- 
signed and built for operation 
together and are enclosed in a 
heavy cast-iron, weatherproot 
housing with bottom openings 
for %4 in. conduit. Tork clocks 
provide daily “on-and-off” 
service and may also be fitted 
with “on-and-off” twice a day 
attachment at a small addition- 
al cost. 





Another addition to the 
line of appliances manufac- 
tured by the Toledo Cooker 
Co., Toledo, Ohio, is the 
“Toledo” automatic electric 
cook stove. It is a lamp- 
socket cookstove using but 
660 watts. It is entirely 
automatic in its operation. 
After the food is prepared, 
it is placed in the compart- 
ments of the stove. The 
current is turned on, the 
steam generated shuts off 
the current at exactly the 
right time. The length of 
time the current remains on 
is governed by the quantity 
and kinds of food _ being 
cooked. The current rarely 
remains on over 85 or 40 
minutes. The cooking con- 
tinues by the stored up heat 
in the compartments. The 
evident advantages of such 
a stove are the ease with 
which it can be moved from 
place to place, the fact that 
no special insulation is 
needed and that no watch- 
ing and attention is needed 
after the food is placed in 
the cooker compartment. 
















































The Square D Co., Detroit, Mich., is 
marketing a new convenience outlet 
which embodies several unique fea- 
tures. The terminal and four jaws 
are made of one piece of metal, thus 
avoiding connecting screws ‘and poor 
contact. It eliminates the need for 
sealing wax in the outlet, since all cur- 
rent carrying parts are enclosed by 
the two pieces of porcelain. The jaws 
are Square D multi-spring with con- 
tact on both sides of the inserted 
blade, so that perfect contact is as- 
sured. The jaws, because of the multi- 
spring design, will adjust themselves 
to variations in the spacing or thick- 
ness of the blades. 








Simplicity of design and sturdiness 
of construction are features of the new 
“Dumore” Model Six drink mixer de- 
veloped by the Wisconsin Electric Co., 
Racine, Wis. It is equipped with a 
dynamically balanced “Dumore” uni- 
versal motor that operates equally 
well on alternating and direct current. 
Its speed is given as 15,000 r. p. m. 
The agitator used is of special design. 
The new monel-metal agitator driven 
at this high speed will mix any drink 
in a few seconds. 
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A new type of heating element which 
provides the correct heat for curling 
or waving the hair is embodied in the 
“Wavette” curling iron developed by 
the Frank E. Wolcott Mfg. Co., Hart- 
ford, Conn. It is of rugged construc- 
tion, highly nickeled and with black 
ebonized handle. There is also the 
“Wavette Jr.” which is of the same 
quality and design as the “Wavette” 
but of smaller size. It meets the de- 
mand for a curling iron which will pro- 
duce a smaller curl. Both irons are 
furnished complete with cord and sep- 
arable plug ready for use on any cir- 
cuit from 105 to 120 volts. 





The Mutual Electric & Machine Co, 
Detroit, Mich., has placed on the mar- 
ket its new “Bull Dog” safety motor 
starting switch. This switch is extra 
rugged and is built to stand extreme 
conditions. It has received Under- 
writer’s classification “A” rating for 
fire and safety and also has been ap- 
proved by the associated factory Mu- 
tual Fire Insurance Companies. 








The Ivanhoe-Regent Works of the 
General Electric Co. Cleveland, O., 
has produced an industrial lighting 
unit to meet the most exacting require- 
ments of this type of illuminating. 
“Glassteel” the trade name of this unit 
consists of a white glass enclosing 
diffusing bowl. Apertures in the top 
of the reflector allow some light to pass 
upward. The unit is made in two sizes, 
with 18-in. and 20-in. reflectors, and 
uses standard, clear-bulb lamps. 











An electric screw driver in which the driver bit is attached 
to a clutch which can be held stationary while fitting it to the 
slot in the screw, has been developed by the Jas. Clark, Jr., 
Electric Co., Louisville, Ky. By pushing on the handle, the 
clutch is engaged and the screw will start slowly, always 
remaining under control, it is stated, as the speed of the 
spindle is comparatively low. The tool has a ball-bearing 
armature and spindle, aluminum frame and is cooled by a 
fan, and is furnished with three sizes of detachable tool- 
steel bits, 








Uniformity of baking due to automatic temperature con- 
trol is the feature of the new automatic electric reel-type 
bake oven that has recently been brought out by the West- 
inghouse Electric & Mfg. Co, East Pittsburgh, Pa. Regard- 
less of how full the oven is loaded, the baked products are 
produced absolutely uniform and thoreughly baked. The 
heat is kept inside the oven by means of thick insulation; 
the oven may be installed in the bakery sales room without 
overheating the room. All parts of the baking chamber are 
kept at a uniform temperature, making it unnecessary to 
shift the pans after they are placed in the oven. 








“Q-Ray” is the name of a new therapeutic lamp that has 
recently been developed by S. Robert Schwartz & Bro., 546 
Broadway, New York City. Some features are the improve- 
ment of the shade which has been so designed that it pro- 
duces parallel rays and thus avoids danger of burning due to 
focusing of heat at one point, special 260-watt carbon stere- 
optican “Q-Ray” bulb, special angle socket, 10 ft. of new 
code parallel mercerized cord and a two-piece plug. 








An electric bell striker for fire and danger signals has 
been developed by the Electrical Automatic Appliance Co., 
1749 Arapahoe street, Denver, Colo. The motor is geared to 
the striker, which runs at 150 rp.m. It carries two hammers, 
which are thrown out by centrifugal force, and which strike 
150 or 800 blows per minute as desired. The hammers are 
set so that they catch the rim of the bell at each revolution 
and rebound as it passes. ‘The motor can be turned on at 
fire chief or telepone headquarters and set to run continu- 
ously or at intervals as desired. The striker is made in sizes 
of %, 1 and 2 hp. 
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Wherever insulation is to 
withstand moisture, Hydro- 
Proof Tape should be 
specified. 


IT 


TITTTTTT 


This includes many uses: 
Outside insulation which 
must stand rain and snow— 
Submarine insulations of 
all kinds— 
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Cables lving on damp mine 
floors— 
Under these, and similar 
severe conditions, Hydro- 
Proof Tape gives perma- 
nent satisfaction. 
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An Assortment 
The Dealers Stock 


Gives them a 400 per cent profit. 


An inducement that cannot be 
ignored. 
This standard assortment will 


prove a fast seller for your dealers. 
Sell them a stock. 


PATTON-MAC GUYER CO. 
31 Mathewson St., 
R,.-4. 


Providence, 





The Jobber’s Place in Merchandising 


By A. A. SCHUELER 
Sales Manager, Square D. Co., Detroit 


URING recent years there has 
been considerable discussion on 
the value of the 
jobber to the 
electrical indus- 
try. Some people 
erroneously _ be- 
lieve that the 
jobber has no 

Be place and should 
=“ be eliminated. 
They regard him 
’ as a parasite who 
merely takes or- 
ders created by 
others.. They say 
he performs no real, constructive ser- 
vice; that the only method of selling 
goods he knows is to cut prices; that 
his eagerness, in the scramble for busi- 
ness, to have a lower price than the 
other fellow is responsible for the 
multitude of sub-standard electrical 
material now on the market. On the 
other hand there are those who believe 
that the jobber is a necessary link in 
the chain of distribution. 








Among those who recognize the 
necessity of the jobber, there are also 
various opinions regarding the proper 
functioning. Some say that it is the 
manufacturer's job to create the de- 
mand and to sell his merchandise; the 
jobber’s, only to warehouse and de- 
liver it. They believe the jobber 
should carry in stock any merchandise 
for which a demand exists. They 
say that the jobber’s salesman cannot 
be expected to sell a particular brand 
of merchandise or to do a constructive 
job for any manufacturer, that the 
most that can be expected of him is to 
sell his house to the dealer or consumer 
and take orders. Others believe that 
the function of the real jobber is to 
do something more than to take orders 
and act as a warehouse for all manu- 
facturers. They say that the jobber 
should confine his efforts to one line 
and assist the manufacturer in promot- 
ing and building up sales on this line, 
eliminating the duplication of lines 
which tends to make order-takers of 
the salesmen. 

Adequate distribution is very im- 
portant in the merchandising of Square 
D switches. We believe in the eco- 
nomic necessity of the electrical job- 
ber. We believe that in making it 





possible for the consumer to do his 
electrical buying at one source, the 
jobber performs a great service to the 
public as well as to the industry. 

While we believe that a policy of 
exclusive distribution is dangerous to 
both parties—to the manufacturer be- 
cause he loses a certain amount of 
control over his business; to the job- 
ber because it tends to make his sales 
organization pay less attention to the 
line on the theory that having it ex- 
clusively they will get all the business 
—yet, we do not believe that numbers 
constitute adequate distribution. 

The most valuable asset we have is 
the distributor who believes that it is 
part of his job to promote the sale of 
our product and who believes in con- 
centrating his efforts on one line; who 
believes it more profitable to put what 
capital he invests in safety switches 
into a complete stock of one line rather 
than into incomplete duplicate stocks, 
and who has an organization capable 
of something more than taking orders. 

The jobber who carries in stock 
every conceivable make of safety 
switches, is a liability for every manu- 
facturer he represents rather than an 
asset. He carries everything for fear 
the customer will ask for something he 
does not have and he will lose an 
order. He never stays sold on any- 
thing. The manufacturer can’t take 
the time constantly to re-sell him; his 
job is in the field selling switches. 

In our instructions to our salesmen 
in the field, who co-operate with our 
jobbers, we try to impress on them the 
value of selecting only jobbers of the 
highest character, and then giving their 
utmost in wholehearted co-operation. 

The following instructions, sent out 
to our salesmen last November reveal 
our conception of the importance of 
the jobber and his salesmen as a fac- 
tor in distribution. 

“Don’t make the mistake of letting 
the few jobbers who carry every con- 
ceivable line and co-operate with none 
influence your opinion of the electrical 
jobber as a whole. Remember that the 
amount of business you get out of your 
territory depends entirely on your 
ability to sell and deliver to the con- 
sumer. But your ability to sell is not 
measured only by the number of orders 
you personally secure, but rather by 
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your own orders plus the orders your 
distributors’ salesmen take, plus the 
number of real good distributors you 
have been able to develop. If there 
is in your territory a distributor who 
should be a good one, but doesn’t seem 
to be functioning properly, don’t 
blame him. Remember you can never 
get something for nothing. 

“Before condemning the distributor 
ask yourself a few questions. What 
have you failed to do toward develop- 
ing him into a good distributor? Have 
you given him the proper co-operation? 
Have you sold him only items which 
he can sell in his territory? Have 
you been watching turnover on his in- 
vestment? Have you kept in close 
touch with his salesmen? Do they 
know that they have Square D switch- 
es in stock, and to whom and how they 
should sell them? Do you keep them 
advised of developments in your terri- 
tory and of new items added to the 
line? 

“Remember that the jobber and his 
men have a multitude of lines to think 
of. If you want your line to stand out 
above the others, if you want them to 
have you and your line constantly in 
their minds, you can do so only by 
maintaining close contact and close co- 
operation.” 


a 


Fan Campaign for 1923 


Last year the General Electric Co. 
conducted a fan advertising campaign 
in about 80 newspapers representing 
the different sections of the country. 
This year it will conduct a similar 
sales effort in nearly 1000 news- 
papers, or more than 12 times as 
many as in 1922. 

A series of six advertisements, of 
various sizes, will be printed in each 
of these newspapers, featuring the 
central idea around which the cam- 
paign is built—fresh live air—and 
the very low cost of operating fans. 

The newspapers in which they will 
appear have been chosen in such a 
way that the entire country is cov- 
ered, and the appearance of the ad- 
vertisements has been so scheduled 
that their publication will follow the 
northward march of the sun so that 
the weather in each community will 
give emphasis to the sales argument. 

The slogan “Fresh Live Air” was 
chosen because it helped to take the 
fan out of the class of seasonal mer- 
chandise and place it in the all-the- 
year-around class, for fresh live air 
is as essential in winter as in sum- 
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After a year on the market the F A Triumph 
Line of Safety Type Panel Boards have borne 
out every prediction made by exhaustive 
laboratory and factory tests. Today they have 
established themselves in the estimation of 
thousands of contractors to whom 


Triumph Safety Type 


has been the last word in complete and modern 
installations with growing popularity. The 
Triumph Safety Type Panel Boards bid well 
to displace many of the less favored live face 
By the unusual unit construction and 
with increased factory production, the cost 
has been crowded down to a point where a 
comparison of cost and values is decidedly in 
favor of the Triumph Safety Type on every 


Write for Bulletins No. 26, 27, 29, covering the 
Type T-P, Type P (plug-fused branches) and Type 
R (residence safety) if your files do not now con- 
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Frank Adam 


ELECTRIC COMPANY 


BRANCH OFFICES 
Detroit, Dallas, Minneapolis, Kan- 
sas City, Cincinnati, Cleveland, New 
Orleans, Chicago, San Francisco, 
' Los Angeles, Seattle, Boston, Phil- 
adelphia, Pittsburgh. 


ST. LOUIS 


OTHER PRODUCTS 
Major System of Theatre Lighting 
Control; knife switches; safety 
switches; hanger outlets; reversible- 
cover floor boxes; A. C. and D. C. 
Distribution Switchboards. 









For our complete 
line look in the 
EMF Electrical 
Year Book. 
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White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use || 
—no harmful or acid effect on hands || 
or clothing. 





Guaranteed | 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Northern Electric Company. 


Canada: 
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Glass Insulators 


for medium voltage 


Power Lines 


are Best Because they 
serve Better, last 
Longer and cost Less. 


Let us send you more in- 
formation about these In- 
sulators. 











HEMINGRAY 
GLASS CO. 


OFFICES S FACTORY 
MUNCIE 
IND. 





OOo 


poe HUNHNUUUUUUAOENLOOAOUOUUNAHNMOUOUALOUORTUOOOEEONENEET ROUGE UHANASUAT AGATE aa: 








5) 








ha be ede | 





sh shat 





mer, and the argument carries weight 
in one season as well as another. 


The newspaper campaign conducted 
by the company will be supplemented 
by an electrotype service for use in 
local advertising by the individual 
dealer, tying in his sales efforts in 
his home newspapers with the general 
campaign. 

A feature of the material furnished 
to dealers in connection with the cam- 
paign is a show window cutout 27 by 
It represents a 
man holding a blue and orange-edged 


42 inches, in colors. 








Window of High Attention Value. 


handkerchief in the breeze from a 
fan, the fluttering of the handker- 
chief supplying an element of motion 
that adds to the attention-drawing 
power of the window. The cutout is 
supported by a strong easel which is 
quickly adjusted and affords perfect 
stability. There are also three cir- 
cular cutouts for mounting on the 
guards of 12-inch fans, with messages 
addressed to business, office and home 
prospects, and three window or 
counter cards, 12 inches long by 714 
inches high, with easel backs, which 
emphasize the low cost of operating 
fans, and their hygienic value. All 
of these cutouts are in colors. 


* * * 


Dayton Fan & Motor Co.’s 
New Officers 


At a recent meeting of the Dayton 
Fan & Motor Co., Dayton, Ohio, new 
officers were elected as follows: presi- 
dent, M. D. Larkin; vice president 
and factory manager, A. M. Harrel- 


| son; vice president and sales mana- 


Lawson; secretary and 
business manager, D. A. Graham. It 
is reported that business in 1922 was 
214, times that of 1921 and it is esti- 
mated that of 1923 will be double that 
of 1922. 


per, C, | 'F. 


New Home for Marion 
Insulated Wire 

The Marion Insulated Wire & 
Rubber Co., Marion, Ind., has just 
completed a two-story building which 
is to be used for manufacturing, of- 
fice and storage purposes. It gives 
the company an extra 24,000 square 
feet of floor space and will increase 
production facilities about 25 percent. 

The company distributes its line 
of “Eagle Brand” wires and cables 
through the jobber and J. F. Auten, 
general manager, states that the in- 
creased production will enable them 
to give prompt and better service to 
the trade. It will also enable them to 
catch up on the demand for their 
product, as they are now about six 
weeks behind on orders. 

* * * 


Jewett Buys Out DeForest 
Radio 

Outright purchase of the entire 
business, good will and patents of 
the DeForest Radio Telephone and 
Telegraph Co. has been announced 
by President E. H. Jewett of the 
Jewitt Radio and Phonograph Co. of 
Detroit. 

Associated with Edward Jewett in 
the purchase are Theodore Luce, 
former Detroiter now associated with 
the New York and Chicago bond 
house of A. C. Allyn; Frank W. 
Blair, President of the Union Trust 
Co. of Detroit; H. M. Jewett, Pres- 
ident of the Paige-Detroit Motor Car 
Company, and several other cap- 
italists and radio experts. 

Officials of the company state that, 
they come into possession of 181 
radio patents, among them the basic 
rights to the three-electrode audion 
bulb, which is an essential part of 
every long distance radio receiving 
and sending set. Among the other 
patents are several covering radio 
equipment in general use, as well as a 
large number representing more re- 
cent development and research by Dr. 
Lee DeForest, and embodying start- 
ling new developments in the radio 
field. 

The purchase also includes the fine 
new plant of the DeForest Company 
at Jersey City, at which DeForest 
inventions are manufactured commer- 
cially. No announcement was made 
of the amount of money involved in 
the transaction. 

Dr. DeForest remains with the 
company under a long-time contract 
as consulting engineer. 
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in Northwind Fans. 
TELL 


teed. We are back 


jobbers. 


HIGHLY SALABLE- 
Prices right, at- 


PROMPT DELIVERIES 


at St. Louis, New 
York, and with a 
hundred jobbers. 


dealers on dozen 
lots or more. 
Helps if wanted. 


Mfg. Company 


St. Louis 








There is Profit for Dealers 


"EM WHY! 


DEPENDABLE-made for 
7 years and guaran- 


of them with a liber- 
al policy-so are our 


tractive in appear- 
ance, complete with 
switch, plug and cord. 


assured, big stocks 
LIBERAL DISCOUNTS to 


Sales 


The Emerson Electric 


New York 


| 
| 














Making Over a Miniature 
Lamp Sales Department 


The story is told of a huckster ap- 


plying for a license and giving the | 


following answers to questions in the 


| application: 


Born?—Yes. Aged?—No.  Busi- 
ness ?—Pretty Good. 


That will about answer for Theo- 


assured that he was born. Where and 
when do not matter. He is not aged. 


In fact, he is young, considering the | 


importance of his job. Business with 


Theodore K. Quinn,:Manager Miniature 
Lamp Sales, National Lamp Works 


him is pretty good. He has made it a 
habit to see that business is good al- 
ways—that’s why he holds down a 
difficult job. 

His most outstanding physical at- 
tribute is teeth. He has several very 
good ones on display at all times be- 
cause he is a natural born smiler and 
it’s some smile, that Ted Quinn va- 
riety. 

It is known for a fact that he has 
been offered big money to pose in drug 


| dore K. Quinn, manager miniature | 
| lamp sales, National Lamp Works. Be 








store windows just smiling and hold- | 
ing a tooth brush and a tube of ........’s | 


(name given on request) tooth paste. 


But smiling isn’t Ted Quinn’s chief | 


stock in trade. He stands mighty well 


with the National Lamp Works be- | 
cause he has the knack of finding | 


things that need doing and of getting 
them done. Being the fall guy for 
some new venture or re-organizing 

» old one that has persistently 





Just a Time Switch Clock or 


The"-AMERICAN’ 


WHICH Do You Sell ? 


Features of the “American” 

1. Price—The lowest. 

2. Functioning Ability—Instantaneous, 
no arcing. 

3. Tuning Movement—Jeweled in Sap- 
phires—Graham Escapement. 

4. Appearance—Graceful lines. 

5. Types—For all needs. 


The American Time Switch Co. 
Commercial Bldg. - CLEVELAND, OHIO 











On the Job 


HE conduit that keeps both sales- 

man and contractor in the lead. P. 

S. makes sales quicker by making 
the job faster and better. Reaches the 
job ready to install. Threads are clean, 
sharp and true. Eliminates reversing 
couplings and running dies over pipe 
ends. 


Enameled Metals Co. 


Pittsburgh, Pa. 
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Stand It 
on the floor— 





or Hang It 
on the Wall! 





Only Flood-O-Lite, Jr. 


can be used either way. 


Electrical dealers like Flood- 
O-Lite, Jr. because it is an easy 
seller. Store managers like it 
because it is portable and can 
be used in floor or wall posi- 
tions and has a 10-foot cord 
and plug. 

Just think—Carson, Pirie, 
Scott & Co. of Chicago, have 
installed 70 of these Flood-O- 
Lite, Juniors, in their display 
windows. What better  evi- 
dence is there that Flood-O- 
Lite, Junior, has a real market? 


Jobber’s Salesman— 
Mail this Request—Right Now! 


SWRBBWeBeeweeeeeeeeeeneQBQeQneeE EE 


Reflector & Illuminating Co., 
575 W. Washington St., Chicago, Ill. 


Please send to the hotel address indi- 
cated below, by first-class mail, special 
delivery, technical data and sales fold- 
ers on Flood-O-Lite, Junior. Every 
electrical dealer in my territory should 
know about this interior flood light. 











failed and making winners of them is 
a Quinn specialty. 

In years, Theodore K. is still com- 
paratively a youngster, but as he came 
to the National Lamp Works as a lad 
in knee pants, his period of service is 
fairly venerable. His first job was 
shipping clerk in the lamp factory, 
from which he graduated to the credit 
department of which he eventually 
became manager. 

Somewhere in his busy career he 
found time to take a night school 
course in law and was admitted to the 
bar in Ohio. 

His actual career as a lawyer was 
somewhat brief, and here is a story 
about it which he tells on himself. 
Soon after becoming a full-fledged 
barrister he was seized with an ardent 
desire to appear in court as the cham- 
pion of some poor unfortunate unjust- 
ly charged with a felony. The court 
kindly assigned him a case—the de- 
fense of a penniless man accused of 
“villianously” mauling a neighbor. He 
interviewed his client and obtained his 
solemn vow of innocence. It appeared 
that the poor fellow, who was about 
the size of Jack Dempsey, had been 
attending to his own affairs when a 
neighbor, out of pure spite, picked a 
fight with him. The neighbor, accord- 
ing to the accused, had then proceeded 
to blacken both his orbs and bloody 
his nose, but not content with that, 
had hastened to the police station and 
charged the accused of assault and 
battery, mayhem, kidnapping and all 
the other crimes in the book. 

“Ted” was righteously incensed. He 
prepared his case carefully and went 
into court ready to make a most im- 
passioned plea for his client. 

And then he took just one look at 
the party of the second part—a little 
shrimp of a man and lame; obviously 
just a single jump ahead of the un- 
dertaker. Could any jury be made to 
believe that this cripple had licked 
Jack Dempsey’s twin brother? Alas, 
no. Exit Quinn ingloriously from the 
practice of law. Losing his battle, 
however, taught him something, and if 
he has ever been caught napping since, 
the instance is unknown. 

By the time Theodore Quinn ar- 
rived at the top of the credit depart- 
ment he had already made a name for 
himself as the fair-haired lad who eats 
up jobs no one else cares to tackle. 

Some time thereafter it became nec- 
essary to select a manager for the 
miniature lamp sales department 
which had been existing precariously 








“Central Black” 


“Central White”’ 


Rigid Steel 
CONDUIT 


“‘Central”’ 
Conduit 


may be bent 
and__ kinked 
like this with- 
out  flatten- 


ing, buckling, cracking or flaking 
The ductility and finish are exclu- 
sively ‘‘Central.”’ ‘Central Black’’ 
is enameled; ‘‘Central White’’is, 
galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 

















Designed by Packard Engineers 


Sell the Standard Royal Blue Porce- 
lain Clad Transformers to your trade. 
The original porcelain clad line. They 
make satisfied customers. 


Do not hesitate to recommend Standard 
audio-frequency shield amplifiers. They 
operate radio receiving sets without 
distortion. 


Write for complete data. 


The Standard 


Transformer Company 


Successor to miniature: division, 
Packard Electric Co. 


WARREN, OHIO, U. S. A. 
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WHEREVER 


there is a show 
window or— 

an electric sign 
to be illuminated 
— if a storage 
battery is to be 
recharged, 

when street lights 
or a burglar alarm 
system is to be 
controlled 


SELL 
YOUR CUSTOMER 


HARTFORD 





TIME 
SWITCH 


You can give him a 
Hartford 

in just the right type 
and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively— 

The new Hartford 
Price List provides 
good profit for 

you! 


HARTFORD 

TIME SWITCH CoO. 

A. HALL BERRY 

General Sales Agent 

71-73 Murray St., New York,N.Y. 
U.S. A. 
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without a head for a considerable pe- 
riod. The particular department had 
been a white elephant and at that time 
the miniature lamp business was an 
unloved orphan child. There was no 
profit in it—nobody wanted to handle 
miniature lamps—selling was disor- 
ganized—the whole situation was in a 
mess. The only assets he had to start 
with were accumulated kicks and the 
ability of the factories to make about 
10 times as many lamps as he cou!d 
possibly hope to sell. This was not 
a very encouraging prospect to say 
the least. 

Things began to hum in the min- 
iature lamp business just as soon as 
T. K. Quinn got into the saddle. Out 
of chaos he has brought order. Due 
very largely to his efforts, a simple 
and workable system of sales and dis- 
tribution has been evolved. Prices, 
discounts, agents’ compensation and 
sales rules have undergone needed re- 
vision. The business has long since 
passed over from the loss to the profit 
side of the ledger. 

Ted Quinn saw the possibilities in 
this business and has made others see 
them. National Mazda lamp jobbers 
and dealers are up on their toes and 
after miniature lamp business as never 
before. And they certainly are get- 
ting it. 

Ted Quinn has made them like it! 





Introducing Mr. “Duraduct” himself, 
Mr. “Duraduct” being Ernest C. Alcott, 
representative of the Tubular Woven 
Fabric Co. He is the chap on the right 
with his hands crossed. Standing next to 
him in the light overcoat is LeRoy J. 
Flight, salesman for the Union Electric 
Supply Co., Providence, R. I. 


*| flashlight. 





LLEN FLU 


MAKES EVERY 
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Non-corrosive, fumeless, non-acid, guaranteed. 
Five forms: stick, paste, salts, liquid, oil. 


ALUMI-FLUX ALUMI-SODER 
Send for a free sample. 


Endorsed by the 
National Board of Underwriters. 


© | PeARSHSHINC. © 
SODERING SUPPLIES 
oOWIULISISIY GU A 


4586 North Lincoln Street. 
Fone Ravenswood 2975 
| CHICAGO, ILLINOIS 





SODERING DAY A JOY 








Aladdin’s 
Lamp had 
Nothing on 
PEERBLOW 


SELF BLOWING 
ALCOHOL TORCHES 


LADDIN had a _ piker 
proposition alongside of 
Peerblow. With Peerblow | | 





SIMPLEX 


Torches you have at your com- 
mand an instantaneous “blue 
blazes’? flame—a handy little 
torch not much larger than a 


DUPLEX 


Sales 
Manages 
Should Have This 
Trusty Item For 
Their Men To Sell 


There’s a real demand for this 
torch among electricians, radio 
users, auto repairmen, mechan- 
ics, plumbers, laboratory work- 
ers, jewelers, dentists, etc. 
The profit is liberal—the turn- 
over rapid. 


Write for details. 


PEERBLOW MFG. CO. 


LEETSDALE, PA. 
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Complete Service 
















INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 

















Buick, White and 
Other Foremost Auto 
Manufacturers Are 
Steady Users of 


Ford, 














Soldering and Tiening F’ux for ALL Metals 
Non-Explosive, Non-Corrosive 
Non-Poisonous 
A complete substitute for dangerous 
acids, commonly used as a Flux. 
Ruby Fluid is quick acting, anti- 
rusting and always ready for instant 
use. Ruby users include -the foremost 
industries of the country. 


The Ruby Chemical Company 


69 McDowell St. 
COLUMBUS, OHIO 





























A GOOD 
BUY 


A majority of the job- 
bers’ 


country 


salesmen of this 
The 


JOBBER’s SALESMAN the 


consider 





best buy they ever made 
for $1.00. Think of 12 


issues full of live, inter- 







esting sales helps for one 





little iron man! Subscribe 





today and recommend 





THE JOBBER’s SALESMAN 






to your friends. 
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New Westinghouse Head- 
quarters Planned in 
New York 


Work has been started on a 23- 
story bank building and office build- 
ing at Broadway and Liberty street, 
New York, which will be known as 
the Westinghouse building. All the 
the eleventh floor will 


space above 


| be occupied by the Westinghouse Elec- 
; £ 
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From Architect’s Drawing of New 
Westinghouse Building 


tric & Mfg. Co. and the allied West- 
inghouse organizations. ‘The build- 
ing will front 96 feet on Broadway 
and 135 feet on Liberty street. The 
main entrance will be at 150 Broad- 
way. 

The owner of the building is the 
150 Broadway Corp., the builder is 
Fred T. Ley and Co., and the archi- 
tects are Starrett & Van Vleck. S. 
W. Strauss and Co. have underwrit- 
ten a first mortgage six per cent 
serial bond issue of $4,500,000 on 
the property. Occupancy of the 
building is expected on May 1, 1924. 

* 


* * 


Tue Anyuite Evectric Co., Fort 
Wayne, Ind., has appointed the New 
England Electric Co., Denver, Colo., 
to act as distributor for its line of 
products consisting of “Anylite’”’ regu- 
lators, plugs, extension sockets and 
portable switches, in the states of 
Wyoming, Colorado and New Mexico. 

Frep E. Wricut, formerly central 
station specialist for the Alpha Elec- 
tric Co., has recently been made sales 
engineer, in the New York territory 
for Hubbard & Co., 30 Church street, 
New York. 











Early’s Commutator 
Cement 


A permanent repair for 
pitted commutators, easy 
to apply and thoroughly 
reliable. 


A good buy for your 
customers, and profitable 
to you. 


Write 


THE EDW. E. EARLY 
COMPANY, 


Canton, Ohio 
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RIGID STEEL 
CONDUIT ano FITTINGS 





The Steelduct Company 


Youngstown, Ohio 




















PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—suPeriorit: 
of engraving and the 
convenience of the boot 
form style ex- 
plains why. 
Send for tab 
of specimens, 
detach them 
one 








their sharp 
edges and gen 
eral excellence 


The John B. Wiggins Company. 


Established 1857 
Engravers Plate Mukers Die Embossers 





rn Peoples (ine Ride. __—s CHICAGO 
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The Valentine-Clark Co. 


cur CCT Pes 


New York Toledo 


Minneapolis 


Chicago 
Spokane 


The secret of wood preservation is 
simple: Poison your wood so it will not 
be attacked by fungi at the ground line, 
by using a HIGH-BOILING OIL OF 
COAL TAR. This will forever hold the 
poison and not leach out. Results are 
permanent if properly applied. 

Specify V-C Butt Preservation. This 
guarantees you a perfect Process of Pole 
Butt Preservation. 











HLL 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 














POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 
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BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SEND FOR BOOKLET CONTAINING 
, VALUABLE. 








UNITED 
States depends largely on the re- 
establishment of the purchasing power 
of Europe,” General Guy E. Tripp, 
chairman of the board of directors of 
the Westinghouse Electric & Manu- 
facturing Co., told guests at the tenth 
annual banquet of the Westinghouse 
Veterans’ Association in Pittsburgh 
He stated that he believed 
Ireland, England, Soviet Russia and 
France were recovering commercially 
and that the French action on the 


“PROSPERITY IN THE 


recently. 


German indemnity would serve to 
improve conditions in Germany. 

E. O. Jackson & Co., 417 S. Dear- 
born St., Chicago, are prepared to 
act as manufacturers’ agents in the 
line of radio products and also to 
handle them on a jobbing basis. The 
company was recently formed. Oscar 
Getz is the purchasing agent. 


Statement of the Ownership, Management, 
Circulation, Eic., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly 

at Chicago. Ill. for April 1, 1923. 
State of Illinois, County of Cook, gs. 

Before me, a notary public in and for the 
State and county aforesaid, personally ap- 
peared Frank A. Merkel, who, having been 
duly sworn according to law, deposes and 
sivs that he is the secretary of the Electrical 
Trade Publishing Co., publishers of The 
Jobber’s Salesman, and that the following is, 
to the best of his knowledge and belief, a 
true statement of the ownership, management 
(and if a daily paper, the circulation), etc., 
of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness managers are: Publisher, Electrical 
Trade Publishing Co., 53 W. Jackson Blvd., 
Chicago, Ill.: editor, Howard Ehrlich, 563 W. 
Jackson Blvd., Chicago, Ill.; managing editor, 
Henry W. Young, 53 W. Jackson Blvd.. Chi- 
cago, Ill.; business manager, R. D. Flavin, 
53 W. Jackson Blvd., Chicago, II. 

2. That the owners are: (Give names and 
addresses of individual owners, or, if a cor- 
peration, give its name and the names and 
addresses of stockholders owning or holding 
1 per cent or more of the total amount of 
stock.) Howard Ehrlich, 53 W. Jackson 
Blvd., Chicago, Ill.; Chas. W. Forbrich, 53 W. 
Jackson Blvd., Chicago, Ill.; Frank A. Merkel, 
53 W. Jackson Blvd., Chicago, Ill.; R. L. 
Foote, Corn Exchange National Bank, Chi- 
cago, Tl. P 

3. That the known bondholders, mort- 
gagees, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: 
(If there are none, so state.) None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com- 
pany but also, in cases where the stockholder 
or security holder appears upon the books of 
the company as trustee or in any other 
fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, 
is given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circumsiances 
and conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner: and this affiant has no 
reason to believe that any other person, asso- 
ciation, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is (This information 
is required from daily publications onlv). 

Frank A. Merkel. 

Sworn to and subscribed before me this 
4th day of April, 1923. 

(Seal.) Elsie E. Stover. 

(My commission expires Dec. 10, 1925.) 















BELL RINGING TRANSFORMER 


Dongan Electric Manufacturing (1 


BELL RINGING & RADIO TRANSFORMERS 
Detroit. Mich 
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Wrigley Toggle Bolts 


“Wrigley 
For Quality” 


| 
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= Made of heavier 
- 

= fer gauge steel. 

= =o 

= za 

=: Ow Can be put through 

= = a smaller holes than 
= = the ordinary toggle 
-- bolt. 


First toggle bolt 
made. 


THE THOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, IIl. 








WALGER 
CONNECTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 


No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


-§.H. STOVER & CO. 
PITTSBURGH, PA. 
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YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granulir 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
CO., Inc. 
HUDSON, N. ¥. 
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A source o: profit 


that few jobbers know about 





RACTIONAL h. p. motors—for special appli- 

cations! Here, indeed, is a vast field for sales 
and profits—a source of revenue which few jobbers 
seem to know about. 


Do you realize the thousands of fractional h. p. motors that are 
absorbed each year by the electrical specialty and appliance 
manufacturer? And there are but few territories that do not 
encompass one or more of these manufacturers. Why not check 
over your territory and see how many actual .and prospective 
manufacturers you have to work on! Right now, perhaps, you 
are neglecting an opportunity to turn over small motors in quan- 
tity lots! 


Whether you are or are not working this profitable market for 
fractional h. p. motors, we would like to acquaint you with our 
jobbing policy on the well known DUMORE line of motors. Made 
well to sell fast—liberally discounted—they assure you a hand- 
some profit. We invite your inquiries and in return will give com- 
plete details of our selling plan, our products, their uses and their 
markets. A letter or postcard to us today will bring you this val- 
uable information promptly. 


Wisconsin Electric Company 
1619 Sixteenth Street, Racine, Wisconsin 


DUMORE 


1. FRACTIONAL H.P MOTORS 
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Eveready Spotlight 
with the 


300-ft. Range 


eVEREApy 


FLASH LIGHT 


: “UCU Wy 


WMPE ARAL) (Mig) —_ 








FLASHLIGHTS 
& BATTERIES 
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Mr. Salesman :— Here is another sample of what the National Carbon Company is doing 
to help you increase your sales. The above advertisement will appear in attractive color as a 


full page in the May 12 issue of The Saturday Evening Post, and will be published in a 





 . . . Wrongroad! A tightsqueeze back out! Say, our EVEREADY is as necessary as our headlights” 


Whenever you meet difficulty in the 
dark, the EVEREADY FLASHLIGHT 
helps and protects with instant light 
right on the spot where you want it 


Ever back off theroad, and get stuck in the ditch? Mighty unpleasant! Why not 


avoid it with an Eveready Flashlight? It means more to the convenience and 


safety of motoring than any one item in the auto- 
mobile kit. The only hand light you can use in 
wind and rain. Outdoors or indoors, the reliable 
portable light. Helps avoid mistakes, and accidents. 
In traveling, fishing, sailing, motor boating, and 
camping, it is absolutely necessary to your outfit. 
There are 60,000 Eveready dealers trained to deliver 
Eveready service with the sale of Eveready Flash- 
lightsand Unit Cell Batteries; atelectrical, hardware, 
drug, sporting goods and general stores, garages, and 
auto accessory shops. 

The light ofa thousand uses; a single use may prove 
worthathousand times thesmallcost—$1.35 to ie 


large number of popular magazines. 











Eveready Flashli ght Batteries 
fit and improve all makes of 
flashlights; they give a 
brighter light; theylastlonger 





NATIONAL CARBON COMPANY, INc. 


Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 





































CONSUMER SATISFACTION 


HE JOBBER who builds for business permanence knows the lines he handles must 
please the ultimate consumer or the dealer will not reorder. The purchaser of an R & M 
fan is a satisfied customer because his fan does serve him dependably, quietly and econom- 


ically for a long time, and because satisfied customers build a dealer's business, the jobber 
who serves him prospers accordingly. 


Many jobbers who have enjoyed a steadily increasing fan business year after year have 
handled R & M fans since they were first manufactured more than a quarter of a century 


ago. They have found it good business to sell the fans that assure their dealers of lasting 
customer good will. 


There is still time to get in on this profitable summer business. 
Our national advertising coupled with real dealers’ helps will be 
of untold assistance. Write our nearest office for particulars. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


BRANCH OFFICES: 
Cleveland, 1239 W. Third St. 
St. Louis, 1522 Chemical Bldg. 
San Francisco, 701 Rialto Bldg. 


New York, 30 Church St. 
Chicago, 1444 Conway Bldg. 
Philadelphia, 1418 Walnut St. 


Cincinnati, 9 E. Third St. 
Buffalo, 827 Ellicott Sq. Bldg. 
Boston, 74-78 Pearl Street. 


obbins MARA _& Myers 


and Fans 














